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New Application Idea, 48 


Sells 36 Pole Barns, 42 
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SELL MORE TWINE WITH 


oer 


TWINE SSORTMENTS 


a +1N GENERAL ASSORTMENT 


This all purpose assortment gives you a real 6 Balls Jute Garden Twine 

Twine Department with minimum inventory : a Neyo — Twine 

and in minimum space. You stock and dis- 3 Balls Green Gift Cord 

play a wide variety...the easy way. Each 15 Balls Cabled Household & Kite Twine 
‘ , : 15 Balls Parcel Post Twine 

+1N assortment contains: (Balls are 10¢ sellers) 


King. Cotton 
#25 BIG BALL ASSORTMENT ® D 


This i« NEW, this is DIFFERENT . AN 
ASSORTMENT OF BIG BALLS that’s a BIC 
ales item. The twine is a good buy, balls are 
ilmost 3 times the usual footage. The display 10 Balls 300’ Parcel Post Twine 
elf shipper is printed in eye-eatching blue and 6 Balls 500’ Cable Kite Twine 

+ Balls 500’ 4 Ply Household Twine 
buyer. The balanced assortment gives you exeel- 1 Balls 160’ 2 Ply Jute Twine 
lent variety with very little inventory 3 Balls 175’ £18 India Twine 

3 Balls 150° #24 India Twine 

_ is the way .- tock and 7 I cy twine 3 Balls 60’ #4% India Twine 
the customer is otten prompted to buy more than 3 Balls 150’ #15 Mason Twine 
one ball, more than one typ (Balls are 25¢ sellers) 





The King Cotton Big Ball Twine 
Assortment #25 contains: 


vellow on white it’s sure to stop the impulse 


@ #100 JUTE & INDIA ASSORTMENT 


This assortment gives the customer a Display Box Self Shipper is printed in 
chance to choose India or Jute, heavy or blue and yellow on white and makes a 


light. The display often prompts the cus- very attractive floor or counter display. 
tomer to buy several balls of different 


sizes. This assortment also enables vou to 4h #100 assortment contains the follow- 
carry a wide variety without heavy inven. ing popular sizes and types: 

tory of individual types. 25 Balls #60 Polished India 

are innu- 2° Balls #18 Polished India 

merable. In the home, store, office, farm 25 Balls #36 Polished India 

and factory — wherever a strong, economi- 25 Balls 3-ply Jute 


cal twine is needed. (Balls are 20¢ sellers) 


The uses for twine of this type 


whotever yeu need 





THE KING COTTON LINE 
® Sash Cord @ Chalk Line 

® Clothesline ® Cotton Rope 

® Dryer Cord @ Venetian Blind Cord 


© Twine ® Drapery Cord JOHN H. GRAHAM & co., INC. 
@ Mason's Line © NYLON Cord 105 DUANE STREET * NEW YORK 8, N. Y. 








we new KUIBE 600” 


automatically adjustS to door thickness “& 








Setw 
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KWIKSET “600” line locksets automatically adjust to doors of different 

thickness when screws are tightened. NO further positioning of rosettes is necessary. 
Your customers readily recognize the advantages of a cylindrical lock with this 
exclusive design feature. A lock that can be installed quickly and 

easily, is a lock that sells itself. 


° 


The Only Lock with al these features: 


¢ Six pin tumbler security 

e Exclusive adjustable strike 

e All steel and brass construction 

e Full 2” latch bolt throw 

@ Feather-touch knob action 

© Automatic thickness adjustment 
¢ Elimination of cylinder reversing 


e Unconditional guarantee 


itl4¢142} Oo > “Ah finer lock fer finer homes si 
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KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 











*“CERTAINLY...we always Keep 





a good supply on hand”’ 


Your trade knows the good results obtained with Trinity white 
cement, The raw materials are earefully selected—then 
manufactured with painstaking care. More than 200 tests for 
quality are made during each working day. 

Trinity white cement gives a brilliant white. When pigments are 
added it gives purer colors and tints. It is a true portland cement 
that meets all Federal and ASTM specifications. It is continuously 
advertised to all architects, builders and contractors. 

Keep an adequate stock on hand! 


as white 


TUM 


Meets all Federal and A.$.1.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. - Chicago + Dallas + Chattanooga - Tampo ~- los Angeles 


4 (To obtain more data on advertised products see page 130) February 7. 1955. AMERICAN |L.UMBERMA 





PUBLISHER 
Herbert A. Vance 


ASSISTANT TO PUBLISHER 
A. W. Boulton 


EDITOR 
Arthur A. Hood 


EXECUTIVE EDITOR. . Richard W. Douglass 
MANAGING EDITOR Gordon J. Lawler 
WASHINGTON Robert Y. Kerr 


ASSOCIATE EDITORS Donald O. Carlson 
Walter Venigh 
Robert E. Russell 


PRODUCTION EDITOR 
George F. Van Zevern 


ASSISTANT PRODUCTION EDITOR 
Ruth Lundahl 


BUSINESS DEPARTMENT 
MANAGER 
W. G. Simpson 


PROMOTION MANAGER H. Royal Lee 
ADVERTISERS’ SERVICE Gene Burroughs 
ADVERTISING PRODUCTION Louise Pliska 
CLASSIFIED ADVERTISING A. M. Schwab 


EASTERN: Tom Lindsey, Bob Monetti, Grand 
Central Terminal, 70 E. 45th St., Room 
5622, Telephone Murray Hill 3-8333 

CENTRAL: Hal Hursh, Room 405, 2123 E. 9th 
St., Cleveland, Ohio, Telephone Pros- 
pect |-3235 

MIDWEST: Duke Lynch, Bruce McGregor, 
Thomas F. Hanlon, 139 N. Clark St., Chi- 
cago 2, Ill., Telephone Financial 6-5380 

SOUTH: T. L. Williams, 1000 Bouldercrest 
Drive, Atlanta, Ga., Telephone Dixie 
5829 

PACIFIC: Charles W. Hoefer, 10800 Magda- 
lena Road, Los Altos, Calif., Telephone 
Whitecliff 8-3237 


CIRCULATION DEPARTMENT 
MANAGER Elmer O. Olin 
SERVICE E. B. Cunningham 


ess a 


Gi): 


6 
og ee” 


Mempbe 
Ass 
Busines 
Put 


umbermar 
t., Chicage Subscriptions: one 
U.S. and Canada, $4 (26 es), $6 
tw yea $8 for three year Foreiar 
$15 for one year. Sinale current py, 50¢ 
back copies, $!, except Dealer Products File 
which is $2. Entered as second class matter 
tober 2, 1946 at the Post Office at Cl 
aco, Iil.. under the Act of Merch 3. 1879 


f P Ps ic | ] 
pyrig 955 by America Lumbermar 


BurpinG Propucts MERCHANDISER 


A\MIESRUGCAALY 
UIMIBIERIMIAIN Issue No, 3562 


FEBRUARY 7, 1955 


Since 1873 a Pioneer in Practical 


Merchandising for Building Material Dealers 


FEATURES 

Faster, Better Quality Home Building in 1955 
Dealers Plan for '55 at NAHB Show 

Sells 36 Pole-Type Farm Buildings 

Learn to Use Your Merchandising Credit Tool 
What Is Public Relations? 

New Application Method Can Boost Roofing Sales 
Workshops Inspire Constructive Dealer Action 
1,500 Lu-Re-Co Houses Built by 460 Dealers 
New Lu-Re-Co Plans Announced 

Dealers Discover Profits in Engelmann Spruce 
Little Sales Lead to Big Ones 

A Smile and a Wiggle — That's Promotion 


Fire Speeds Store Remodeling Plans 


DEPARTMENTS 


Newscast 7 New Products 

News 8 What's Your Answer? 
Washington Report 17 Seles Aids 

Editorial Page 30 New Literature 
Financial Counselor 70 New Equipment 
Profit-Making Forum 78 Classified Ads 
Manufacturers News 79° Catalog Information 
ADservice What's New Coupon 
Lumber Markets 92 Advertisers’ Index 
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Improvement 





New! A PACKAGED Steel Garage Door! 


At the Lowest Cost in TAYLOR MADE History! 





Check These New Advantages 
@ No damage in transit 


@ Easier to stock—on the site and in your 
warehouse 


@ No damage while in storage 


@ Not limited to truck delivery 
—can be delivered to the 
site by auto 


@ One man can handle—pack- 
ages are 314’ x 8’ 


@ Factory-to-you delivery— 
New discount structure 





FREE PLANS: 


Complete plans for the con- 
struction of the five attractive 
garages shown here are available 
for the asking. Lists of building 
materials are also included. 
Write on your letterhead to 
address below. 











Your Customers Want These Features: 


Taylor Made Steel Garage Doors are available in a 
wide range of sizes and styles. Construction is of zine 
coated steel. Hardware includes nylon rollers, auto- 
type lock handle, double latches. Famous patented 
“frameless” construction gives greater rigidity 


with less weight. All doors are prime-painted. GARAGE DOORS 
"85-16 12430 Evergreen Road Detroit 28, Michigan 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


EASY TERMS WORRY GOVERNMENT. Washington is disturbed about the increase in mort- 
gages involving no down payments. More than a third of the GI loans 
written late last year were made without any down payment and about 70% 
were for 25 to 30 years. Adjustments are in the wind right now... 
changes that will be carefully, slowly made to avoid depressing the 
nation's economy. 


WHAT'S GOING TO HAPPEN. As in the case of security lending, the first steps to re- 
Strain easy loans will probably be voluntary. Lenders will be encour- 
aged to be more conservative on down payments, particularly on 25 to 30 
year loans. 


IF NECESSARY CONGRESS WILL ACT. Some move to restore control over credit terms on 
mortgages will probably be made in the present congress. There seems to 
be relatively little chance of such an amendment to the Housing Act in 
the present session, however, unless the situation changes drastically 
in the next few months. Changes being discussed could pull the plug on 
GI loans but FHA probably wouldn't be touched. Present liberal FHA terms, 
plus conventional loans, would maintain a high level of starts in 1955. 


IMPLIED THREAT BY BUILDERS. President Hughes, of the National Association of Home 
Builders, had this background in mind when he spoke at the recent NAHB 
convention in Chicago. It was an outright challenge to the federal gov- 
ernment, a tough threat that if mortgage terms were changed it would be 
bad for the country. His viewpoint, of course, was entirely selfish. 
Reasonable down payments actually will keep this industry sound and 
healthy. It's our observation that the builders doing the most crying 
are the very ones who do the most chiseling in the lumberyard. 


LIVELY LU-RE-CO TREND. In the first 10 months 460 dealers in 45 states have pur- 
chased the Lu-Re-Co kit of drawings and other promotional tools. In eight 
construction months about 1,500 Lu-Re-Co homes have been built. Predic- 


tions for 1955 are about 3,000 homes, as many as 10,000 Lu-Re-Co houses 
within the next two years. 


THRIVES IN PREFAB AREAS. Most of the Lu-Re-Co dealers are in the heart of the 
prefab country—Ohio, Indiana, Michigan, Illinois and New York. Progress 
is especially good in Indiana. Recently one of the big line yard out- 
fits set up a Separate Lu-Re-Co operation, was startled when 12 houses 
were sold over just one weekend in a town of 4,500 people. 


AND IT'S JUST A BEGINNING. A new Lu-Re-Co sales kit, a greater variety of plans 
will soon be available. One of the large plan services has re-designed 
all its house designs to accommodate the Lu-Re-Co panel system. The sys- 
tem has proved basic and emphasis for the future will be on more mer- 
chandising to tell the story to the general public. 


NEW GYPSUM PLASTER BASE. There are persistent rumors that a new, lighter weight 
gypsum plaster base will soon be introduced. The product is said to be 
25% to 30% lighter without sacrifice of structural strength. 


TIME SALUTES TREE FARMING. Time magazine in its January 17 issue devoted four 
pages to the progress being made by the producers of forest products with 
tree farming and conservation in general. It was a valuable contribution 
to greater public understandingof lumbermen with Weyerhaeuser, Potlatch, 
J. Neils Lumber, Long-Bell and other familiar names mentioned. 


(continued on next page) 


3UILDING PropuUCTS MERCHANDISER 





NEWS 


Spurt Lifts ‘54 Starts Near Record 


Helped by a record-size closing 
rush, 1954 turned out to be the 
second biggest homebuilding year 
in history, the Labor Department 
reported this month. 

Non-farm housing starts totaled 
1,215,500 for the year, second only 
to the 19560 figure of 1,396,000 and 
10% above the 1,103,800 units put 
under construction in 1953, the 
department’s Bureau of Labor 
Statistics said. 


Busiest Fourth Quarter 

A smaller than usual decline in 
December rounded out the most 
active fourth quarter on record, 
BLS disclosed. 

The December total of 91,000 
included 89,600 privately owned 
units, which represented a sea- 
sonally adjusted annual rate of 
1,473,000 starts. This was an un 
precedented rate for December, 
and nearly equalled the peak rate 
of 1,496,000 chalked up in June, 
1950, 

Secretary Mitchell noted that 
the exceptional strength in the lat 
ter part of the year reflected sub 
stantial increase in the supply of 
funds for mortgage investment, as 
well as the liberalized loan pro 
visions of the Housing Act of 1954 


Private Totals 

For 1954 as a whole, the number 
of new private dwelling units put 
under construction totaled 1,196,- 
100, representing an increase of 
127,800 units over the 1953 figure. 
The volume of public housing 
dropped 16,100 units from 1953. 

Final figures now available for 
the first nine months of the year 
indicate that single-family house 
construction gained in importance 
in 1954 for the third successive 
year. 

During the first nine months of 
1954, almost 90° of all dwelling 
units started were one - family 
houses—the highest ratio for any 
year since 1946. 


Construction Awards 
Up 41% in December 


Dealers should be especially 
busy this month. Contracts award- 
ed in December for construction in 
the months ahead spurted to a 
record of more than $1.8 billion, 
according to F, W. Dodge Corp., 
construction news and marketing 
specialists. 

Awards made in the 37 states 
east of the Rockies and tabulated 
by Dodge during the latest month 
totaled $1,828,837,000, up 22% 
over November and 41% over De- 
cember, 1953. This not only topped 
any previous December in Dodge 
history, according to the company, 


8 


but was one of the highest monthly 
totals ever recorded, despite the 
fact winter is traditionally a slack 
period for contract awards. 


Just Like Summer 


The contract volume in Decem- 
ber was exceeded only by a few 
big summer months, according to 
George Cline Smith, Dodge econ- 
omist. It compares with $1.3 bil- 
lion last year, “which was consid- 
ered by us to be a very good 
December,” he said. 

Residential building showed by 
far the biggest gain over year-ago 
levels. Contracts for future home 
building awarded in December 
came to $761,577,000, up 7% over 
November and 76% above Decem- 
ber, 1953. 

Good Year Ahead 

Thomas 8S. Holden, Dodge vice- 
chairman, stated in connection 
with the company’s announcement: 
“The high December total gives 
the American business community 
much the same kind of lift that 
came when we discovered that our 
totals for January, 1954, seemed to 
forecast a big year.” Earlier, Mr. 
Holden had predicted the 1955 
Dodge dollar total would surpass 
1954 by 6% 


In the 12 months of 1954, the 
Dodge volume of construction 
awards in all categories hit a rec- 
ord high of $19,770,207,000, up 
13% over the previous record set 
in 1953. 


Expect 60°% More Gypsum 
From Expanded Kaiser Mill 


A $3 million expansion of Kaiser 
Gypsum Co.’s Long Beach, Calif., 
gypsum products plant has been 
authorized by the company’s board 
of directors, it was announced by 
Henry J. Kaiser, chairman of the 
board and president. 

This expansion will increase the 
productive capacity of the plant by 
more than 60%, and will involve 
the gypsum board production line, 
drying capacity and calcining fa- 
cilities, plus construction of four 
additional buildings. The company 
has acquired adjacent land that 
will double the present plant area. 

Work on the program will get 
under way within the next 15 days, 
and it is expected that the en- 
larged plant will be in full opera- 
tion by late this year. The existing 
plant will continue in full opera- 
tion during alterations, as the in- 
stallation schedule is planned for 
minimum interference with daily 
operations. 


Ike Asks Extra $5 Billion for FHA 


President Eisenhower has asked 


congress for $5 billion more in 
authority for the Federal Housing 
Administration to insure home 
mortgages in fiscal 1956. This 
would boost the agency’s insurance 
authority to about $26 billion. 

Because of the more liberal 
terms of the new housing act, the 
President figured, the rising flow 
of mortgage insurance applica- 
tions will continue through the 
coming fiscal year. He forecast 
800,000 government-backed mort- 
gages on new and existing homes 
in 1956, plus insurance for loans 
for repairs on 1.5 million homes. 
The volume of home purchase and 
construction mortgage insurance 
would thus be up considerably over 
this year, while the total for repair 
loans would be down. 

The President also recommended 
that the Housing and Home Fi- 
nance Agency’s authority for slum 
clearance and urban renewal 
grants to cities be doubled over the 
next two fiscal years, from the 
present $500 million. 


Continued Direct Loans 


Mr. Eisenhower asked extension 
to July 25, 1957, of the program 
under which the Veterans Admin- 
istration makes direct housing 


February 7, 1955, 


EISENHOWER 


loans to some veterans. This is 
scheduled to expire this June. He 
asked $100 million of new obliga- 
tional authority for fiscal 1956 for 
the program. 

The President again asked au- 
thority to contract for an addi- 
tional 35,000 units of public hous- 
ing in each of the next two fiscal 
years. A year ago he proposed 
35,000 units in each of the follow- 
ing four years. 


(continued on page 12) 
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YOUR BIG HARDWARE WEEK SPECIAL 
New Black & Decker Saw Attachment — 








During Hardware Week (April 15-23), push the new Black 


& Decker Saw Attachment, world’s safest... it’s the perfect 
accessory for everyone who owns a Black & Decker '4-inch 
or *4-inch Utility Drill. Or, sell the drill and attachment 


together, as a real all-purpose tool. 


With this Saw Attachment, your customers can safely 
cut lumber, Masonite, do-it-yourself aluminum, etc. 
Comes complete with blade, telescoping guard, built-in 
depth and bevel adjustments, and rip fence. Black & 
Decker is pushing it hard during Hardware Week 
you do the same and watch your sales grow! Order 


from your wholesaler. 


Attachment 
only 


As advertised in 









Fanious Black & Decker Jig Saw— 
FOR PROFESSIONALS AND AMATEURS 


Designed to meet the needs of a// your customers! Comes 
complete with five blades to make straight, curved and 
irregular cuts in wood, metal, rubber, composition board, 
linoleum, plastic—’most every building material known. 
Perfect for hobbyists making everything from toys to 
furniture; equally good for repairmen and installation men 
in electrical, carpentry and remodeling fields. Quality-built 
with a powerful, specially-designed Black & Decker rotary 
motor. See your wholesaler, or write: THE BLACK & DECKER 
Mrs. Co., Dept. H-302, Towson 4, Maryland. 


LEADING WHOLESALERS EVERYWHERE SELL 


() Black & Decker 


PORTABLE ELECTRIC TCOLS 
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Exclusively Franchised to 


Olympic Major Dealers 
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~—SHAK-A-MATIC. 
COSTS TO 32.5% 


Mr. Dealer: 


Sell OLYMPIC Perfect-Fit Shakes, 
America's most distinctive sidewall 
material, and get the advantages of 
this sensational labor-saving tool. 


The OLYMPIC SHAK-A-MATIC 


will put you head and shoulders above 
your competition because you alone, 
in your market, can offer tremendous 
savings to builders and home owners. 


Cash in on Plus-Profits! 


WRITE OR WIRE TODAY FOR INFORMATION! 





TEXTERIOR PANELING TIMBERLINE SIDING 
BOARDS AND BATTEN HANDSPLIT PRODUCTS 


OLY MPIC TAIN 
STAINED PRODUCTS COMPANY 
: . : OLYMPIC WOOD BLEND 
reserving Wood in Color for American 


(To obtain more data on advertised products see page 130) 





You Can't Beat 


GALVANIZED 


Roofing & Siding 


5 


ror Bast VALUE, buy Grade-Marked 
sheets, which show weight of zinc 
coating. And for longer, stronger 
service, specify heavy-coated 
roofing and siding such as the 
“Seal of Quality” 

. With galva- 
nized sheets, you 
get the strength 
of steel, the pro- 
tection of zinc. Preferred by thou- 
sands of users. Proved by time 
itself. Feature by feature, they’re 
your best buy. Check and com- 
pare with any other material! 











STRUCTURAL STRENGTH and 
rigidity; withstand 
rough treatment 





VEARS OF RUGT-FREE 
SERVICE, little or 
no upkeep problems 





EAGIEST TO HANDLE, lay and 
nail; stay put, hold at 
nail-holes 





LIGHTNING PROTECTION, 
fireproof, ratproof, 
pleasing appearance 





LOW COST ALi THE WAY, 
to buy, to apply and 
thru the years 

















purer eer seese--= 


IFREEI" DO-IT-YOURSELF” MANUALS, 


I Write: AMERICAN ZINC INSTITUTE ' 
; 324 Ferry Street 
1’ Latayette, Indiana Al? 


'C Facts About Galvanized Sheets 
jo How To Lay Galvanized Sheets 
4a Metallic Zinc Paint for Metal Surfaces 


{NAME 


' 
jAsonses wali 


tory 4 STATE. — ——— 
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Cole Proposes Changes in Housing Law 


Housing Chief 
Cole has re- 
quested “reme- 
dial” and tech- 
nical changes in 
the 1954 hous- 
ing law to the 
Senate and 
House banking 
and currency 
committees. The 
head of the Hou 
g and Home Fi- 

suggested these 


COLE 


nance Agency 
changes: 

A request to release public hous 
ing from its tie with “slum clear 
ance” and “urban renewal” writ 
ten into the law last year by 
congress. The present law re- 
stricts government loans to com- 
munities with workable slum clear- 
ance programs approved by 
HHFA. On capitol hill chances 
for the proposed liberalization are 
said to be slim. 

Removal of the $2,500 limit on 
Federal Housing Administration 
and Veterans Administration in- 
surance on home repair or im- 
provement loans made by Federal 
savings and loan associations. 

Clarification of the $5 million 
mortgage limit for multi-family 
housing. At present, FHA inter- 
prets this section to mean a single 


year and more money 


structure can be covered by two 
separate mortgages totaling more 
than $5 million if there is a wall 
separating the two halves of the 
building. Mr. Cole wants to know 
if this is in line with Congressional 
intent. 

Elimination of cost certification 
requirements on Section 221 pro- 
grams designed to provide special 
insurance on loans for private 
housing needed for displaced per- 
sons under the “urban renewal” 
program. 


More for Title I 


On other phases of government 
housing, Mr. Cole asked for more 
funds for the controversial Title I 
home repair and improvement loan 
program which came under Con- 
gressional attack last year. He 
said the $500 million for capital 
grants under this section would be 
used up at the end of this fiscal 
would be 
needed. He did not say how much. 

Mr. Cole also said he may ask 
for extra funds for Uncle Sam’s 
program of helping communities 
maintain a reserve of planned 
public works. Again, he mentioned 
no amount. This advance planning 
of public works program is now 
authorized to spend $10 million. 





> 


NRLDA Appoints '55 
Exposition Committee 


The appointment of three key 
chairmen to stage the second an- 
nual building products exposition 
at Cleveland, October 11-16, by 
the National Retail Lumber Deal- 
ers Association, has been an- 
nounced by Watson Malone III, 
NRLDA’s president 


TORRENCE 

Phil Creden, 
director, 
cago, 


CREDEN 


public relations 
Hines Lumber Co., Chi- 
will serve as general chair- 
man of the exposition. R. A. 
Schaub, Northern Indiana Lumber 
& Coal Co., Whiting, Ind., will head 
the finance committee and Findley 
Torrence, secretary, Ohio Associa- 
tion of Retail Lumber Dealers, 
will be chairman of the program 
committee. 

Reporting on preliminary expo- 


lebruary 


sition planning, Malone said that 
events will be scheduled to give 
dealers a maximum amount of time 
to spend with exhibitors on the 
floor of the exposition and that 
plans are being developed to fea- 
ture exhibitors’ products prom- 
inently in the special features to 
be sponsored by the consumer 
magazines. 


NRLDA Urge 


es Emphasis 
On Larger 


Home buyers and home builders 
should give careful consideration 
to increasing the size of new dwell- 
ings to gain extra livability even 
if that means a temporary sacri- 
fice of frills and extras, according 
to H. R. Northup, executive vice- 
president, National Retail Lumber 
Dealers Association. 

“The area of a new home can 
be enlarged by 10% at an increase 
of only about 4% in the selling 
price at the time the house is 
built. In other words, it would 
cost only about $500 to enlarge a 
$12,500 house from 1,000 to 1,100 
square feet, and the extra 100 feet 
would permit several extra closets, 
larger bedrooms, and more room 
in the living-dining area. 

(continued on page 123) 
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SELL 100% with 
WHD0-SOPPIA- See! 
FAUOD'Y an’ = aa, 
Sell the whole kitchen Market with the new © u By 
warmth of natural birch, the charm of antique 
copper, and the strength of a steel chassis. It's (oneal 


caught onlike wildfire ! The trend-setting Pioneer” 
line or the white all-steel line . . . American Kitch- 


ens have more exclusive quality features... " 
offer 4 times more sales at full 40% profit. Cash 
in—call your American Kitchens distributor! 


Constructed of Steel for Lasting Appeal Division (4400) CONNERSVILLE, INDIANA 
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STANLEY 


This Is Really Putting 
Power Behind Tool Sales! 


* 
~ 














. 


There’s at least one thing 
that packs more sales 
punch than a completely 
integrated, pre-merchan- 
dised display of Stanley 
Hand Tools! And that’s 
the same package PLUS 
an on-the-other-side dis- 
play of Stanley Electric 
Tools. Here it is! 


On the other side of your Stanley 
Hand Tools HT-1 Island Fixture, 
we've arranged a display of Stanley 
Electric Tools that will double the 
interest appeal, and sales sock of this 
successful merchandiser. It’s our 
new H55 Assortment which we'll 
ship complete, prepaid freight, direct 
to you with all necessary hooks, 
Electric Tool Handyman sign and 
price clips included free. H55 
Assortment includes router, saw, 2 
drills, drill kit, plane adapter kit and 
selected, fast moving accessories. 
Total retail value — $297.15. 


Put this big one and one together. 


See your wholesaler or for full details, write Stanley Back a winner with another. This is 


Electric Tools, 122 Myrtle St., New Britain, Conn. Ask for the only complete Power and Hand 
H55 information. Tool display on the market — 


matched tools for unmatched profits 
— all from Stanley, The Toolbox of 
the World. 


THE STANLEY WORKS ¢ NEW BRITAIN, CONNECTICUT 
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Good...Better.. STANLEY ANNOUNCES 
STEEL GARAGE DOORS 
SMART NEW SWING-UPS 


Best...Hammers 
By STANLEY 


Three Stanley hammers — every one 
with these top grade features typical of 
the quality built in to all Stanley Tools: 
polished head, “‘Evertite’’ processed 
hickory handle triple wedged for lasting 
tightness, bell face, choice of curved or 
ripping claw. 


Good — The Jobmaster. New name, new 
look for old standard. Polished head. 
Straight, young hickory handle. Popu- 
lar priced. Ne. 101% 16 oz. — $2.75. 


Better — The Nailmaster. Something new 
in hammers — nail holding slot behind 
the claw for a hold and reach start. 
Sleeve tells all at point of sale. Mirror 
finished head. All white selected hick- 
ory handle. No. N51% 16 oz. — $3.35. 


Best — The “100 PLUS”. Distinctive pat- 
tern. Perfect balance. Forged alloy steel 
head with mirror polish finish. All white 
selected hickory, semi-octagon handle. 
The champion. Ne. 11% 16 oz. — $3.75. 
Others from $1.45. 


All western prices slightly higher. See 
your wholesaler or write for hammer 
details to Stanley Tools, 122 Elm St., 
New Britain, Conn. 


This is the smart door for the do-it- 
himselfer and the up to the minute 
builder both. Quality is all over this 
door. For example: 24-gauge steel 
face — both sides galvanized — and 
heavier 18-gauge reinforcing mem- 
bers, Bonderized and prime painted, 
all joints welded, weatherstripped all 
around. Equipped with Stanley's 


famous garage hardware, floating 
action door swings effortlessly up 
and entirely out of the opening. 
And yet with all these features, the 
new Stanley Steel Garage Door costs 
less than most wooden doors and 
compares in price with ordinary steel 
doors. 


See your wholesaler, or write Garage Hardware Division, 
The Stanley Works, 122 Lake St., New Britain, Conn. 


HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 


BUILDING Propucts MERCHANDISER 


(To obtain more data on advertised products see page 130) 





bY aval te 
sai) 9 


%, ‘4 Ae 


*d?7/Dacky’s Family Of 
7 “Qualitized” 


ax 
1 
WOOD and WOOD 


“QUALITIZED” ENGELMANN SPRUCE 
“QUALITIZED” IDAHO WHITE PINE 
“QUALITIZED” PONDEROSA PINE 
“QUALITIZED” INLAND CEDAR 
“QUALITIZED” FIR and LARCH 
“QUALITIZED” WHITE FIR 


7 


Plus “Qualitized” Mill- 
work, Cut Stock, Lath, 
Pre-cut Children’s Furni- 
ture and Toys. 


. 
/ -“QUALITIZED” PRODUCTS 


{/ - AVAILABLE ONLY 
fp : FROM 


ACK RIVER SALES CO. 


SPOKANE, WASH, P.0.8OX64 © TELETYPE SP.105 © TEL. MAdison 0121 
Managing Sales For 


PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO 
Sendpoint, idaho Gibbs. idoho Thompson Falls, Mont. 
* CRESTON SAWMILLS, LTD. Creston, 8. C. e 
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Report from 


The complete story of the Na- 
tional Association of Home Build- 
ers appears elsewhere in this issue. 
But because this page in an earlier 
issue reported a few mild warn- 
ings from high-ranking experts 
that it’s smart to watch house- 
building trends with some care in 
these days, we'll add a few similar 
statements from the Chicago con- 
vention. 

Some industry and government 
economists told the builders there 
are signs that 1955 may see as 
many as 1,700,000 houses. Such a 
number might well play hob with 
market factors; strain mortgage 
facilities, force an increase ia in- 
terest rates on home loans and kill 
the liberal down payment terms 
now open to home buyers. 

George Conklin, of the Guardian 
Life Insurance Co., New York, said 
that building 1,300,000 residence 
units in ’565 would mean a rise in 
interest rates; and this production 
figure seems to be about the low- 
est estimate for the year, made by 
an experienced analyst. 


“Runaway” Market 


Conklin thinks that, no matter 
what the number of housing units 
built this year, 55 will see the end 
of the no-money-down, 30-year- 
mortgage formula. He called at- 
tention to the fact that in Decem- 
ber of last year the residential con- 
struction rate was 90% higher 
than the rate for the year as a 
whole; in fact was above the rate 
of 1950, which was the highest 
housing production year since rec- 
ords have been kept. He thinks the 
“runaway” production rate of No- 
vember and December of ’54 should 
be considered something as a storm 
warning. 


Watch the Market 


In any event, these statements 
indicate that it is smart to keep a 
sharp eye on the local market; 
which means local and solvent 
prospects. No one dealer nor even 
a fairly big group of dealers can 
do much about directing the mar- 
ket as a whole; but any dealer or 
builder can do a pretty good job 
at charting the temperature and 
pulse rate of his local market. So 
long as it stays normal, fine; let 
er speed. 

Ewan Clague, former commis- 
sioner of the Bureau of Labor Sta- 
tistics and now special assistant to 
the Secretary of Labor, says the 
heaviest house buying pressure is 
being generated by veterans of 
World War II. More veterans are 
eligible for insured - mortgage 
homes, he says, than the industry 
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could get built before these GI ben- 
efits expire. It’s a safe guess that 
not all veterans will try for houses 
before June 1957; but it’s also a 
safe guess that the number who do 
try will increase as the limitation 
date approaches. 

Incidentally, government ana- 
lysts think the 1955 house will have 
1140 square feet of floor space, will 
have three bedrooms and will cost 
$12,300. These of course, are me- 
dian figures. 

The report in Washington is that 
Congress is fairly sure to give the 
President standby authority to im- 
pose price, wage, rent and similar 
controls, at once, in the event of 
enemy attack. 

The preliminary BLS estimate of 
housing starts in '54 is 1,215,500 
units, of which 19,400 were public 
housing. This means that ’54 


weighed in with 127,800 more pri- 
vately built units than it did in 53. 


VA Needs Appraisers 


The Veterans Administration 
says it still needs construction an- 
alysts to help in processing the 
large number of appraisal requests 
for new GI homes, especially in the 
Washington area. 

Applicants should have had at 
least five years of experience in 
general contracting, or the equiva- 
lent, be able to estimate labor and 
materials and read blueprints, and 
should have had some inspection 
experience. Applicants may apply 
in person or by writing to the per- 
sonnel office, Veterans’ Benefits 
Office, Veterans Adminstration, 
Room 2060, Munitions Building, 
Washington 25, D. C. 

The National Lumber Manufac- 
turers Association, that last year, 
in cooperation with Better Farm 
ing, conducted a highly successful 
contest in rural home improve 
ment, has announced a new contest 
in which $10,000 in cash prizes is 
offered for farm service-building 
improvements. 


WASHINGTON 


To be eligible to enter the con- 
test the improvement must use 
some lumber; it may be a new 
building, a remodeled old building, 
an addition to an existing building, 
or special devices such as pens, 
chutes, sheds and feeders. A farm 
building improvement is defined as 
any construction project that adds 
to the efficiency, profits, satisfac- 
tion or well-ebing of the farmer. 

Official entry blanks are avail- 
able without charge from Better 
Farming, Philadelphia 5, Penna. 
No charge to enter the contest. The 
improvement must be started after 
January 1, ’65 and be completed 
before November 1. 


For Rural Dealers 


Local lumber dealers are coop 
erating with the sponsors, by ad- 
vising their farm customers on 
their projects. The rural home im- 
provement contest last year re- 
sulted in the sale of more than 
$250,000 in lumber and other prod- 
ucts, just for the projects com 
pleted before the deadline. 

The NLMA says that many 
thousands of dollars’ worth of lum- 
ber had been sold for projects that 
were not completed ahead of the 
deadline. It is known that many 
neighbors of the contestants were 
inspired to undertake similar home 
improvements but did not formally 
enter the contest. One of the most 
effective salesman for country 
building improvements is a build- 
ing project on a neighboring farm. 


Lumber Use Down 


The Lumber Survey Committee 
has estimated lumber consumption 
for 1954 at 39,75,000,000 board 
feet; some 3% :ess than for 1953. 
Average wholesale prices increas- 
ed by 3% from June to September; 
caused in part no doubt by fear of 
strike-engendered shortages. For 
softwoods, shipments and new or- 
ders in the third-quarter exceeden 
production, 








New Dealer Washington Service 


Dealers who have questions that can be 
answered only by checking Washington 
sources are urged to use the services of 
Robert Y. Kerr, our representative in the 
capital. Send questions to American Lum- 
berman, 139 N. Clark St., Chicago 2, Ill. 











Maintenance, 
power-driven and 
paint brushes for 
every home and 
industrial use. 


You ean’t afford not to sell 


PITTSBURGH BRUSHES! 


Here’s why: Your customers blame you when their paint 
brushes prove inferior. Your best insurance against comebacks is Pitts- 
burgh Red Stripe Brushes! For one thing, when Pittsburgh labels a brush 
"100% hogs’ bristle,’’ you know it’s not only true, but it’s also the finest 
bristle obtainable on today’s market. Secondly, the Red Stripe trademark 
is your customers’ assurance of brushes made to the top standards of the 
industry. Stock the complete Red Stripe line—100% hogs’ bristle, 100% 
texturized synthetic (Pittsburgh's improved Velvet-Tip synthetic), 100% 
Tynex Nylon, and hogs’ bristle-synthetic mixtures. 


For address of your nearest Pittsburgh supplier, write: PirtspurcH PLATE 
Grass Co., Brush Div., Dept. C-2, 3221 Frederick Ave., Baltimore 29, Md. 


PITTSBURGH 


Kad Stipe anusnes 


BRUSHES © PAINTS © GLASS © CHEMICALS © PLASTICS * FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Sell BOTH big screen markets with one line of... 


Columbia-matie TENSION SCREENS 


Cost-conscious builders and today’s fast-growing mar- You sell frameless Columbia-matics with a minimum 
ket of do-it-yourself homeowners are your two big inventory. Your distributor will provide prompt, fast 
screen markets. And Columbia-matic Tension Screens delivery on all standard Columbia-matic sizes, and any 
give you a genuine opportunity to sell both markets special-order size. You stock only what you need 
more easily, more profitably. yet sell a complete line. 
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Backed by powerful national advertising — 
34,000,000 reader-impressions this Spring 


Columbia backs up your selling effort 
with this big national advertising cam- 
paign. And there'll be plenty of mer- 
chandising and point-of-sale support 
available, too. It’s the biggest, best and 
completest program ever put behind a 
window screen. 


Ask your distributor 
for Columbia-matics or write: 


THE COLUMBIA MILLS, Inc., Dept. at-2, syracuse I, N.Y. 
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Valspar Launches 


Completely New 


Product Promotion! 


Here is a comprehensive paint 
merchandising plan that merits 
your immediate attention and 
action! .... 


During 1955 every dealer who 
handles Valspar paint products 
will be backed by the largest 
and hardest hitting advertising- 
sales promotion program in Val- 
spar’s history. Every Valspar 
full-line dealer will have a paint, 
varnish or enamel to meet the 
needs of every customer and 
prospect. 


Included in this new star-studded 
line-up are surprising superla 
tive additions to the top-rated 


Valspar line itself. There are 
the all-new SMITH-VALSPAR 
MARINE and SHIP & BOAT 
PAINTS, and a revolutionary 
innovation in paint merchan- 
dising — specially formulated 
paints for sportsmen: SMITH- 
VALSPAR SPORTSMAN’S 
PAINTS. 

But that’s not all! There’s more, 
much more, slated for announce- 
ment in a matter of weeks! Your 
cue is to tie into this Valspar for- 
ward surge now .. . so that you 
can get all the cash values aimed 
your way. Your Valspar repre- 
sentative will call soon with all 
the details. Watch for him! 


The Ve [spar Cuiieciiian 


General Offices: Ardmore, Pennsylvania 
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Now it can be 


told ! 








The story of a multi-million dollar, 
six-year plan that paid off... big! 


he time... 1948. The place . . . Chicago. The prob- home plans and information, That was in 1949. 
lem ... the nation in the grip of the toughest housing 
shortage in U.S. history. Millions in need of homes 
faced the problem of material shortages and increased 
building costs. 


Today, six years later, the impressive results of this 
long-range industry plan continue to pile up. Dealers 
and builders, large and small, have banked important 
dollars because of it 
With the end of war a short shadow away —a group In these six years, thousands upon thousands of in- 
of determined executives met for a serious look at the terested prospective homeowners have sent cash and a 
coupon for the famous Celotex Book of Homes and 


home information, 26,000 from one single advertise- 


future of the building industry . . . adopted a six-year, 
long-range plan based on the firm belief that, come hell 
or high water, people would have homes and builders 


ment. The volume of new home construction thus cre- 
would build them. 


ated is beyond estimate —but the result is not. This plan 

Vision and courage sat at those conference tables. The has brought the joy of home ownership to thousands — 
vision to see into the rich future of the building indus- and added prosperity to dealers and builders from coast 
try. The courage to put millions on the line to back up to coast 
this vision 


This is the story of the Celotex long-range plan de- 
A new kind of advertising wee planned Advertising cided in 1949 carried out through 1954 continued 
whose main objective was to rouse interest in home 
building, prove to the millions the mistake of waiting. 
And send prospects to those important men in the com- 


munity who supply materials and plan and build homes! 


in 1955. To the thousands of dealers and builders who 
recommend Celotex building products a resounding 
thank you! To a// dealers and builders, everywhere 


an invitation to put the Celotex name and reputation to 
Others of vision in the building industry joined 


work for you. 1955 will pay off ... big... for those 
forces. Material output was increased. The results were 


who do. 
immediate. People began to act! Dealers and builders THE CELOTEX CORPORATION 
began to feel the impact. People by thousands wrote for 120 S. LaSalle St., Chicago 3, Illinois 


Celotex Insulating Sheathing * Celotex Insulating 
Lath « Celotex Insulating Interior Finishes 

Celotex Asphalt Roofing Products * Celotex Insulating 
Sidings + Celotex Rock Wool Products 

Celotex Roof Insulation « Celo-Rok® Gypsum Products 
Celotex Hardboard « Celotex Flexcell” 
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In 1955, eleven (count em) of the biggest consumer magazines 
in the country will carry Ruberoid ads. Led by LIFE, the biggest 
of them all, they'll be telling 25 MILLION FAMILIES about the 
hottest roofing and siding line in the industry. Here’s the most 
powerful advertising program in Ruberoid’s history . . . more 
than ever the Ruberoid line will mean bigger sales and more 


profits for dealers in 1955. 


This year Ruberoid dealers will have more profit building, 
tie-in Opportunities than ever before. During °55 there'll be 39 
big Ruberoid magazine ads . . . one ad or more every single 
month throughout the entire year! Its an advertising powerhouse 


you can't afford to miss. 


Ask the Ruberoid representative to show you the “1955 
Advertising-Merchandising Opportunities for Ruberoid Cus 


tomers”. It’s your best profit timetable for 1955 


The RUBEROID co. 
Asphalt and Achestos Building Matenalc 
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Better farming makes him 
a better customer for you! 





Top farmers produce twice as much per acre, twice as 
much per man, as average farmers—and buy twice as 
much to live twice as well. 


Our job is to help more farmers become top farmers. Better Farming 


That makes more top customers for you. For what you 
sell is needed to achieve better farming. 


COUNTRY GENTLEMAN THE MAGAZINE POR 


Better farming on more farms—more sales to more 
prosperous farmers .. . that’s what Better Farming means! 


Now Country Gentleman's name 
and aim are the same 


A Curtis publication 
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CATCH more prospects... 
CLOSE more sales... 


with 
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THE NO. 3 AIR JET CLOSER 
Reversible for right or left hand doors 


This attractive, economically-priced, air-controlled screen- 
storm door closer has a case of light, strong impact-ex- 
truded aluminum tubing . . . a steel jamb bracket and a 
pressure-cast aluminum door bracket. It is a with 
two coiled springs, nylon valve with finger-tip adjustment, 
special hold-open device. Moving parts are self-lubricating. 
Over all length 15%”, diam. 144”. TO ORDER, SPECIFY 
No. 3 Fin. MB Maroon Bronze; No. 3 Fin. SB Silver Bronze. 


THE NUMBER 525 SINGLE BORE CATCH 
This good-looking, quality-made screen- 
storm door catch has a beautifully-finished, 
durable, wrought brass knob and cast brass 
lever handle. Working parts are long-lasting 
pressed metal. It requires only a single 
‘Xe’ hole through side of door. Fits doors 
from *” to 1%” thick. Designed for doors 
opening out only. Any handy man can in- 
stall it easily. TO ORDER, SPECIFY No. 525 
Door Catch, Fin. 10 Polished Brass. 
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SCRTEM. STORM DOOR HAROWARE 
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nomial 
: - anroctively 
“TRY IT YOURSELF” DISPLAY MOUNT Sill 
Permanent-type, handsomely finished wood tosil 
mount designed to demonstrate the oper- 
ation of both closer and catch. Other screen- 
storm doorware includes: mortise type and 


rim type catches, coiled torsion-type spring SINCE 1839 ® 
closer and liquid, surface door closer. See 

your Russwin Deolers’ display of the 

“All-Star” Screen-Storm Doorware. 


DISTINCTIVE HARDWARE 
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ANOTHER SALES LEADER 


from the Leading Maker of 














REYNOLDS ALUMINUM 
Self -Lifting 
GARAGE DOOR 


Here’s a garage door that sells itself to 
both builders and do-it-yourself home- 
owners! To the builder it is an impressive 
sales feature that’s low in cost, quickly 
installed. To the handyman, it’s a “pack- 
age’”’ operation with full instructions, tools 
and gauges—nothing to go wrong! 

And what a door! Built solid, of heavy- 
gauge embossed sheet on stout extrusions 
welded for extra strength. Unique combi- 
nation of torsion spring and spiral cable 
drum assures permanent self-lifting action. 
Weatherstripped bottom and sides. Pre- 
cision lock. Oil impregnated rollers, cable 
and pivot shafts are stainless steel. Needs 
only 6” clearance behind auto bumper 
guard, approximately 6” head room. Call 
your supplier. Write for literature. 
Reynolds Metals Company, Building 
Products Division, 2002 South 9th Street, 
Louisville 1, Kentucky. 

Standard sizes 8’ and 9’ wide x 7’ high. 

With or without window lights. Com- 

plete in one carton, 6” x 47” x 98” (8') 

and 110” (9’). Weight less than 100 lbs. 


———— 


eee 


eal a new perfected Double-Hung Window in 


the great line of Reynolds Aluminum Windows. 


New perfection in all details! Strong 
stainless steel drive screws. All hardware 
® contact jamb weatherstripping. Fings “ti 
= , Reynolds Metals Company, Window Division, 


mechanical joints with 

stainless steel, also the double 
er-tip operation. Write for catalog. 
2002 S. 9th St., Louisville 1, Ky. 
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EE “MISTER PEEPERS,” starring Wally Cox, Sundays, NBC-TV Network. 


REYNOLDS 38 ALUMINUM 


BUILDING PRODUCTS 
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Here’s how Armstrong helps you 


Sell Sound Conditioning for 
the home...to builders 
and ‘do-it-yourself families 


The big boom in residential sound conditioning is just getting under way. 
A distinctive new advertising campaign helps you cash 


in now with Armstrong Cushiontone”. 


PRODUCT IS RIGHT. To make acoustical materials ap- 
pealing to women, Armstrong has designed a noise- 
absorbing ceiling that is decoratively smart for the 
home. The new Cushiontone with its smart, modern, 
full-random design provides an attractive ceiling finish 

NEED IS BIG. Today's homes are just too noisy... and completely eliminates the commercial “tile” ap- 

and getting noisier. More appliances are coming pearance, It’s easy to clean—repaintable—and it’s made 

into the kitchen . . . families have more children by Armstrong, the name that people know and trust. 

. » » people entertain more . . . and popular open 

planning creates a whole set of new noise problems. 

People have become more and more conscious of the 

annoying racket in their homes — but until now, 


they didn’t know how to get rid of it. 
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ADVERTISING HELPS YOU SELL. Starting this month, 
full-page ads in American Home and Better Homes 
and Gardens are telling 7,000,000 families how to 
sound condition their kitchens with Armstrong Cush- 
iontone for as little as $25 if they do the job them- 
selves. These readers are the world’s most responsive 
when it comes to home improvements. They'll fol- 
low the advice in the Cushiontone ads and look up 


their building products dealer. 


EASY FOR HOME OWNER TO INSTALL. 
Phe Armstrong ads show your customers 
how quick, easy, and inexpensive it is to 
sound condition with Cushiontone. Aec- 
tually, Cushiontone can be cemented 
over most any firm, level, dry surface or 
it can be nailed to furring strips. Be 
ready to give your customers a few instal- 
lation pointers when they come into your 
yard. The big do-it-yourself market can 


mean extra profits for you, 


GIVES BUILDERS NEW FEATURE. ‘Tell your 
builders they can make sound conditioning 
their most important new sales feature, 
Point out that Cushiontone provides new 
comfort and a finished ceiling at the same 
time. Show them how fast it can be in- 
stalled... how it replaces plaster and gyp- 
sum... how it needs no painting. Arm- 
strong Cushiontone in new homes means 


profitable extra business for you, 


For further information, contact your near-by Armstrong wholesaler 
or write Armstrong Cork Company, 4202 Rieker Ave., Lancaster, Pa 


Armstrong CEILINGS 


Cushiontone * Temlok® Tile * Perforated Temlok Tile 


The smart-looking tiles that quiet homes 
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HOSPITALS SUPER MARKETS 


boost your commercial 
sales with Marlite “® 





Plank and Block = y 


Dealers everywhere are finding the exclusive features of 
new Marlite Plank and Block are creating new sales 
opportunities in commercial and institutional markets: 


e New, exclusive tongue and 
groove joint makes 
installation fast and easy 


e New, easy-to-handle sizes: 
Planks (16 in. x 8 ft.), 


Blocks (16 in. square) | Marlite 


e New “Companion Colors” 
in semi-gloss finishes; ye 
distinctive wood patterns . ear me , 

a 
e Easy-to-maintain, permanent vn ee 


soilproof baked finish. 


Marsh Wall Products, Inc., Dept. 241, Dover, Ohio * Subsidiary of Masonite Corporation 
Marlite ls Made With Genuine MasoniteRTempered Dvolux®—Marlite Plank and Block Patent Applied For 


THEATRES HOTELS 


28 


OFFICES 


STORES 
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© SPLIT-PROOF 
© EXTRA WIDE 
© EXTERIOR PLYWOOD 


EverSide BEVELED SIDING is constructed by bonding a weatherproof phenolic 
resin-impregnated fiber to Exterior Douglas Fir plywood. It provides a superior paint 
base, holding paint longer than other siding materials. Surface will not split or sliver, 
and it resists hard wear and abrasion. You save money on labor costs, because it covers 
large areas with widths of 12”, 16”, 20” and 24”. This variety of widths makes possible 


a new field of exterior styling. 


In addition to the above advantages, EverSide BEVELED SIDING has a low moisture 
absorption, resistance to vermin and fungus growths, is not affected by radical weather 
changes, easy to work with, and is packed in cartons for protection and ease of handling. 
Fill out and mail the coupon below right now. We will send you a four-page descriptive 


brochure and prices. Write today, and get in on the ground floor with new 


EverSide BEVELED SIDING!!! 
F Se 


KOCHTON PLYWOOD & VENEER CO., INC. ALBPM 
509 W. Roosevelt Road, Chicago 7, Il. | 


| Please send me the complete information on the new | 
EverSide BEVELED SIDING. 
NAME vig a 


PLYWOOD ano VENEER CO., INC. 


For Commercial Buildings 





ADDRESS 


COMPANY - SS 
| 


GENERAL OFFICES & WAREHOUSE 


city 
509 West Roosevelt Reade Chicago 7, Iil.ePhone: TAylor 9-0800 
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EDITORIAL: 


More for Your Subscription Dollars 





For several months your editor has been 
consulting dealers in every section of the 
United States and Canada on the question: 
“What is best for the dealer—the publication 
of a merchandising magazine every other 
week—or once a month?” 


So far the consensus of dealer opinion is 
overwhelmingly in favor of twice a month 
publication. We thought our readers would 
be interested in the following dealer com- 
ments. 


We like our news while it is hot and the mer 
chandising articles are in less bulky form. 


Repetition in small doses is the best way to 
educate our employes. 


With the speed of business change today deal- 
ers should not be compelled to wait a whole 
month for the newest thinking in our industry. 


It is important that we get our market prices 
every two weeks, Lumber and building material 
prices have been known to change radically in a 
two or three week period. 


Among American Lumberman uses in our or- 
ganization is the training of our sales people. 
Every issue provides the material for a regu- 
larly scheduled training meeting of our em- 
ployes every other week. 


I can often act on new product ideas first 
two weeks ahead of my competitor who depends 
on a monthly publication. 


Every other Monday publication means 
streamlined editing—copy—pictures—thinking 
must be sharpened to a keener edge. 


Advertisements get better and more thorough 
attention where I do not have so many to study 
at one time. 


Editorial material comes in more absorbable 
doses when it reaches me every other week. 


With twice-a-month publication I am closer to 
national happenings in our industry and I have 
time to digest and act upon the information. 


Timeliness is important to us—we get indus 
try news while it is still news and can take quick 
action often two weeks ahead of the once-a- 
month paper readers. 


I can only set aside a certain time each week 
for business paper reading — a monthly paper 
because of its bulk just doesn’t get the thorough 
reading—either advertising or editorial mate- 
rial—that a twice-a-month paper gets. 


I get twice as much news—there is no point 
in wading through news that is cold in a month- 
ly publication. 


Ideas are like inventory—a proper turnover 
will bring the best results—in building material 
retailing a good turnover is four to five times— 
in business paper publishing it is every other 
Monday. 


Sales people thrive on excitement—the news, 
ideas and promotional methods brought to us 
every other Monday running gives our organiza- 
tion a performance stimulant twice a month. 


Advertising in American Lumberman gets 
read better because less time is required to 
cover all the pages of a single issue. 


3y actual measurement we get more editorial 
meat over the year in American Lumberman 
than in any other publication and because of 
your every other week publishing we get it in 
easily absorbable amounts. 


Often I have a new merchandising program 
launched and in action two weeks ahead of 
monthly paper readers. 


* x 


It costs more to publish twice-a-month 
than once a month, it is harder work for the 
editors, but the American Lumberman has 
chosen this tougher road deliberately. 


We find that we can keep our editorial staff 
more alert, dynamic and creative by requir- 
ing peak performance on their part twice-a- 
month and the making of a deadline every 
other week. 


Here are the facts: 
1. American Lumberman has the largest 
circulation among its competitors. 
2. American Lumberman also has the 
highest renewal rate in its field. 
These fully documented facts provide con- 
clusive proof why every-other-week publica- 
tion is more acceptable to readers than one 
published once a month. 


Further reader comment is invited. 
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More PEOPLE than ever before are beating the heat 
with Kaiser Aluminum Shade Screening —the amazing 
cooling device that keeps rooms as much as 15” cooler 
at low cost! 

Sales of Shade Screening last summer were 154% of 
the previous record-breaking year! Dealers profited 


Fast moving sales... 


plus 55% average mark-up 


with revolutionary 


KAISER ALUMINUM 
SHADE SCREENING 


with fast-moving Shade Screening with a big 55% aver- 
age mark-up! 

The great and growing popularity of Kaiser Alumi- 
num Shade Screening means you should order adequate 
stocks now for next summer’s huge demand. Hot pros- 
pects in your area include homes, offices, stores, factories. 


nal 


Unique features make Kaiser Aluminum 
Shade Screening Easy to Sell! 


Keeps rooms up to 15° cooler in hottest 
sun! Tiny louvers are set at an angle to 
block hot sun rays. Often eliminates 
need for air conditioning. Where air 
conditioning is planned, smaller units 
can be used. Where air conditioning ex- 
ists, operating costs are cut! 

Cuts harsh light glare! Admits plenty of 
soft light. Air circulates freely. 

Protects against sun-fading! Keeps sun 
from fading draperies, other furnishings. 
Protects against insects! Screens out in- 
sects like any standard screening, 
Gives daytime privacy! Made from 
tough, high-grade aluminum. Can’t cause 
ugly red rust stains on sills and siding. 
Never needs paint. Corrosion-resistant. 
Easy to install in any type frame. 


SUILDING PRODUCTS 


MERCHANDISER 


American Home and Better Homes & Gardens 
will carry more advertising for Kaiser Aluminum 
Shade Screening than ever before — at the peak of 
next summer's selling season. Proved sales helps 
include samples, advertising mats, consumer liter 
ature, direct mail pieces, a dramatic demonstrator 
for your store, sales training booklets, plus a gen 
erous cooperative advertising allowance! All 
backed up by the help of our national sales force 


Some offices of Bank of America, the world's 
largest bank, are taking advantage of Shade 
Screening's many benetits. Think of the potential 
industrial installations in your area! Initial test 
installations are so satisfactory that orders for 
complete installations usually result. Think of the 
potential repeat business you can get with Shade 
Screening! 


Kaiser Aluminum Shade Screening is available in regular or tension frames from 
sash and screen manufacturers, and in convenient rolls from jobbers. 


For free sample, catalog page, and names of your nearest suppliers, contact the 
Kaiser Aluminum sales office listed in your telephone directory. Or write: Kaiser 
Aluminum & Chemical Sales, Inc. General Sales Office, Palmolive Bldg., Chicago 
11, Illinois. Executive Office, Kaiser Bldg., Oakland 12, California 


Kaiser / 
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PATENTED 


SHADE SCREENING 
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VIRGIL PARTCH 


"GUERYTHING HINGES ON HAGER / 





PREE! 1: you enjoyed laughing of Virgil Paortch's mirth-making cartoon this 
month, send for Hager's new book containing 28 full-size populor ‘‘Everything 
Hinges on Hager" cartoons! It's FREE! Just address 











C. Heger & Sens Hinge Mig. Co. * 139 Victor Street + St. Lovis 4, Me. 
Founded 18649—€very Hager Hinge Swings on 100 Years of Experience 
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m-oaie: SELL HOME MODERNIZATION 


RED ( EDA: 


For more profit in 1955— Sell Home Modernization! 


Take pride in selling the best— Western Red Cedar Siding! 
For modernization or new construction, Western Red Cedar 
Siding has more “‘grown in’”’ economies. It’s today’s best all- 
around buy. Start your sales promotion program now! 


You sell more than exterior siding in Western Red Cedar. 
For the same first cost, you sell a wood naturally full of insula- 
tion, workability, dimensional stability, resistance to decay 
and termites . . . plus a high comparative strength. In addition, 
Western Red Cedar Siding is free of pitch and responds 
beautifully to paints or stains for attractive home exteriors. 


Sell your customers a lifetime exterior — Western Red Cedar 
Siding. It adapts harmoniously to any architectural style and 
expresses home individuality and personality. . 
eSTe Ry, HOME MODERNIZATION = arr ‘ 
Sales Builders... R E kit 1 | 
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4 LUMBER 
Ss «1 of 
OciA 
4403 White-Henry-Stuart Bidg., Seattle 1, Washington 


Western Red Cédar Lumber Association 
4403 White-Henry-Stuart Building, Dept. A 
Seattle 1, Washington 


Please send me the Western Red Cedar Lumber Association Home 
Members: ALASKA PINE & CELLULOSE SALES, LTOD., Vancouver, 8. C.; ALOHA LUMBER Modernizing Promotion Kit for lumber dealers. 
ORPORATION, Seottle 11, Washington; BRITISH COLUMBIA FOREST PRODUCTS, LTD 
Vancouver, B. C.; BRITISH COLUMBIA MFG. CO., LTD., New Westminster, 8. C.; COLUMBIA 
VALLEY LUMBER COMPANY, Bellinghom, Washington; FLAVELLE CEDAR LIMITED, Port 
Moody, 8. C WILLIAM HULBERT MILL COMPANY, Everett, Woshington; MocMILLAN & 
BLOEDEL, LTD., Vancouver, 8. C.; MCDONALD CEDAR PRODUCTS, LTD., Fort Longley, 8. C.; 
E. C. MILLER CEDAR LUMBER COMPANY, Aberdeen, Washington; NALOS LUMBER, LTD., 
Vancouver 3, 8. C.; NORWOOD LUMBER COMPANY, LTD., Vancouver, B. C.; NORTHWESTERN 
JMBER & MFG. COMPANY, Everett, Washington; PACIFIC TIMBER COMPANY. Everett 
Washington; SEATTLE CEDAR LUMBER MFG. COMPANY, Seattle 7, Wosh.; WEYERHAEUSER 
TIMBER COMPANY, Tacoma |, Washington 


This coupon may be pasted on a postal card for mailing 
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McCall's 





multiplies the “do-it-yourself” market with 


“Do-It-Together” 


Now the whole family has gotten into the act, “Do- 
It-Yourself” no longer means a lonely Dad working 
in a lonely workshop. With the family’s new-found 
pleasure in working together, Mom and Sis and 
Junior have all joined Dad in participating in the 
fun of “Do-It-Yourself” activities. 


McCall’s was first to recognize the importance of 
this new family togetherness. And McCall’s was 
first to show how family togetherness can pay off 


MEET McCALL’S HOME PROJECTS EDITOR 


Jackson Hand, long recognized as an expert in the 
“Do-it-Yourself” field, is Home Projects Editor of 
McCall's magazine. He will present his new creative 
ideas on “Do-It-Together” projects to McCall's more 
than 4,5000,000 families each month. 


34 (Te obtain more data on advertised products see page 130) 


in increased sales and profits for manufacturers 
and dealers in the “Do-It-Yourself” field. 

The tremendous public interest in McCall’s editor- 
ial features on “Do-It-Yourself” emphasizes how 
McCall’s has multiplied the market in this field by 
changing “Do-It-Yourself” to “Do-It-Together” 
Let us show you how McCall’s editorial concept of 
family togetherness can increase your product’s 
sales in this lucrative and profit-building field. 


IeCalls 


230 PARK AVENUE, NEW YORK 17, N. Y. 
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BIRD ARCHITECT 


- hingles 


HIGHLAND BROWN 
BLENDE 





AVON GREEN 
BLENDE 





Sell Your Job Faster With Bird Rainbow Colors 


Other outstanding qualities of the 


all important to the home- life to the root 
important in selling pro 


The proper 
BIRD Architect Shingle, no les 


depe nding on the BIRD per thickness of standard 


! layers of protection s00-lb working 
; 12° or more 


kt HA-Acceptance for roof slopes of in 


dk your distributor fo 


BIRD ( ] t ale il | ind rich texture not possible in 
‘ } malier-vranule phi nyle, and add 5U% longer BIRD SON me Dept 1/ kaa ul pole Va 


uyer toda\ bin rooht more and more architec ts, 
rs ind ontractor are tive buyers, are bute three 
Arct tect Sh ngie W th it Divver three times as big weroht and 
vranule S vive an intense 

ry write to 


The e jumbo 
r further detau 


QUALITY PRODUCTS SINCE 1795 w EAST WALPOLE, MASS., NEW YORK, N.Y., CHICAGO, ILL., CHARLESTON, S. C., SHREVEPORT, LA. 





... a distinctive new pattern in popular Micarta 


Your customers will take to the appealing beauty of new MICARTA 
“Star Dust’’. In six smart colors—-red, blue, green, yellow, gray 

and charcoal this striking new design deserves a “show” place in any 

decorative scheme. Be first to offer refreshingly modern MICARTA 
- “Star Dust’’ to your prospects. Your nearest United States 

» \\ Yy Plywood Corporation representative has samples. Call him today. 
. ).06596 
7 a | ~ 
_@- 
— et 


~ S -@ Westinghouse mica ‘Td 
am. \ &£ 


distributed by UNITED STATES PLYWOOD CORPORATION 
largest plywood organization in the world 
and U.S —~MENGEL PLYWOODS - INC 
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Check the looks/ 


Iy the comfort/ 


LOOK UNDER 
THE HOOD/ 


A revolution in truck power 
is taking place... sparked by 
the Ford Short-Stroke V-8! 


When a new type of engine prolongs piston 
ring life as much as 538% ... gives gas 
savings of up to 1 gallon in 7.. . cuts engine 
friction as much as 33% to liberate more 
usable hauling power, you know it’s bound to 
go over big with economy-minded truck users. 


z = | 
A new MONEY MAKER for light construction work —the ’55 
Ford F-100 Pickup with 5,000 Ibs. GVW! Powered by the 
Short-Stroke 118-h.p. Cost Clipper Six or the Short-Stroke 
132-h.p. Power King V-8, it carries top payload allowance . , . 
1.718 lbs. Power Brakes and new Fordomatic Drive at extra cost. 


BUILDING PropuUcTS MERCHANDISER 


Ice, Sleet, Snow—SLOW! 


Small wonder, then, that the truck industry is 
now investing millions of dollars under the hood. . . 
in a revolutionary switch to Short-Stroke V-8’s. 


But Ford, pioneer in V-8 truck power, made the 
switch over three years ago. And right now, you'll 
find a proven, modern Short-Stroke engine under the 
hood of every Ford Truck. Only Ford offers a full line 
of Short-Stroke engines . . . four V-8’s and a Six. 


Make sure your next truck is a modern Money 
Maker. Look under the hood! Look for a modern 
Short-Stroke engine with a “‘stroke’’ as short as, or 
shorter than its “bore.’”’ And remember, you get the 
full advantages of Short-Stroke design today in any 
Ford Truck you choose. 


Call your Ford Dealer or write: Ford Division, Ford 
Motor Co., Dept. T-24, Box 658, Dearborn, Mich. 


Ford 
Triple Economy 
Trucks THE MONEY MAKERS 


FOR 55 
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NAHB convention sets pace for 


Faster, Better Quality 


a 


~ * 


DRAMATIC DISPLAYS were used by manufacturers in a scramble 
for the builder's eye as the nation’s building economy 
buyer’s market, 


returns to a 


NEW NAHB OFFICERS: Left to right, Franklin L. Burns of Denver, treasurer; 
Marl W. Smith, El Cerrito, Calif., president; Joseph B. Haverstick, Dayton, first 
vice-president; and Carl O. Mitnick, Merchantville, N. J., secretary. Not shown is 
V. O. Stringfellow, Seattle, second vice-president 


REGISTRATION was handled by a team of fast-working clerks who 
processed more than 20,000 registrants during the first three days of 
the convention 


February 7 


Lumber dealers join con- 
tractors at national home 
builders show to preview new 
products and building tech- 
niques. 


Several thousand building mate- 
rials dealers joined the nation’s 
builders in Chicago last month at 
the 11th annual convention of the 
National Association of Home 
tuilders. Together they previewed 
new products unveiled by manu- 
facturers and heard the latest de 
velopments in the building indus- 
try. 

A record-smashing 23,500 people 
registered for the convention and 
toured the 544 booth spaces used 
by 347 manufacturers in the Con- 
rad Hilton and Sherman hotels. 

Cost-conscious builders learned 
that the emphasis is now on both 
quality and speedy construction. 
Dozens of manufacturers showed 
component house parts fully as- 
sembled in large sections ready for 
assembly on the building site. This 
means savings in materials and 
labor, resulting in a better quality 
building at lower prices. 

Typical of this trend is a jumbo- 
size lumber unit consisting of pre 
joined smaller pieces. Available in 
four-foot modular units, these pan- 
els permit buildings to be con- 
structed rapidly by the foot instead 
of inch-by-inch. 


Doors Pre-Hung at Factory 


Another preassembled structur 
al component unveiled was a fac 
tory-built interior wall 
with the door already installed 
The door is furnished with all 
hardware attached. All the builder 
does is nail the wall into place, 
saving the time formerly required 
to fit a door and attach hardware. 

One manufacturer applied this 
preassembling idea to prefabricat- 
ing floor units which come in large 
sections, sealed, sanded and as- 
sembled at the factory. 

Home builders and building ma- 
terials dealers heard an impressive 
list of featured speakers discuss 
such varied subjects as how to 
merchandise homes, public rela- 
tions, new building techniques, 
home design and construction, 
financing, prefabrication, taxes 
and minority housing. 

In his talk before the convention, 
Norman P. Mason, FHA commis 
sioner, stressed the idea of “more 
house for the money.” He defined 


section 
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this as putting the money saved by 
new construction ideas into better 
ing the construction or equipment 
of the house. Money saved on 
driveway construction, Mason 
said, might be applied to installing 
better equipment in the kitchen. 
Mason told the convention that 
FHA expects to receive additional 
money from Congress to increase 
field personnel and speed mortgage 
application processing. 


Mortgage Money Tightening 


John J. Jewett of the Prudential 
Insurance Co., one of the members 
of a nine-man panel studying the 
mortgage financing outlook for 
1955, predicted that mortgage 
money will be “somewhat less 
available” from insurance com- 
panies during the coming year. But 
he added, reassuringly, that from 
all sources considered, there 
should be plenty of mortgage 
money available to handle current 
demands. 

Wallace Moir, president, Mort 
gage Bankers Association, said he 
feels money will be not quite so 
easy to get as in 1954, but will be 
reasonably plentiful. Moir sees 
rates as being reasonably low in 
1955, but their trend will be up 
“We are at the end of the 100% 
loan,” Moir said in closing. 


Shop-Talk Sessions 


At an open-forum discussion on 
construction problems, builder’s 
reactions to several new tech- 
niques were brought into the open. 
Discussions ranged from the use 
of metal-bound gypsum planks to 
the popularity of split-level homes 
in the various parts of the country. 

Members of the audience were 
impressed with the Research Vil 
lage near Chicago which demon 
strates one of the first applications 
of metal-bound gypsum planking 
for floors and roof deckings. 

The popularity of split-level 
homes, it was learned, is greatest 
in the east and central portions of 
the country. Several builders said 
split-levels weren’t cheap to build 
and one Denver contractor said he 
had trouble framing this type 
building. Another builder said it 
cost him $250 more to build a split 
level than other types of houses 
with the same footage. 

On the other hand, an Omaha 
builder found his costs were less 
when building a split level com- 
pared with building one or two 
story units. 
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Home Building in 1955 


+ 


HOW.-TO-DO-IT CIRCUS involved a series of seven stages to demon- 


strate various construction techniques 


stration of how to properly construct a nailed truss roof rafter. 


OUTDOOR LIGHTING was studied by 
builders who want to give homeowners 
some plus values for their building 
dollar 


Several lumber dealers inter- 
viewed at the show expressed the 
opinion that they had to attend the 
NAHB show, not as builders, but 
to get an idea what products build 
ers were planning to use in the 
coming year. 

“By looking over various prod 


MERCHANDISING POSSIBILITIES of 
plastic shower curtains for the do-it- 
yourself market interested many build 
ing materials dealers 


ucts and discussing their merits 
with contractors I can learn more 
about their possibilities in my 
area,” explains James Brown of 
the Ames Lumber Co., Streator, Ill. 
who visited the NAHB convention 
with one of his contractor custo- 
mers, Eugene O’Brien 
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Here builders watch a demon 


TENNESSEE 


KITCHEN STYLING combining copper 
and birch gets a beaming approval 
from Mr. and Mrs 
Memphis, who represented the 
Memphis Lumber Co 


North 


Ray Sharp, Jr., of 


| TEXAS BUILDERS’ 


MICHIGAN 

GARAGE DOORS were studied for 
merchandising possibilities by Mr. and 
Mrs. Karl L. Vogelheim of the C. A. 
Vogelheim Lumber Co., Rogers City. 


TEXAS 


BAND corralled 
fellow Texan Clarence P. Hadley, presi 
dent, Sabine Valley Lumber Co., Inc., 
Fort Worth, long enough to sing a 
chorus of the Texas state anthem. 


CALIFORNIA 


OAK FLOORING demonstration intrig- 
ued Mearl Baker, center, of the Baker 
Hardwood Lumber Co., San Diego. 
Here he discusses a new method of 
applying oak flooring over a concrete 
slab with a carpenter. Stanley C. Scott, 
right, La Mesa builder attended the 
show with Baker. 


NEW YORK 


WILD LIFE SCENE in bas-relief on a 
garage door now in production excited 
the interest of A. W. Latham, left, 
owner of the Tappan Lumber Co., Bald 
winsville 


Dealers Plan for ’55 at NAHB Show 


Shown on this page are only a few of the several thousand 
building materials dealers who attended the NAHB convention in 
Chicago last month. At conferences and from exhibits, these dealers 
learned more about new building techniques, new products and 
how they could better serve their best customers — the builders. 


ILLINOIS 


SCREEN DOOR LATCH introduced at 
the convention proves interesting to 
James W. Brown, Ames Lumber Co., 
Streator, and builder Eugene O’Brien, 
also of Streator, who visited the show 
with Brown 
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MICHIGAN 


POWER TOOL DEVELOPMENTS in- 
troduced at the show were studied by 
Richard C. James, of the James Lum- 
ber Co., Flint 
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WISCONSIN 


PACKAGED CHIMNEYS needed no in- 
troduction to Bob Ebenreiter of the 
Ebenreiter Lumber Co., Sheboygan, 
who's been merchandising them suc- 
cessfully for years. 
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Display modern MALTA windows... 


the versatile line that really selis! 


\ 7 

7° A sure way to please every customer and to increase window 
profits. Display the MALTA line of quality wood window 
units . . . each a fast-moving, high-volume sales maker 
preferred by progressive builders! MALTA Wood Windows 
are quality styled, attractively priced and economical to 
install. They possess every feature to insure complete satis- 
faction from your builder customers, 


The versatility of 

MALTA windows is 

shown above in the 

picture group with 

double-hung 

MALT-A-MATICS on 

each side. Write for 

literature and name of 

Malta jobber. 
MALTA units feoture 
eaty-to-remove jamb 
liners for installation in walls 
of varying thicknesses > full metal sii: Matstone ot 
weotherstripping thot eliminates sticking and spreme ( ality | ne 
rattling, ond seals out drofts! Sesh is Mem be: x nd 
reodily removoble ‘ a 
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OUTSTANDING FEATURES of a 26x78 stock shed are pointed out by salesman Knapp 
Farmer A. W. Young and John Stone, center, lumber wholesaler, look on 


Sells 36 Pole-Type Farm Buildings 


Quality of pressure-treated lumber em- 
phasized by Illinois dealer. 


Quality materials backed by good salesmanship is 
credited with the sale of 36 pole-type buildings last 
year by the Warfield Lumber & Coal Co., Monmouth 
(pop. 10,193), Ill. 

Some years ago, when the trend swung towards 
the pole-type construction for farm and industria! 
warehouse building, owner Paul Warfield decided to 
take advantage of the market by tieing in with the 
Doane Agricultural Service. At the same time, he 
hired a top-notch salesman, Ivan Knapp, who was 
qualified to talk to farmers about building require 
ments, farm layout and livestock housing. 

Warfield went even further by specifying that sup 
pliers furnish posts, poles and lumber that had been 
treated with highest quality materials. He calls for 
poles and 2x6 center-matched materials, pressure 
treated to assure cleanliness and ability to be painted 
within a few months after installation. 

Again emphasizing quality, Warfield makes effec 
tive use of metal tags on his pressure-treated mate 
rials to assure purchasers that they are getting 
pressure-treated lumber of proven quality. 

METAL TAGS affixed to pressure-treated posts guarantee He keeps his inventory low by depending on the 
quality to the buyer. Owner Paul Warfield looks over his best wholesale organizations to solve his procure 
inventory ment and supply problems. 
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Cash in on your huge 
‘Do It Yourself’’ market! 
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Use Youngstown Kitchens’ sales and planning helps THESE SALES AND KITCHEN-PLANNING HELPS WILL HELP 
to sell your hundreds of handyman customers who YOU SELL YOUR ‘DO IT YOURSELF” KITCHEN PROSPECTS 


want to install their own kitchens. 


Thousands of Americans who do their own repairing 
and remodeling want to install their own kitchens, 


Sell them—with easy-to-install Youngstown Kitchens. 


Every “do it yourself” kitchen sale you make is a 


clean, off-the-shelf, big-profit sale. 


This “do it yourself” kitchen market is terrifie—and 
virtually unworked. You can cash in on it big, with 
quick sales Now, by using the Youngstown Kitchens 
The Youngstown Kitchens “Do It Sketch sheet, with “Answer Book to Kitchen Plan- 


“Do It Yourself” sales and kitchen-planning aids. 
Yourself’ book. Fully illustrated, instructions ning and Decorating 


Write: Sales Department, Mullins Man ufacturing complete instructions for installing 
’ r . @ steel Youngstown Kitcher 
Cc orporation, Warren, Ohio. 


Sold in the United Stotes, Canede and most ports of the world 
MULLINS MANUFACTURING CORPORATION + WARREN, O. 
i 4: Cobinets of steel for lasting appeal 
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INNUMERABLE CREDIT CALLS originated by lumber dealers are 
being handled daily by 2,800 credit bureaus serving 60,000 communities 
Time buying as a result of the booming do-it-yourself trend is causing 
dealers to re-examine their credit tool with the help of local bureaus. 


For Greater Net Profits 


CREDIT FILES 
those of the FBI 
program 
contractors alike strive to maintain a good 


probably more extensive than 
are a vital part of the credit 
in any community. Consumers and 


credit rating with local bureaus. 


Learn to Use Your Merchandising Credit Tool 


NOTE: This is the first of two 
articles in a two-part American 
Lumberman series on solving 
credit and collection problems. The 
second article in a future issue will 
describe in detail how lumber deal- 
ers work successfully with their 
credit bureau in Grand Rapids, 
Mich. 


By Walter Graff, President 

Associated Credit Bureaus of 

America and Manager of the 
Credit Bureau of Lansing, Mich. 


Today we are in the midst of the 
greatest build -it-yourself boom 
that has ever existed. Household- 
ers all over the nation are build- 
ing, repairing, painting and fixing 
up—and they’re spending millions 
of dollars in the process. Much of 
this business, as well as a large 
portion of the regular building 
expansion, will be done on credit. 
You can have increased volume, 
and bigger profits by skilfully 
applying your credit tool to this 
booming business. 

YOU—as a building materials 
dealer—have a collection problem. 
At least that is the thinking I 
would have to arrive at after talk- 
ing to many dealers who supply 
the building trades. But, I would 
like to venture the opinion that 
your collection problem is pri- 
marily a credit problem—the cred- 
it problem is largely a_ policy 
problem—and the policy problem 
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Having trouble with credit and collections? This article 
gives you the six basic steps to a successful credit operation. 


is simply a matter of doing what 
you know ought to be done. 

If you find it is the nagging 
details of credit and collections 
that are worrying you, the chances 
are that you are simply not fol- 
lowing through on policies you 
formulated when you first started 
granting credit. 


1, Use the Credit Tool 

What are some of the basic con- 
siderations in granting credit? 
The first one that comes to my 
mind is “learn to use it or leave 
it alone.” Credit is simply a mer- 
chandising tool. Learn how to use 
it skilfully. 

If you already have the credit 
tool in your merchandising tool 
box, analyze why you put it there. 
If you got it just for the prestige 
of having it, or because the guy 
across the street has one, then 
you are in for trouble. There is 
only one good reason for having 
the credit tool—and that is to 
enable you to do a greater volume 
of business at more profit. In 
analyzing your credit operation, 
ask yourself this question at every 
step: 

“Does it help me do more busi- 
ness at more profit?” If the an- 
swer is no, then you must decide 
either to learn to use the tool bet- 
ter or to get rid of it. 
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You are competing with the 
major department stores’ credit 
operations. Although such mer- 
chants may not sell building ma- 
terials, they are using their credit 
operations to compete for your 
consumers’ dollar. If a customer 
pays his other installment account 
and does not pay you, it is not apt 
to be because of any difference in 
the quality of merchandise or 
service, but because the credit 
tool was handled more skilfully. 


2. How to Open Accounts 

Here are a few basic instruc- 
tions that will help you handle the 
credit tool more skilfully: 

The first instruction concerns 
how to open an account. Credit 
granters the world over will tell 
you that an account properly 
opened is half collected. To begin 
with, you must have some infor- 
mation on the credit applicant. 
Surely, his name, and address, his 
employment and some credit ref- 
erences. This is an absolute mini- 
mum. His wife’s name will help 
identify him when you call for a 
credit report. His first name 
spelled out in full, with middle 
initial, may keep you from sending 
his bill to one of the three other 
Henry Johnsons who live in his 
neighborhood. 
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If you do not want to ask him 
all of these questions, simply 
hand him a credit application 
form and a pencil. Experience in 
the retail field has proven that 
applicants will gladly fill out 
credit inquiry forms—in many 
cases giving more information 
than secured by a credit inter- 
view. The applicant is asking you 
for a service that will be advan- 
tageous to both of you. He knows 
that he has a responsibility in 
this mutual transaction. 


3. The Credit Investigation 


After securing the information, 
the next step is the credit investi- 
gation, that is, ordering a report 
from the credit bureau. The credit 
bureau in your community is the 
central clearing house from which 
you can secure information on the 
customer’s paying habits—how he 
pays his bills with the other mer- 
chants in the community. 


4. Making Credit Decisions 


After the credit report comes 
the credit decision—your respon- 
sibility of accepting or rejecting 
the applicant as a credit custom- 
er. A year or two ago, a national 
survey indicated that approxi- 
mately one out of ten applicants 
(10.6%) is a reject. Today that 
figure may be higher. 

In judging a credit risk, there 
is still no better yardstick than the 
old, well-worn formula: 

1. Can he pay? 

2. Will he pay? 

3. Can he be made to pay? 

Accepting an account is more 
than just a matter of making up 
your mind that the applicant is a 
good risk. It is your opportunity 
to explain carefully to the custom- 
er—when he is the most interested 

the exact details of the credit 
transaction and the manner in 
which payment is to be made. 


5. The Three-Time Gimmick 


Do your credit customers really 
understand your terms? Far too 
often, the credit granter assumes 
the customer understands. Did 
you take the opportunity after 
each new add-on to give him the 
total of his bill and remind him 
when payments were due? Some 
merchants use the three-time gim- 
mick—telling the customer three 
distinct times just how his pay- 
ments are due when he is opening 
his account. You can do this in a 
conversational manner, and it will 
erase any doubt in your mind as 
to whether the customer under- 
stands. 


6. Sound Collection Policy 


The final step is establishing, 
right from the beginning, a sound 
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collection policy. Not a tough col- 
lection procedure—but a definite 
system for immediate and consist- 
ent follow-up on those customers 
who fail to pay as agreed. You 
must be sure too that failure to 
pay does not stem from poor ac 
counting practices in your own 
organization. Delayed statements 
will result in delayed payments. 
One of the best collection poli- 
cies is to establish a definite pro- 
cedure of follow-up. Work out a 
simple schedule for dunning that 
your office girl can do automati- 
cally. If you don’t, you will find 
yourself going over your ledgers 
at night trying to make a decision 


The First Choice of 
Contractors and Carpenters... 


UNUSUALLY STRONG 


on each account. Make one major 
decision instead of a million nag- 
ging little ones. You can do it by 
deciding in advance on a definite 
collection policy. 

I would recommend that you use 
the collection divisions of the 
credit bureaus whenever possible. 
I make this recommendation not 
only because they are recognized 
business firms in the community, 
but also because they are the cen- 
ter of all community credit trans- 
actions. Debtors know that until 
their accounts are paid, their rec- 
ords cleared in the credit bureaus, 
they can anticipate little or no 
future credit privileges. 


Made of mountain-grown 


Missouri oak to withstand years of hard, abusive wear. 


PROPERLY SEASONED 


Every inch of our oak flooring is scientifically 


seasoned in modern Moore cross-circulation kilns 


EXPERTLY MILLED 
NOFMA standards 


Each piece is accurately milled and graded to 


SMOOTH AND CLEAN — Carpenters everywhere prefer Ozark Oak Fioor- 
ing because of the minimum amount of sanding and finishing required 


after laying. 


PROMPT SHIPMENT 


All orders are carefully bundled for safe, clean 
arrival and easy loading and handling. 


The beautiful graining, color and uniformity of Ozark Oak Flooring, when 


once installed in either new or remodeling jobs, will build good will for 


you and sell itself to future prospects who see it, 


There is no flooring 


like genuine Ozark Oak Flooring for beauty and long life. Specify it on 


your next order, 


Tc 
yy 


BISMARK, 


The OZARK OAK FLOORING CO. 


MISSOURI 


PHONE 115 
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DEALER S! | WHAT is pubic reLarions? 





* Speed up deliveries 

* Check inventory 

* Spend more time selling 
—with the NEW 


Progressive lumber and building mate 

riol dealers everywhere are installing Es 
Executone Intercom Systems to get more YARDS 
work done faster. 


With the flick of a finger you give or- 

ders to men in the Yard, get their reply, an 
check credit or deliveries . . . and no 

one need leave their work! Your entire STORE | 
organization . . . indoors and out... 
is in reach of your voice! Inside phone 
calls . . . expensive ‘‘call-backs'' are 5g pr ~enerpae 
eliminated. Time lost locating roving ITRACKSIDE] 
employees is saved. Trips from office to 

yard held to a minimum! | 

Low cost EXECUTONE quickly pays for 


itself. Up to 100-station systems avail- ‘CASHIER | 


able. 


























UNCONDITIONALLY GUARANTEED. Over 150,000 
guaranteed installations are your assurance of trouble 
free performance and dependability. EXECUTONE 
Systems are individually engineered to your require- 
ments. Installed and serviced by factory-trained spe 
cialists in principal cities. 


Lyecilone 


COMMUNICATION & SOUND SYSTEMS 


Mail Coupon for Further Information 





poses GD cc ccccesceccecece- seeeeeceeeeesesreeeee 
EXECUTONE. INC., Dept. P-10 
415 Lexington Ave., New York 17, N. Y. 
| am Interested in data on EXECUTONE 
Please send literature 
[") Have representative call. No obligation. 





City 











in Canada——331 Bartlett Ave., Toronto 
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Publie relations is not a mystical science; it 
is something that can be practiced by every 
business and professional man; the owner of a 
neighborhood grocery store or the proprietor of 
the largest department store. Well, what is pub- 
lic relations? 


Public relations is smiling at people when you 
meet them on the street or in your place of busi- 
eee 


Public relations is shoveling the snow off the 
front sidewalk so people won’t slip, or it may be 
the sweeping clean of your front sidewalk... . 


Public relations is having a staff of polite and 
eager-to-serve employes with a smile on their 
faces and an objective point of view... . 


Public relations is having a neat awning over 
the front of your store on sunny afternoons; or 
a clean restroom for your customers... . 


Public relations is giving a kindly assist to an 
old person who is in difficulty; or the saving of 
a few empty boxes for that freckle-faced kid. ... 


Public relations is taking time to ask a mother 
how the children are feeling and how her hus- 
band is doing on his job... . 


Public relations is taking an active part in 
church and civic affairs ... and supporting the 
efforts of fellow businessmen working through 
the Chamber of Commerce to make the town 
better. ... 


Public relations is stopping to talk about the 
ball game or giving a lollipop to the little gir] 
looking longingly into the showcase... . 


Public relations is calling the waitress or the 
washwoman by name and asking her how things 
are going. ... 


Public relations is giving the right-of-way to 
the other fellow when he is trying to get into 
a line of traffic leaving the football stadium... . 


Pubic relations is calling the elevator opera- 
tor or the shoe-shine boy by name and having 
a friendly and kindly word for him... . 


Public relations is recognizing the rights of 
others to make their own choices in religion, 
politics and sports. ... 


When it all boils down, public relations is 
nothing more and nothing less than being a 
good neighbor, a good fellow, a good citizen, and 
a good business or professional man. Most im- 
portant of all, public relations is respecting the 
dignity of the individual and treating him as a 
human, individual person with a soul, a mind of 
his own, and with equal rights and privileges 
regardless of his station in life or the size of his 
bank account. 


Everyone can be — and should be — his own 
public relations man. 


Submitted by Harold J. Risley 
Rock Island Lumber Company 
Rock Island, Illinois 
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For faster, easier, greater profits in the Do-It-Yourself market 


EMPLOY THESE 
PROVEN SALESMEN: 





seat VINYL-MATIC 


Now used by 2500 successful dealers! 








D SE. 
| 


oe 
ae 





seat TILE-O-MATIC 


Increasing profits for 8000 dealers! 








Today’s booming Do-It-Yourself market means booming business for you in nationally-advertised 


Gold Seal Floors, Walls and Countertops. Floor improvements come high on home remodeling 

lists...and easy-to-handle Gold Seal VinylTop has so many uses for your Do-It-Yourself cus- 

tomers... shelves, countertops, facings. Customers buy quickly when given the reassurance of 

Gold Seal quality backed up by the Gold Seal Guarantee . . . satisfaction or your money back. 
Set yourself up for this market! Racks available from local Gold Seal distributors. 


The Gold Seal Viny!-Matic stocks, displays and sells 4 rolls 

about 30 lin. yds. each) of resilient Gold Seal Viny!Top in just 
6 square feet of floor space The perfect Vinyl Inlaid for 
beautiful, seamless countertops . . . stain-resistant VinylTop 
comes in 17 patterns ...is easy to cut and cove. 30’, 36”, 
42” widths. Bermuda Hues and marbleized patterns. 


For home or business... 
you get the finest choice of ali in... 


INLAID LINOLEUM «. RANCHTILE® LINOLEUM - LINOLEUM, VINYL, VINYLBEST, 
RUBBER, CORK AND ASPHALT TILES - CONGOLEUM® AND CONGOWALL® 
ENAMEL-SURFACE FLOOR AND WALL COVERINGS - VINYLFLOR + VINYLTOP 
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The Gold Seal Tile-O-Matic gives you a complete self-service 
Gold Seal tile department in only 5 square feet of floor space 

. for only $25! A “natural” salesman in the Do-It-Yourself 
market, the Tile-O-Matie displays, promotes and sells the 
most complete tile line in the industry ... for every purpose, 
taste and budget. Holds up to 432 9” x 9” tiles, 


eto) Boek) 15 


FLOORS AND WALLS 


(To obtain more data on advertised products see page 130) 





DOUBLE LAYER of overlapping asphalt saturated felt underlayment makes it possible 


to use colorful asphalt strip shingles on roofs with slopes as low as 2 


” 


per foot. 


New Application Method Can Boost Roofing Sales 


Low-pitched roofs can now accept col- 
ored shingles, opening a profitable market 
to dealers. 


Development of an approved method of using as- 
phalt shingles on contemporary design houses with 
low-slope roofs is giving building material dealers 
an opportunity to boost their roofing sales. 

Before this development, houses with low roof 
slopes of 2” to 4” per foot were in a “no-man’s-land” 
when it came to selecting a roofing material. Mate- 
rials and application methods suitable for homes 
were adapted from flat roofs of industrial structures, 
but generally they weren't attractive enough for 
homes where freedom of color choice is an architec 
tural requirement. 


Color Good Selling Point 
Color is of little importance in a flat roof because 


the surface can’t be seen from the ground level. But 
a low-slope roof is visible and architects, color con 
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sultants and designers have long sought a means of 
making these roofs more attractive. Since the roof 
is the key color to exterior color design, a wide selec- 
tion of roof colors is essential. 

With low-slope roof use of asphalt shingles, color 
is the best selling point to the home builder of houses 
with nearly flat roofs or to the owner of one planning 
to remodel. 

Three-tab, square-butt asphalt strip shingles are 
used in this new application method. The technical 
research staff in charge of work under the direction 
of the engineering committee of the Asphalt Roofing 
Industry Bureau, found these were the most economi- 
cal to apply. In tests, panels of asphalt shingles ap- 
plied according to the specifications passed violent 
and vigorous tests in a specially designed wind 
machine. 


Application Method 


In addition to the application detail recommended 
for more steeply pitched roofs, the method calls for 
three precautions: 

1. A double layer of 15-pound asphalt saturated 
felt is laid on the roof deck before any shingles are 

(continued on page 50) 
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Does your PRESENT Plywood 
Distributor offer you... 


V IMMEDIATE DELIVERY — with his own modern COMPANY-OWNED trucks 
from modern warehouses conveniently located to insure you prompt service? Can he 
provide a ONE-STOP service for mixed shipments of plywood, doors, hardboards, 
plastic laminates and many other items? 


V COMPLETE STOCK — of Hardwood plywoods; Fir plywoods in exterior or interior; 
Knotty and White Pine; Sea Swirl; Shadowood; Plyweave; Hardwood and Fir doors; 
Tempered and untempered hardboards; Homasote products; all species of plywoods in 
a wide assortment of widths, lengths, and thicknesses? 


Va LUMBER DEPARTMENT — instituted specifically to relieve you of the problem 
of locating suitable carloads of lumber? Excellent connections for Douglas Fir, Pine, 
Hemlock, Spruce, White Fir, Cedar, Larch, Redwood and mouldings for quick 
shipment in straight or mixed carloads from the finest West Coast mills? Can he 
arrange for mixed cars of plywood and lumber? 


i F ™ @ ] T, you had better contact us today, because 
AND DO feature these services from 14 completely stocked w 


PLYWOOD aw VENEER CO. INC 


Roosevelt Road 
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COLORFUL FINISHED ROOF has interesting texture and trim lines. More and more 
low-pitched roof homes may be expected to be seen with asphalt strip shingles 





BOOST ROOFING SALES 


(begins on page 48) 





applied. Each 36” wide strip is lapped 19” over the 
one previously laid 
2. In areas where the January daily average tem 


perature is 25 degrees F. or less, the two layers of 


felt are cemented together from the eaves line up 
to the roof to a point 24” beyond the inside wall line. 

3. All shingle tabs are cemented down with quick 
setting asphalt cement. 





Copies of the complete specifications are avail- 
able from the Asphalt Roofing Industry Bureau, 
2 West 45th St., New York 36, N.Y. 




















ANACONDA 
COPPER 


MINING COMPANY 


~ 


Lumber Department 


BONNER, 
MONTANA 
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Reduce Delivery Costs 
and Speed up Deliveries 


Load or Unload a Load 
or Half Load at a Time 


Beds Shipped KD 
Easy Assembly & Mounting 
Write, wire or phone for Cotaleg ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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Time to tie-in with ne 
Ww 


... the greatest 
closet and kitchen fixture 
campaign in advertising! 
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closet fixtures 
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FULL PAGES! 


Aimed at your best customers in the 
leading buy-class publications: 


HOUSE BEAUTIFUL + HOUSE & GARDEN + SUNSET 
VOGUE * THE NEW YORKER * ESQUIRE 
TOWN & COUNTRY * SMALL HOMES GUIDE 
HOME MODERNIZATION & IMPROVEMENTS 


These national magazines will carry over 15- 
million K-V sales messages . . . showing your best 
customers why K-V Fixtures are always the best 
buy for value and versatility. The impact of this 
new K-V customer campaign will be felt first at 
YOUR STORE. 


So it’s time to check 
stock, Write us or call 
your jobber for new 
product detail and 
prices... TODAY! 





KNAPE & VOGT MFG. CO., GRAND RAPIDS, MICHIGAN 
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Increase your profits by selling Gates Form Ties. 
The Gates Method shows an Increase in popularity, 
every day! Demand for all types of Gates Form Ties 
is showing a steady Increase and 1954's sales fig- 
ures show a 30% Increase over 1953! 





= GATES REGULAR TIES 


eS - 
——- available in rod type or 2x 4" type 


ee gates BREAK-BACK TIES 


available in rod type or 2x 4” type 
The break-back feature breaks clean within wall 


Small holes are easily filled giving architectural finish. 


Pm 
GATES STRAP TIES 


ideal for low wall construction 











GATES FORM TIES 


@ A Quality Product to Increase Your Sales! 
They are zinc coated and twisted (except the strap tie) to form 
a leak-proof, chemical and mechanical bond, They can be used 
for foundations, bridge abutments, retaining walls and high 
wall construction to cut costs, save time, materials and labor 
on concrete forming 

@ Ideal for Lumber Dealers! 
They are o “natural” for ‘'Tie-in” sales of 2 x 4's, sheathing, 
and plywood panels 

@ Convenient for “Transit” and “Ready-Mix” 
Operators 


@ Gates Support Their Dealers! With... 


National Advertising Sales Helps 
Display Material Free Engineering Service 





THE PRODUCT... THE DEMAND... AND THE SUPPORT 
TO INCREASE YOUR SALES AND PROFITS IN 1955 








Send in the attached coupon today! 


GATES & SONS, INC 
80 So. Galapago $1., Denver 23, Colo 


Gentlemen 
Please send me Nome 
additional 
information Firm 
regarding 
ovoilability Address 
of Gotes 
Dealerships City Zone State 





GATES & SONS. INC. 


DENVER . SPOKANE 
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Red Leggs f ff G Merchandising Tips: 


YD’ 
“Home handymen” like to work 
with these Cyclone Hardware Products 


It’s far easier to do a good job with top quality materials like Cyclone Insect Wire Screening 
and Cyclone Hardware Cloth. And because “do-it-yourself” devotees are quick to recognize 
this, it’s far easier to sell these Cyclone “Red Tag” Hardware Products. 


Here’s what your customers can count on 








straight wires and even uniform mesh 
attractive appearance and durability 


a complete selection in galvanized, bronze 
and aluminum 


plus the Improved Multiple Wire Selvage 
that makes a snug, flat fit a sure thing. 








a woven cloth with a welded selvage that 
makes installation easy 


heavy galvanizing for long life 

straight and even wire for good looks 
You'll establish your store as headquarters 
for quality when you stock and sell these and 
other Cyclone “Red Tag’ Hardware Prod 
ucts. But maintain the complete line; if your 
inventory is low, order from your jobber today 
for peak demand is just around the corner 


al 


A 


CYCLOWE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 


WAUKEGAN, ILLINOIS + SALES OFFICES COAST TO COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS CYCLONE:Red 707 
HARDWARE PRODUCTS 


KAN 


_ 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—sott texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 


manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. *The Mower Lbr. Co.. . Charleston, W. Va. 


Appalachian Hardwoods, Flooring, Pianing Mill Products, West Virginia Hardw Fi me and Gived-u 


Dimension 
Glued Dimension Dry Kiln and Mentos 7 facilities. Mille: a Mallon, Dailey. 
Du: Colcord ead. Pettus, W. 


*Wood-Mosaic Co., Inc .. Louisville, Ky. 
“Parkay” Ready Finished Hardwood Flooring, Lumber, 





The M. B. Farrin Lbr. Co Cincinnati, Ohio 


Kiln and Air Dried A achian Hardwoods 
mtury” Oak and Maple Flooring 


"McCracken & McCall, Inc...... Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Plat Lick, Ey. 


*Bemis Hardwood Lbr. Co... . Robbinsville, N. C 


Hemlock. Hardwoods. Flooring, Dimensions *) P. Hamer Lbr. Co Kenova, W. Va. 


Manutacturers 
Appalachian Hardwood Lumber 


*M. E. Crisp Lbr. Co Welch, W. Va. *Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


West Virginia and Kentucky A lachian Suen Oak. Millis at Combs, Ky. and West Irvine, Ky. 
Poplar. Beech, Maple, Ash, Hickory, Ch and other Complete Line of Kovalachlen Hardwoods. “beante 
hardwoods. All Gee and Osk 


Always Specity 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc, 
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, STANDARD ‘cee | a 
NEW LOW COST WAY a . HEIGNTS L 
ii 7—4’—6/ 
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GARAGE SIDE DOORS | pan teg. | | 
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. Vv 
Specially designed for home garages. Con- 
veniently packaged, Easier to install than old- Now, for the first time, one Universal Section — in 20 standard 
: sizes——serves as walls, floors, ceilings and roofs—for every 


fashioned hinged door . . . more convenient type of one-story construction. You build all 20 sizes on one 
because sliding doors are never in the way simple $35 jig. You use only two types of beams and rafters. 
You build trusses and gable ends (in 10 widths) on any 


and can be as wide as desired. Adds extra Ges caslate 





value in new construction. Hinged doors in You are now ready to deliver bungalows, camps, garages, 


existing garages can easily be converted to poultry houses, tool houses, play houses, motels, etc.— from 
6’ t 24’ wide and in any length. You embark on an entirely 

§ ‘ q. ihe 

sliding doors, Write Today For Catalog new sales program. You 
otfer a trademarked 


STERLING HARDWARE MFG. CO. | method that is strength- 

2345 WEGT NELSON STREET + CHICAGO 16, ILLINOIS tested by independent 
Ai!) pew if Bs | laboratories. 

Write or wire today for 

the full specification de- 

tails! Kindly address your 

inquiry to Dept. B-12. 


NATIONALLY ADVERTISED in Leading Magazines 
SEE OUR CATALOG IN SWEET'S 


Architectural File « Light Construction File 
VISIT OUR DISPLAYS 
Architects Sempies Corporation, N.Y.C. 


Cricagotand Home Building Center TRENTON 3, NEW JERSEY 


(To obtain more data on advertised products see pege 130) February 7, 1955, AmericAN LUMBERMAN & 





His Workshops Inspire... 


"... profits 50% to 60% better ..." 


"... sounder appreciation of consumer credit" 


"... working concept, compensatory pricing” 


"... packaged selling with financing..." 


"... elevation of the retail lumber business..." 


Arthur A. Hood 


Here’s how the management seminars conducted 
by Art Hood, editor, American Lumberman, have 
helped more than 1,000 retail lumber dealers become 
better businessmen. 


More than one-thousand retail building materials 
dealers representing all sections of the United States 
and Canada are better businessmen today as a direct 
result of the management workshops conducted by 
Art Hood, editor, American Lumberman. 

The source for such a flat statement of an editor’s 
worth is a mounting stack of testimonial letters from 
dealers who have attended Art’s workshops since 
they started in 1952. 

Reprinted, these letters would fill several maga- 
zines of this size. So, it is with perhaps pardonable 
pride that the co-editors of the American Lumberman 
take this space to recognize the investment in experi- 
ence, knowledge and foresight that Art has given to 
the retail building materials industry. 


What Is a Workshop? 


Art’s workshops are in a very real sense spirited 
forums in which 25-30 top retail lumberyard execu- 
tives gather to dissect, discuss, reappraise and estab- 
lish new goals for all key phases of management. 
Backed by 40 years of experience which has made 
him familiar with retail operations in virtually every 
state, Art makes each workshop function as an effi- 
cient knowledge-producing machine. Art’s dynamic 
personality and his frank, problem-solving approach 
to each subject inspires constructive action by deal- 
ers which leads to better individual results and a 
better overall industry. 

The management workshops are unique in our in- 
dustry in that they give the dealer: 


1. The essence of Art’s vast personal experience 
and knowledge, 


2. The accumulated knowledge gleaned from all 
dealers who have attended previous workshops, 


3. The benefits of on-the-spot, round-table discus- 
sion of the key issues, and 
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4. A conclusive, how-to-solve-it approach to each 
dealer’s major management problems. 


Workshops have been conducted for 26 lumber- 
men’s associations and organizations which repre- 
sent almost every regional area in the United States 
and Canada. Each workshop runs from three to five 
days. Attendance is limited to 25-30 top-level execu- 
tives to guarantee that each person may obtain maxi- 
mum personal benefit. 


What Do Dealers Say? 


Probably the best way to describe what dealers get 
out of Art’s workshops is to let a few speak for them 
selves: 


Cc. K. PASSMORE, Passmore 
Lumber Co., Inc., Camden, Maine, 
says: 

“IT can see what some of the 
(management workshop) princi- 
ples applied are doing for our 
business. We are having the best 
year that we have had in my eight 
years in business. With a volume 
about the same as two years ago, 
it now looks as though our profit 
will be 50% -60% better than it was 
in 1952. We are trying to put 
more and more of the good prin- 
ciples into operation.” 


Passmore 


DWIGHT COWLES, Community 
Service, Inc., Lakeville, Conn., 
says: 


“One of the most important 
things I learned was a _ better, 
sounder appreciation of consumer 
credit. Any ideas we previously 
had toward more cash sales have 
been replaced for plans for con- 
sumer credit,” 
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MANAGEMENT WORKSHOPS are spirited forums in which Art Hood, editor, American 
Lumberman, helps dealers solve their major management problems to help establish 
lumberyards as the first point of contact for building materials sales. One of 22 workshops 
which have been attended by more than 1,000 dealers, the above session was for the 
Northeastern Retail Lumbermen’s Association at Ithaca, N. Y 
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Dellaripa 


Lawrence 


GEORGE E. FROST, Jr., office 
manager, Haverstraw (N.Y.) Lum- 
ber & Supply Corp., says: 

“We are establishing a five-year 
sales expansion goal to achieve the 
70%-30% consumer-contractor 
sales ratio as Art recommends. 
Consumer sales, actually, is a vir- 
gin field in our area if it is scien- 
tifically approached. And (since 
the workshop), we now have all 
the tools necessary to so attack 
it.” 


J. W. DELLARIPA, secretary, 
Davis & Bradford Lumber Co., 
East Hartford, Conn., says: 


“We have already started to wut 
in motion packaged selling on 
combination windows, which we 
will have installed by one of our 
builders. We're also working with 
the local Federal Savings on 
budget financing. Later, we'll go 
into more—such as asphalt roof- 
ing, insulation, etc. This might 
surprise you as I stressed builder 
business at the seminar — which 
proves that there was a great deal 
of merit in your teachings.” 


EWING LAWRENCE, Lawrence 
Lumber Co., Wichita, Kan., says: 

“You have caused my mind to 
really function — you have flexed 
my thinking muscles. I cannot 
help but be a more successful 
lumberman as the result of being 
with you for three full days.” 


DEYO W. JOHNSON, William 
H. Deyo & Co., Inc., Ellenville, 
N. Y., says: 

“It was a real experience to be 
in the room with you and 30 other 
ardent lumber dealers to discuss 
our common problems. It is in 
forums like this in which the en- 
tire level of the retail lumber 
business will gradually be ele- 


Johnson vated.” 


H. J. RISLEY, division manager, Rock Island (Ill.) 
Lumber Co., says: 


“During my 30 years with the Rock Island Lumber 
Co. I do not think I have ever spent more profitable 
days.” 


PERCY LITTLE, division manager, Rock Island 
Lumber Co., Blue Island, Minn., says: 


“I got more from the management clinic than from 
running a lumberyard for several years—especially 
in meeting competition, advertising, profits, pricing 
and handling contractors and yard personnel.” 


H. G. ELDER, Elder-Jones Lumber Co., Amherst, 
Mass., says: 


“The concept of compensatory pricing was alone 
worth the time and expense of the workshop.” 


What Does a Workshop Cover? 


Art opens each workshop by saying that his over 
all objective is to help each yard increase its sales 
25% and profits 50% and to help each yard make 
an 8%-10% net profit on sales before income taxes. 
To accomplish the various objectives, workshop in- 
formation is grouped under four broad topicse— 
money, manpower, marketing and machinery. 

Within these four subjects, the dealers get the 
benefit of the finest solutions in the industry on such 
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subjects as: the significance of the competitive situa 
tion today; market analysis; approaches to the 29 
basic markets; budget policies; proper operating 
ratios; compensatory pricing; recapturing business 
lost to prefabers and others; advertising and promo- 
tion; departmental sales organization and action; 
tested sales and merchandising ideas; consumer sales 
financing; contractor and consumer relations; sales- 
manship; store and window displays; selling of 125 
end-use packages; operating short cuts; motivation 
and incentive plans; education and personnel train- 
ing; efficient departmental organization; materials 
handling; and training executive successors. 


What are the Workshop Tools? 


Each dealer at the workshop gets two large man 
uals containing a total of 650 pages. The workbooks 
are divided into 22 chapters covering the subjects 
listed above. Space is provided in each chapter so 
the dealer may make notes. Dealers keep these man- 
uals as live, every-day operating guides. 

Each chapter starts with a specific list of goals 
for the dealer to strive for. Space is provided for 
dealers to check-off their present status on each of 
the goals. The sheets become action-inspiring lists 
of things to do to attain success in the various man- 
agement fields. The check-list sheets are followed by 
page-after-page of how-to-do-it information on each 
subject. 

As a good suggestion for a continuing direct mail 
campaign, each dealer receives a copy of the Ameri 
can Lumberman’s HOME Maintenance and Improve- 
ment magazine. The magazine is a colorful consumer 
book which dealers may have mailed to their own 
consumer-customer lists four times a year to stimu- 
late package sales. 

Dealers also receive a copy of the American Lum 
berman’s ADservice catalog which shows a complete 
selection of advertising mats (illustrations) and 
suggestions for making up newspaper and direct mail 
advertisements. 

Art employs an unusual projection machine to 
show images on a large screen. The machine allows 
writing on the sheet or picture during projection. 
This provides an excellent means of noting down live 
information furnished by dealers. The information 
can be preserved and copied for use in future work- 
shops. Large blackboards serve as supplementary 
visual aids. 


Will the Workshops Continue? 


The American Lumberman and Art Hood intend 
to continue bringing the multiple benefits of man 
agement workshops to the dealers of the nation. At 
present, 22 workshops are scheduled for 1955. Deal 
ers interested in attending the workshops may con 
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Art Hood: Lifetime in Sales 


Art Hood is one of the best known men in the retail build- 
ing materials industry. His sound teachings and genuine 
friendliness have made him hundreds of friends. 


Art has spent a lifetime in sales and sales management. 
His early business experience was in lumber and building 
products retailing, which culminated in the part ownership 
of a Minneapolis retail lumberyard. This connection was 
followed by several years’ experience in both wholesaling and 
manufacturing. Art was with the Johns-Manville Co. for 13 
years as director of dealer relations; during this period, he 
conducted sales management institutes attended by 3,000 
dealers and trained 10,000 salesmen. 


Art is the author of many articles on sales management and 
he has written several books on economics, retailing, distribu- 
tion, wholesaling and manufacturing in the building industry. 
His most famous book, "Creative Selling to Building Products 
Consumers,” has been reprinted five times. 


Outside the building industry, Art has served as vice- 
president of the Society for the Advancement of Management, 
president of the National Society of Sales Training Executives, 
chairman of National Sales Executives, Inc., member of the 
National Distribution Council and vice-chairman of the Lay- 
men's Movement for a Christian World, 


He has been partially responsible for the installation of 
courses in 30 American universities which lead to a degree 
of Bachelor of Science in light construction engineering and 
marketing. He is a board member of the National Council 
on Training and Education in Industry 


Art (#32511) is a past Snark of the Universe of the Inter- 
national Concatenated Order of Hoo Hoo, 











tact their state or regional lumbermen’s associations 
or the American Lumberman, 139 N. Clark St., Chi 
cago 2, Ill. 


Workshops for 1955 


Here's Art's workshop schedule for the first half 
of 1955: 


Florida Association at Jacksonville—January 5-8 
Louisiana at Alexandria—January 16-19. 

Texas at Austin—January 30-February 2 
Northeastern at Rochester—February 20-23. 
Northwestern at Des Moines—February 27-March 2. 
Wisco Organization at Madison, Wis.—March 13-16, 
Western Association of Canada at Winnipeg—March 28-31 
Ohio at Columbus—April 10-13 

Mountain States at Denver—April 10-13 

Montana at Great Falls—June 12-16. 

British Columbia at Vancouver—June 26-29 

Northern California—July 10-13 


Additional workshops have been scheduled for 
Indiana, Intermountain, Northeastern and Kentucky 
associations, but final dates have not been set. 
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NEW LU-RE-CO HOUSE PLANS re- 
leased last month at the University of 
Illinois are examined by Rudard A 
Jones, AIA, assistant director of the 
Small Homes Council, and Ray Harrell, 
right, research director, Lumber Deal- 


First Year Progress Report: 


1,500 Lu-Re-Co Houses 
Built by 460 Dealers 


ers Research Council 


Lumber Dealers Research Council says its panel sys- 
tem is giving prefab manufacturers some real competition. 


Predicting “a banner year for 
Lu-Re-Co in 1955,” Ray Harrell, re- 
search director of the Lumber Deal- 
ers Research Council, made these 
points in a first-year progress re- 
port at the University of Illinois in 
mid-January : 


1. In the 10 months since the 
release of the construction 
system, 460 lumber dealers in 
45 states and three provinces 
have purchased the Lu-Re-Co 
package. 


The system is accomplishing 
its avowed purpose of helping 
dealers compete with prefab 
house factories. Most Lu-Re- 
Co dealers are located in 
states where the concentration 
of prefab factories is greatest. 


Lumber dealers have supplied 
materials for the erection of 
between 1,000 and 1,500 Lu- 
Re-Co homes. 


Sales of Lu-Re-Co packages 
are expected to double in 1955. 
Some 10,000 Lu-Re-Co houses 
will be erected in the near 
future. 


Keynote to Lu-Re-Co success 
is simplicity, flexibility, cost 
savings, package selling and 
individual initiative on the 
part of the local lumber deal- 
ers. It is hoped the system 
will become the standard for 
houses supplied or erected by 
lumber dealers in the United 
States. 


Higher-Priced Homes 


“In the coming year,” says Har- 
rell, “I feel we should expect a sharp 
increase in the number of Lu-Re-Co 
homes that will be built in the $18,- 
000-$25,000 price range.” 


The first year progress report on 
Lu-Re-Co was a summary of a sur- 
vey made by the LDRC among all 
Lu-Re-Co dealers last December. 
Harrell gave the report at the Uni- 
versity of Illinois Small Homes 
Council’s 10th annual short course 
on residential construction. 


“Of all Lu-Re-Co homes built in 
1954,” Ray reports, “60% were 
taken directly from the merchandis- 
ing kit and 40% were adaptations 


dealers made using other house 
plans. This illustrates the system’s 
great flexibility. 

“Excluding lots, 75% of the 
homes were sold in the $10,500- 
$12,500 category with $10,500 and 
$11,500 being the most popular 
price. The overall price range of 
the homes was from $6,000-$22,- 
000.” 


Need Financing Information 


About 50% of the homes were 
sold with conventional financing; 
30% were FHA and 20% were VA. 

“This points up the fact that deal- 
ers need more information and 
training in filing applications and 
dealing with FHA,” Harrell says. 

Seventy-five percent of Lu-Re-Co 
dealers report no trouble with local 
building codes, while 25% said they 
had trouble. About 40% of the 
dealers said they had to modify Lu- 
Re-Co plans to comply with local 
codes. 

“This leads me to believe that 
more work must be done to get 
proper information into the hands 
of building code officials,” declares 
Harrell. 

The Lu-Re-Co system was devel- 
oped to allow dealers themselves to 
fabricate the wall panels and roof 
trusses in their own shops. This has 
proven successful: 75% of the deal- 
ers are using their own employes 
to fabricate the parts in their 
yards; 20% of the dealers have em- 
ployed carpenters to do the fabri- 
cation; 5% are allowing contractors 
to make the house parts at the yard 
or job site. 

“To properly promote sales,” says 
Ray, “40% of the dealers have as- 
signed one man either full or part- 
time as a Lu-Re-Co salesman.” 


NOTE: The Lu-Re-Co system of 
modular construction was covered 
in the American Lumberman issue 
of February 8, 1954, page 40. The 
system was developed exclusively 
for lumber dealers by the Univer- 
sity of Illinois Small Homes Council 
and financed by the Lumber Dealers 
Research Council. 


For additional information write: 
Raymon H. Harrell, research direc- 
tor, Lumber Dealers Research Coun- 
cil, Dept. AL, Ring Bldg., 18th and 
M Streets, Washington, D. C. 
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COMPACT TRI-LEVEL HOME is one of the eight new plans announced 


by Lu-Re-Co system for 1955. 


The single-story, tri-level and two-story 


homes were designed to help dealers sell more houses to the high-qual 


ity market 
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New Lu-Re-Co Plans Announced 


Eight new contemporary house plans designed to meet 


high-quality market demands. 


Eight new house plans designed 
for the Lu-Re-Co system to help 
dealers capture more of the high- 
quality home market were revealed 
at the University of Illinois Small 
Homes Council in mid-January. 

“The new house plans were de 
veloped to supply the need for 
larger single-story houses, split- 
level houses and two-story 
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houses,” Rudard A. 


explains. 

“The house plans wil! help Lu 
Re-Co dealers get more firmly in 
step with the national trend to 
ward quality homes,” says Jones. 
“This trend has become especially 
pronounced since the FHA eased 
down payments and extended mort 


Jones, AIA, 
assistant director of the council, 


gage periods, which makes it 
easier to encourage sales of high- 
er-priced homes. We feel the new 
plans will give dealers an oppor- 
tunity for higher profits through 

sales of larger residences.” 
Jones told the 473 dealers and 
builders attending the council's 
10th annual short course in resi- 
dential construction that the new 
plans include: two single-story 
houses; three split-level houses; 
and three two-story houses. Fi- 
(continued on page 120) 
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do-it-yourself customers say the wood is easy to work. 


Dealers Discover 


Profits in Engelmann Spruce 


Bark beetles are causing 
heavier shipments of Engel- 
mann from the west coast. 
Here’s how six dealers are 
cashing in. 


Because of a set ‘of circum- 
stances in which a bug plays a 
leading role, retail lumber dealers 
are discovering the profit poten- 
tials of Engelmann spruce. A rela- 
tively unknown species several 
years ago, the wood recently has 
come to the forefront in dealer 
merchandising programs for pan- 
eling and many other uses. 


—Courtesy Pack River Sales Co. 
ENGELMANN SPRUCE PANELING is gaining popularity because of 
the delicate, tight knots and the whiteness of the wood. Carpenters and 


“A sudden bark-beetle infesta- 
tion which started in 1952 made it 
necessary to log-off greater quan- 
tities of Engelmann spruce than 
ever before,” says W. F. “Bill” 
Stewart sales manager of Pack 
River Sales Co., Spokane, Wash. 
“The bug does not harm the lum- 
ber—just injures the bark which 
eventually kills the tree. Logging 
is the only effective way of combat- 
ing the bug to save literally thous- 
ands of acres of prime lumber,” 
Bill explains. 

As a sensible forest management 
procedure, western lumber manu- 
facturers are increasing output of 
Engelmann and attempting to edu- 





is ideal for glued lamination. 


inets, cupboards and food boxes. 





Facts About Engelmann Spruce 


Engelmann spruce grows in the higher mountain elevations of Wash- 
ington, Idaho and Montana. |n appearance, well-manufactured Engelmann 
resembles Idaho white pine. Engelmann has small, tight knots di 
different from other knotty woods. It is light in weight, fine-grained in 
texture, easy to work, sand, paint and finish. The straight, resin-less wood 


It resists splitting and nails as easily as soft pines. It is odorless, wet 
or dry. Engelmann is a good wood for molding, casing, baseboards, panel- 
ing, partitions, turned stock, wainscoting, window frames, furniture, cab- 
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cate retailers and consumers about 
its advantages. 

Here’s how six dealers are cash- 
ing in on Engelmann spruce: 

“We recently received a carload 
of Engelmann spruce and put up a 
paneling display in our U-Do-It 
room,” says Dick Briggs, manager, 
Steel City Lumber & Supply Co., 
Gary, Ind. “The lumber sold rapid- 
ly and with a good profit. Both do- 
it-yourself customers and carpen- 
ters told us they like the small, 
extremely tight knots and whiter 
appearance of the paneling. Car- 
penters made a point of telling us 
they found the wood much easier 
to work.” 

“We’re selling Engelmann spruce 
paneling and boards,” says W. W. 
Cogan, general manager, Ed Wil- 
liams Lumber Co., Canton, Ohio. 
“We find that our customers like it 
in the knotty pattern because it 
is clean and finishes up bright. 
In our area, the Engelmann panel- 
ing sells for several cents less per 
square foot. We have the paneling 
on display in our recreation room.” 

The Huddlestun Lumber Co., 
Three Rivers, Mich., is success- 
fully pushing Engelmann spruce 
for barn and garage siding. The 
lumber is promoted as part of the 
firm’s “right board for the job” 

(continued on page 62) 
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says R. R. RAWSON, owner 
Princeton Hardware Co., 
West Puliman, Ill. 


“Brand ‘C” was far easier to cut than any of the 
other three I tried,”’ said Mr. Rawson. He had just 
finished testing four well-known brands of single- 
strength window glass. These brands were identi 
fied only by letters——A, B, C and D. After trying 
several cuts on each, he picked ‘‘C”’ every time! 

“CC” was L:O’F. And more than 9 out of every 
10 dealers who took this “blindfold test” picked 
L:O:l 

L.O-F Window Glass is easiest to cut into big, 
little, angled or curved pieces. As a matter of fact, 
Mr. Rawson cut a 4" strip off one side, and got a 
straight, clean break! 

L-O-F cuts easier because it’s annealed more 
slowly, more patiently. That makes it less brittle 
and more “even’’ in structure-——so it’s a safer buy 


for your customers, too. 


Fe ane eae Te Seer ee De 


TRY THE 
‘‘BLINDFOLD TEST’’ 
YOURSELF! 


Cut L-O-F first, last, or in-between the other 
brands. Run any kind of a cut you want. 
You'll see why you have fewer bad cuts, less 


waste and more profit with L-O-F, 

Call your nearest L-O-F Distributor. These 
local businessmen are listed under “Glass” 
in the yellow pages of phone books in many 
principal cities. And send for your free 
booklet—'‘For Greater Profits in Window 
Glass”. 

Write Libbey-Owens-Ford Glass Co., 608 
Madison Ave., Toledo 3, Ohio. 
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ALD Glide 


removable horizontal 


sliding windows 


* Sash glide easily on round-top tracks 


* Flexible bronze pressure strip at head has two fold purpose 
1. It is good weatherstrip 2. It permits easy sash removal 


® Extruded sill with adequate weep holes and drip pan, pro- 


vides quick drainage with no danger of sill rot 


* This equipment permits the use of stock windows which 


eliminates the necessity of having special mill work 


Ideal for shoulder high windows . . . in bathrooms, kitchens, 
bedrooms. Horizontal sliding windows equipped with No. 890 
ALL-Glide are E-X-P-A-N-S-I-B-L-E. They can be easily stacked. 





ALLWEATHER Balance Strip with FLOCKED COIL SPRINGS 
ALLWEATHER Balance Strips No. 490, 90, 810Z and 812Z are furnished 


with FLOCKED COIL SPRINGS. 


Ajustability is built-in. Balance tube with semi- 
cantilever action insures weatherstrip contact in all kinds 
of weather. The base section is always in close contact 
with jamb insuring stability, FLOCKED COIL 
SPRINGS are concealed by a functional part of the 


strip itself. 

Tests made by the University of 
Minnesota Institute of Technology Test- 
ing laboratory in cooperation with the 
Weatherstrip Research Institute, show 
that double-hung wood windows, when 
metal weatherstripped show an infiltra- 
tion ratio 6 TIMES LESS than non- 
weatherstripped windows. 


v 
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SEE OUR CATALOG IN SWEET'S: 
Architectural File @ Light Construction File 


ALLM ETAL Weatherstrip Company 


Nome “ALLMETAL” Reg. U. 5. Patent Office 


2243 North Knox Avenue Chicago 39, Illinois 
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BUILD! REMODEL! 


ENGLEMAN SPRUCE 
PANELING 


Beaurts Engieman Spruce paneling « the economical solution to your 
wok vertecng problems 5 handvomety grained eesly parted or 
stared and semple te manta. 
We have fll she samples of Englemen Sprvee paneling end mony 
mar, othe peautitl! paneheg dapayy 
DO-IT-YOURSELF 
or 
LET ONE OF OUR 
‘CARPENTERS 


YOU A 
FREE ESTIMATE 


LUMBER CO., INC. 
901 VIRGINIA PHONE 5-7514 


ATTRACTIVE ADVERTISEMENT by 
the Foster Lumber Co., Gary, Ind., pro- 
motes Engelmann paneling for both 
new construction and remodeling. No- 
tice how the copy in the ad extols the 
beauty and convenience of the pan- 
eling. 


promotion which is designed to 
familiarize the public with the 
merits of various lumber species. 

As a special promotion, the 
Northwest Timber Co., Gibbs, 
Idaho, furnished Engelmann 
spruce for a furniture-making con- 
test for high school manual train- 
ing students. The contest gener- 
ated enthusiasm for the species, 
good public relations for the firm 
and produced about 20 different 
items of useful furniture. 

The Washington (D. C.) Wood- 
working Co. has incorporated En- 
gelmann spruce selects into its pro- 
gram of manufacturing fine mill- 
work. The wood has been used in 
items ranging from fine book cases 
to screen frames. 

“We have carried Engelmann 
spruce paneling for about six 
months,” says John E. Flynn,sec- 
retary, Foster Lumber Co., Gary, 
Ind., “and we have had such good 
success with it that we’re consid- 
ering ordering some in dimension. 
It’s a good profit item for us and 
our customers like it because of 
the subdued, even grain and bright 
appearance. 

“We have a section on display in 
our paneling racks and we adver 
tise it in the daily newspaper and 
with bill enclosures. I feel that 
the wood is ideal for exposed beam 
construction and for roof trusses.” 
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Owens-Icuinois 
Grass BLocx’* 





—AND Concrete BLiock 


-»-» building materials 
that “belong” together 


Owens-Illinois Glass Block are handled in the same 





way as concrete blocks —same mortar, same laying 
technique .. . go in at the same time. 
Glass block arrive on the job site packed in sturdy 


cartons of convenient size, Cartons can be opened 








as block are needed. No loose block for you to 
handle, Panels can be made to fit any size opening 


.. no frame is necessary. 





Owens-Illinois Glass Block are available in a 
wide variety of designs from super-clear that you 
can see through to those that restrict sight com- 
pletely. Literature for any glass block application 
is available free of charge. For information or help 


with a specific problem write: Kimble Glass Com- 
peng Pe a ae 3 oep takes OE BaP. 

Glass block and concrete block ‘’fit.” Two 8” glass block equal 
a standard concrete block. When you use glass block in base- “Formerly known as INSULUX 


ments, you have no worry about joints at the grade line. 


pany, subsidiary of Owens-Illinois, Toledo 1, Ohio. 


OWENS-ILLINOIS GLASS BLOCK Owens-ILuInNoIs 


AN (J) PRODUCT GENERAL OFFICES - TOLEDO 1, OHIO 
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MAKE YOUR 
window displays 
an invitation to 
the shopper to 
come in and look 
around. 8Stebbins- 
Anderson Co., 
Ine., Towson, Ind., 
does just that. 


KITCHEN ACCESSORIES and house 
wares should be placed near your 
kitchen displays like Albion Lumber 
& Millwork Co., Vancouver, B. C., 
does it 








G. F. OSTERHAGE LUMBER CO. 
Vincennes, Ind., finds that a real door 
with closet fixtures installed, helps 
sell these impulse items with very 
little assistance from salesman 


Little Sales Lead to Big Ones 


Kitchenware, small appliances and items that fill every- 
day household needs will add dollars and new cus- 
tomers. Here’s how to sell impulse merchandise. 
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PLUMBING FIXTURES are tie-im 
sales for kitchen and bathroom re 
modeling. They also serve as impulse 
sellers at Ozark Lumber Co., Bis- 
marck, Mo 


You can increase your store 
traffic as well as your profits 
by offering impulse merchan- 
dise. When a homeowner finds 
he can get the little items he 
needs in your store, you will 
find him a steady customer if 
you also offer prompt, courte- 
ous service. 

LUMBERMAN ¢ 
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There are two ways these 
items will help your overall 
volume: 

1. By emphasizing impulse 

items in your ads and dis- 
playing them in your win- 
dows, customers will stop 
and shop. While selling 
small-change items, you 
may be able to interest 
your customer in doing 
some remodeling or main- 
tenance work. 
When customers come to 
your yard to buy building 
materials they will have 
time, while waiting for 
their order to be filled, to 
shop around. By having 
impulse items attractively 
displayed, customers will 
often add some of this 
merchandise to their 
order. 


Impulse merchandise should 
either be set up in special de- 
partments on wide aisles or 
spotted around your store near 
related merchandise such as 
paint accessories near the paint 
stock. In displaying this mer- 
chandise in your sales room, 
you should take into account 
the display features that have 
helped other dealers in the past 
to sell impulse merchandise. 

1. Floor-level island displays 
sell water hose, fireplace 
logs, refuse cans and floor 
finishes. 

Point-of-sale signs among 
displays to attract cus- 
tomers’ attention. 
Demonstration displays of 
impulse items. 

“Try-it” displays, inviting 
customers to try and pull 
apart two blocks glued to- 
gether; to open a sample 
window or to unlock a 
lock set. 

These above display features 
are point-of-sale displays after 
your customers are in your 
store. To get them in, however, 
you must put a great deal of 
emphasis in two other forms 
of display, namely; 

l. Display Advertising. 

2. Window Display. 


Always feature impulse items 
in your display ads, and occa- 
sionally use the entire ad for 
this purpose. Make use of ad- 
vertising mat services offered 
by your manufacturers. There 
are many special inducements 
you can use to sell these im- 
pulse items in your ads. Here 
M ERCH ANDISER 


BUILDING PRODUCTS 


TIERED TABLES 
These displays at 


OPEN SHELF DISPLAYS at Doud Bros 


the impulse to buy for your customers 


USE MANUFACTURERS’ DISPLAYS for selling small appliances 


Lamber Co., Bridgeport, Conn 


design. 


with setback shelves serve well as displays for housewares 
Rosenthals, Crystal Lake, IIl., 


are self-sellers. 


Lumber Co., San Jose, Calif., create 
Keep plenty of stock on sales shelves. 


The City 


realizes much research has gone into their 
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supte VALUES to hele aw sere on overs purchase te Von Tobels aon 


DISPLAY ADVERTISING like Von Tobel's full page in 
the Las Vegas Review-Journal helps sell housewares. 
“Merely to plan a table or two of housewares is not 
enough,” says State Manager Ed. Von Tobel, Jr. “It 
either has to be done right or not at all.” 
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TOYS ARE IMPULSE SELLERS the year ’round. At 
Christmas time, selling toys will save customers going 

- elsewhere. At other times, kids will pester their parents 
gia into buying them. Sawyer’s, Worcester, Mass., knows 
1) seore tieey evans their sales value. 


ed "" 





BRING YOUR LUMBERYARD into your store by selling 
shorts on the display room floor. Rose Bros. Co., Cincin- 
nati, finds they can be an impulse seller. 


BEAUTIFUL DISPLAY fixtures help sell glass and ceramic 
items to your customers as gifts. Best Lumber Co., Mem- 


are a few: 

1. Insert coupons or pre- 
miums in your ads worth 
money towards the pur- 
chase of an impulse item. 
Advertise houseware “spe- 
cials.” 

Suggest Christmas gifts 
on a lay-away plan. 


Your window displays should 
act as a magnet to draw cus- 
tomers inside your store. Here 
are some guideposts for dress- 
ing your windows: 

1. Don’t crowd your win- 
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phis, Tenn., believes in attractive displays. 


dows with merchandise. 


Change your windows reg- 
ularly so they don’t be- 
come dead and dusty. 
Place attractive, colorful 
show cards among the 
merchandise. 


Devote each window to re- 
lated merchandise only. 


Have each display set up 
by either a person on your 
sales staff familiar with 
display work or by a part- 
time professional window 
dresser. 


In your window, store and 
newspaper advertising, play up 
impulse merchandise as things 
needed daily in the home; items 
that make beautiful and useful 
gifts; that will be useful for 
the home hobbyist. You can 
also sell shopworn or discon- 
tinued merchandise by placing 
it on a bargain counter offering 
it at reduced prices or at cost. 

If you are casting around for 
additional business and profit, 
you can get it by stocking and 
selling impulse items. 
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The Dollars You Spend With Your Independent 





Plywood Jobber...Wind Up In Your Other Pocket 


Your plywood jobber is an independent local 
businessman. His relations with you are dic- 
tated by the facts of your business. His policy is 
to increase his business by helping you to im- 
prove yours. His interest is local and personal. 
He has intimate knowledge of local marketing 
conditiens. He helps you to develop and profit 
from product and sales possibilities in your 
community. He also has the benefit of the think- 
ing of net one, but many national suppliers con- 
cerning preduct and sales trends which he 


realistically evaluates in relation to local re- 
quirements. He cuts your costs by maintaining 
a diversified on-the-spot inventory, thus freeing 
your capital for other purposes. He increases 
your profit by helping you sell the products the 
market can best absorb. Every dollar you spend 
with your plywood jobber is an investment in 
your own future. Evans Products Company, 
Plants: Coos Bay and Roseburg, Oregon; Van- 
couver, B. C.; Sales offices: Plymouth, Mich., 
New York, N.Y., Chicago, lll., Coos Bay, Oregon. 














EVANS 


RODUCTS COMPANY 
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EVANEER F/R PLYWOOD 


AND W000 PRODUCTS 






(To obtain more data on advertised products see page 130) 






POWERFUL SALES HELP 


Pick your own 
from the ANDERSEN 














FROM ANDERSEN... 


profit program 
SELLING KIT! 


It’s been mailed direct to you! 
Check your Andersen Selling Kit... key 
to building complete selling programs 


Check over the big, new Andersen Selling Kit! Here, in one 
potent package, is your answer to a complete local advertising 
program that helps you cash in on the national preference for 
Andersen WINDOWALLS. 

Whether your promotion program is large or small, the new 
Andersen Selling Kit has the sales and advertising helps you need 
to suit your own plans. There’s everything to help you build pro- 
grams for direct mail, newspaper, radio, television, display, 
publicity. 

The new Andersen Selling Kit is easy to use, economical to use 

. and it gets results. Be sure you look through your copy. See 
what powerful sales help it offers. Then let the new Selling Kit 
help you to more WINDOWALL sales, and more profits from 
WINDOWALLS, 


“TRADEMARK OF ANDERSEN CORPORATION 


Andersen 
Windowalts 


COMPLETE WOOD WINDOW UNITS 





- RPORATION, BAYPORT, MINNESOTA 
— ANDERSEN CORPO ° ° ° 





Eid Andersen Selling Kit in the Please send our free copy of the new Andersen Selling Kit. 
mail, use this coupon 
to get yours free. MADER 6 oo cncekecaddpoks Quis bata od hs br brad be bearess 
[ Bs > PURE. iscivcecccusasvettrecdst3 eee 
 — Pv RS TN i 
, CITY + evéedeueeeesavede ZONI Po) eee 


AL 25 


ee ea ae ae ee ess 





UNPROFITABLE 
‘CAT & DOG’ 
LENGTHS 


HEAVY, COSTLY 
INVENTORIES 


BUY AIR-KING 


SPECIFIED 
LENGTHS 


YOU SAVE money when you order 
quick “turnover” lengths and widths 
in West Coast Douglas Fir lumber 
through AIR-KING 

WRITE for details 


WCLB Grape stamp 


combined with AIR- KING'S strict 
standards assures uniformity and 
customer satisfaction, 


SPEED in DeEtivery 


by a mill designed for quality and 
fast production. High speed equip 
ment; experienced personnel 


ALB HN 


TIGARD, OREGON 
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owt FINANCIAL 


COUNSELOR 


By Ira 8S. Fields 
Fields and Fields, Certified Public Accountants, Chicago. 


What's Par for the Course? 
Second Article in a Series 


Annually we review financial 
and operating statement of lum- 
ber dealers from all parts of the 
country and compile statistics ob- 
tained from them. These statistics 
which represent averages for the 
three major volume groups are 
published in this magazine. 

Several readers who realized 
that the statistics published repre- 
sented averages have asked us 
what the more profitable opera- 
tions revealed. These readers, in 
effect, wanted to know what “par” 
is for the retail lumber dealers 
golf course. Certain financial sta- 
tistics were reviewed in our last 
column and in this column we will 
consider a few operating statistics. 


Q. What percentage should 
gross profit bear to sales? 


A. The following are important 
factors to remember in connection 
with the gross profit ratio: 


Over the counter sales yield 
a greater markup than do 
sales to contractors. 


Smaller dealers, as a rule, do 
proportionately a larger over 
the counter business than do 
the large dealers. 


There has been an increasing 
trend by dealers, both small 
and large, to capture the 
profitable retail do-it-your- 
self market. 

The following indicates our idea 
of par as compared to the average 
gross profit ratios taken from our 
1953 survey of retail lumber 
dealers: 

Percentage of 
Gross Profit 
to Net Sales 
1953 
Volume Group Par Average 


Under $250,000 28.0% 24.7% 
$250,000 to $750,000 27.0 24.4 
Over $750,000 26.0 24.0 


Q. What part of the sales dollar 
should be spent for operating 
expenses ? 


A. The amount of salaries paid 
to officers are often dependent, in 
a closed corporation, upon the 





principal stockholders’ attitudes 
relative to the accumulation of 
funds in the corporation and for 
that reason we have eliminated 
officers’ salaries from operating 
expenses. 

The following is a comparison 
of our idea of par for operating 
expenses, other than officers’ sal- 
aries, with the computed averages 
of our 1953 survey: 


% of Operating 
Expenses 
(Before Officers’ Salaries) 
to Net Sales 
195 


Average 
Under $250,000 17.0 18.5 
$250,000 to $750,000 16.5 18.0 
Over $750,000 15.5 17.2 


Volume Group Par 


A breakdown of the principal 
expense items that comprise the 
total operating expense ratio fol- 
lows: 

Volume Group 
Under 250,000 to Over 
250,000 750,000 750,000 


Yard Expense 5.0% 5.0% 4.5% 
Delivery Expense 4.0 4.0 4.0 
Selling Expense 4.5 4.0 3.7 


Expense 
Classification 


Administrative and 
General Expense 
(Before Officers 
Salaries) 3.5 3.5 3.3 
17.0% 16.5% 15.5% 


The following summary will give 
the reader an idea of how the op- 
erating statement for the efficient- 
ly run lumber company should 
appear: 

Volume Group 
Under 250,000to Over 
250,000 750,000 750,000 


Net Sales 100.0% 100.0% 100.0% 
Cost of Sales 72.0 73.0 74.0 
Gross Profit 28.0% 27.0% 26.0% 
Operating Expenses 
(Before Officers 

Salaries) 17.0 16.5 


Profit (Before 
Officers Salaries 
& Income Tax) 11.0% 


Officers Salaries 
(Based Upon 
Averages Ob- 
tained from 
1953 Survey) 3.7 


Net Profit (Be- 
fore Income 
Tax) 7.3% 171.2% 789% 


10.5% 
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~ THAT'S ALL! 


NO. 95 SCREEN DOOR LATC 


W estern’s new Screen Door Latch for wood or 
metal screen, storm and combination doors. 


Here is a latch which has every feature to 
* NO wood screws in door 


* NO mortising 
the market: Machine screw installation... * NO adjusting 
* NO assembling 


make it the outstanding screen door latch on 


completely factory assembled... 
Available in brass, bronze, chrome, 


automatically fits doors 34,” to 134” thick... black, aluminum and cadmium finishes. 


simple push-pull action . . . finger-tip locking. 





WESTERN LOCK MFG. CO. 


Manufacturers of Weslock Residential Locksets and Builders Hardware 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. © FACTORY: HUNTINGTON PARK, CALIF. 
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PAINT PROMOTION is effective in bringing neigh- 
borhood residents to the yard. This display is at the 
Continental Lumber Co., Des Plaines, Il 


DO-IT-YOURSELF shows affords dealers a promo- 
tional gold mine. Dealers who sponsor demonstrations 
are amazed at the number of new customers they win 


7 Smile and a Wiggle: 


That’s Promotion! 


Not a chorus girl, but 
a puppy is the world’s great- 
est promoter. Are you over- 
looking your most important 
promotional target? How 
can you promote with shows, 
radio, TV, store displays and 
advertising? Here are the 
answers. 


Anyone who has looked through 
a pet shop window at a smiling, 
wiggling, tail-wagging puppy has 
witnessed promotion at its finest. 
Promotion—like the puppy’s per- 
formance—is the art of doing ev- 
erything in your power to sell your 
business and yourself. 

This article discusses the pro 
motion audience (employes and 
customers) and package promotion 
methods, including shows, radio 
and TV, services, display and ad- 
vertising. 

Employes Come First 

Probably the most important but 
most neglected target for positive 
promotion is the dealers’ own em- 
ployes. Management may spend 
weeks of effort developing a pack- 
age sales program; but, if the 
firm’s employes are the last to 
learn about it, chances are the pro- 
gram will fall flat. 

The dealer who has sold his own 
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employes on the business and THE 
EMPLOYES’ IMPORTANCE IN 
THAT BUSINESS has won a fun- 
damental management victory. 
Employe promotion may consist 
of: 

1. The owner or manager taking 
an employe aside to congratulate 
him for good service to the busi- 
ness. 

2. Profit sharing which makes 
the business HIS business. 

3. Frequent meetings—at least 
monthly—to furnish “state-of-the- 
business” information. 

4. Sending a congratulatory note 
to an employe’s wife whenever he 
gets a raise, exceeds a quota, wins 
a safety button, cuts costs or oth- 
erwise is liable for a genuine com- 
pliment. 

5. Providing employe conven- 
iences like clean wash rooms, cof- 
fee bars, coke machines, drinking 
fountains, etc. 

6. Giving employe benefits—hos- 
pital insurance, subscriptions to 
industry trade journals, discounts 
on purchases, employe parties and 
outings. 

Sells Financing System 

Mark Hailey, vice-president, 
Forrest Lumber Co., Lubbock, Tex., 
recently devised a company system 
for financing package and remod- 
eling sales. A major part of the 
plan was an outstanding simplifi- 
cation of paper work in which one 
form replaced five complicated 
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forms for each transaction. If em- 
ployes had been left to “find out 
about it themselves,” there would 
have been endless confusion and 
possible failure. 

Hailey’s first step was to prepare 
a series of direct mail pieces ex- 
plaining and promoting the system. 
The direct mailings went to the 
firm’s 10 yard managers and all 
the salesmen. Six letters — each 
including an attention-getting gim- 
mick—were mailed before the plan 
went into operation and follow-up 
letters are being sent regularly. 
Did it pay off? The Forrest Co. 
will handle almost $500,000 in 
package financing deals under the 
company’s system this year. 


The Community Audience 

The community naturally breaks 
down to customer categories, in- 
cluding contractors, homeowners, 
farmers, commercial, industrial 
and institutions. You are directly 
and indirectly promoting your bus- 
iness to the community when you: 

1. Belong to a chamber of com- 
merce, lodge or service club, 

2. Belong to a church, 

3. Serve on a municipal, town- 
ship or county committee, 

4. Write a letter to the editor of 
the newspaper, or 

5. Give away “waste” lumber to 
school children or Boy Scouts. 


Home Shows and Clinics 
Home shows, do-it - yourself 
shows, schools and showroom dem- 
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EMPLOYE MEETING AND LUNCH ROOM at the 
Whiting-Mead Co., San Diego, Calif., is a good ex- 


ample of a promotional 
good will 


onstrations represent a popular 
way to promote package sales to 
new customers. When properly 
handled, the success of shows in 
attracting new customers is vir- 
tually guaranteed. Dealers, manu- 
facturers and others are realizing 
the real merits of this approach. 

Discussing the do-it-yourself 
show in Dallas, Tex., last spring, 
John R. Darnell, manager, Central 
Lumber Co., says: 

“We went into the do-it-yourself 
show skeptical of its value. How- 
ever, we and all of the other ex- 
hibitors were amazed at the fact 
that 200,000 interested prospects 
attended the 10-day event.” 

To capitalize on follow-up busi- 
ness, the Central Co. moved its ex- 
hibit to its yard after the event. 
According to Darnell, do-it-your- 
self trade has shown a steady in- 
crease. 


Radio and Television 

Both radio and television are ex- 
cellent media for getting the pub- 
lic to remember your name by as- 
sociation. On TV, a singular sym- 
bol is effective. The Al Carr Lum- 
ber Co., Ponca City, Okla., uses its 
now-famous House Doctor symbol 
to carry across the idea of remod- 
eling packages. The same symbol 
is repeated on store signs, trucks, 
billboards and in all advertising. 

The Forrest Lumber Co. on radio 
and TV uses a symbol and a jingle. 
The jingle, which is sung to the 
tune of “Casey Jones,” goes like 
this: 


I Mr. Jones was a building man, 
Built everything on the Forrest 
Plan, 
Now he’s happy with a brand 
new home, 


And just as happy with his For- 
rest Loan. 


II So build with 


Forrest Way, 

Whatever your needs Forrest 
has today, 

A can of paint or a box of tacks, 


From every type of lumber to 
a can of waz. 


confidence the 
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device to build employe’s 


III Remodel your home... See For- 

rest Lumber Company, 

Building needs’ with 
months to pay, 

Lumber, paints, everything you 
need, 

Can all be financed the Forrest 
Way... 

The Forrest Way . 
rest Way.... 


many 


The For- 


Service Promotion 


Performing helpful services for 
customers are sure-fire ways of 
“obligating” customers to buy. 
Your do-it-yourself customers will 
appreciate getting copies of Amer- 
ican Lumberman’s HOME Mainte- 
nance and Improvement magazine. 
You can furnish them cut-off serv- 
ices, bargain sheds, free literature 
and friendly advice. The Renuart 
Lumber Co., Coral Gables, Fla., 
keeps a box in the yard filled with 
mill scraps of lumber for the con- 
venience of neighborhood hobby- 
ists. 

Many dealers—like the Ed Wil- 
liams Lumber Co., Canton, Ohio 
provide private offices where con- 
tractors may meet with home pros- 
pects. The firm encourages contrac 
tors to display photos of their 
homes in the home planning room 
The Pinellas Lumber Co.,St. Peters 
burg, Fla., will loan ladders to con- 
tractors. Several dealers have sepa- 
rate service counters for contrac- 
tors. Others provide free storage 
space for contractors’ idle equip- 
ment. 

In rural areas, many dealers run 
free want ads for farmers in their 
direct mail pieces. Others provide 
bulletin boards for the same pur 
pose. Hundreds of dealers send out 
free farm magazines. Several 
yards near the livestock markets in 
Kansas City stay open all night so 
farmers may pick up building ma- 
terials after delivery of cattle and 
other farm products. 


Promoting with Displays 


The new showroom of the Ed 
Williams Lumber Co. features a 
finished recreation room in the 


GENERAL PROMOTION like fur- 
nishing free sand to children at the 
Coy Lumber Co., Libertyville, Il. 
builds good will and customer appre 
ciation. 


basement. Here do-it-yourself and 
contractor customers may examine 
many types of wall, ceiling and 
floor coverings in their finished 
form as a complete package. The 
room is equipped with furniture, 
fireplace, wall pictures and free re- 
freshments. 

A U-Do-It display-demonstration 
room for package selling at the 
Steel City Lumber and Supply Co., 
Gary, Ind., is credited with boost- 
ing wall covering sales 90%. Fin- 
ished to illustrate an inexpensive 
basement or attic room, the room 
features cut-a-ways to show con- 
struction techniques, painting pro- 
cedures and full information on 
prices and financing. 

The display windows of the 
Brannum Lumber Co., Racine, 
Wis., contain full-size cut-a-ways 
of interior and exterior walls to 
show construction methods. Many 
dealers utilize their front windows 
to show scale models of rooms be- 
fore and after remodeling. Many 
manufacturers have available 
posters illustrating remodeling 
packages. 


Promotion in Advertising 

Regular newspaper and direct 
mail advertising affords a natural 
place for general business promo- 
tion. While your newspaper ads are 
primarily designed to sell specific 
products, they are selling your 
business at the same time. To do a 
more effective job of this, many 
dealers have designed a distinct 
signature cut. As part of this name 
illustration, some dealers use either 
a motto or a statement of the num 
ber of years in business, or both. 

Occasionally, an institutional ad 
is a good thing to run: in such an 
ad, you tell the story of your busi- 
ness, your reason for existence in 
the community, how you are trying 
to make your community a better 
place in which to live 
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MORE PROFIT 


from less space... 


_ Yours, with the new 


= TURNBUCKLES’ K-2 
= Perforated Board Fixture Merchandiser 


Attractively printed to catch your customer's eye, this complete 
Perforated Board Fixture Merchandiser uses only 16 x 20 inches 
of counter space to sell the most popular types of fixtures — and 
return you a nice profit. 


The K-2 contains: 
® Balanced stock of the 18 best selling fixtures. 


® Section of Perforated Board for Fixture display 
® Literature rack and supply of literature. 


Cash in on the ‘‘impulse-buy" customer by putting the new K-2 
Merchandiser to work on your counter RIGHT AWAY. 


Order this money-making mate to the K-1 Merchandiser through 
your jobber — today. 


ANNU TAUAAAEETT 


The K-1 Merchandiser — compact, self-contained 24” 
x 16° x 44° unit of rigid sheet steel — complete with 
four kits of assorted fixtures, a stock of the nine most 
popular types of fixtures, and a supply of four sizes 
of Perforated Board. 


ULL 


| 


>. 


INCORPORATED 


P.O. BOX 333, MICHIGAN CITY, INDIANA 
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Attractive modern residence in Manitowoc, Wisconsin, roofed with “Century” No. 30 


Spanish Red Shingles, owned by Mr. Vincent Kerscher, of Frank J. Kerscher Company. 


Here’s another beautiful Roof 
of “CENTURY Ashestos-Cement Shingles 


“Century” Roofing Shingles have the colors and They will not rot. They become harder with age. 
textures that make a home especially attractive. 
| Still, with all these outstanding advantages, 


They also have all the qualities that make for an ee 
Centu hingles are surprisingly low in cost. 


enduring roof, being made of asbestos fiber and ‘The owner of a new home—or a remodeled home 


portland cement two practically indestruc- will know they’re a sound purchase 


tible materials 
Be sure to ask your K&M distributor for complete 


These shingles will not burn, They successfully details o Century Asbestos-Cement Roofing 


withstand the effects of rain, snow, wind and sun. Shingles. Or write directly to us. 


KEASBEY & MATTISON company - AmBLER - PENNSYLVANIA 


Noture made asbestos . Keasbey & Mattison has made it serve mankind since 1873 
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BROWSING TABLE is used by pro- 
spective home builder. Carl E. Thomp 
son, store manager, points out an 
interesting floor plan 
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ISLAND DISPLAYS, mounted on casters, and wide aisles 
make it possible to vary displays. Adjustable brackets on 
back wall make it a simple matter to vary shelving height 






ROMAN-BRICK FACADE and large glass areas invite walk-in trade to come in and 
browse at the newly rebuilt Tri-State Lumber Co. store. 


ELECTRIC IRON is shown prospective buyer by assistant 
manager, Herman Westbrook, in the newly added house- 
wares department. 











Fire Speeds Store Remodeling 


Utah firm adds new lines of merchandise, incor- 
porates latest display ideas in rebuilding its store to attract 
more walk-in trade. 


and more than 3,500 people—more 
than witnessed the fire—attended 
the grand opening. 


New Products Added 
Making a strong play for the 


Surveying the fire-damaged store 
and office of the Tri-State Lumber 
Co., Ogden, Utah, early last year, 
officials of the firm decided to re- 
build the structure, incorporating 
the latest ideas in display tech- 
niques. one-stop, do-it-yourself trade, Tri- 

Fortunately, the lumber ware- State added several new lines to its 
house was saved and the lumber stock—fertilizers, lawn and gar- 
business could be carried on as den supplies, houseware, cooking 


usual. A vacant railway ware- 
house was converted into a tem- 
porary office during the recon- 
struction. 

Last spring, the new fireproof 
building was opened at the old site 
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utensils and small electrical appli- 
ances—and enlarged the paint, 
tool and hardware departments. 
“Upon planning to rebuild the 
store and the addition of these new 
lines, we had to plan for more flex- 
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ibility in our displays,” says Carl 
E. Thompson, store manager. “To 
achieve this flexibility, we install- 
ed caster-mounted display islands. 
Shelves on the island displays con- 
form in height to the wall displays. 
We get added versatility from our 
island displays with add-on sec- 
tions and movable shelf brackets.” 
Electrical outlets, spaced at 10- 
foot intervals in the floor, facili- 
tate display lighting and demon- 
strating electrical appliances. 


Do-It-Yourself Promoted 


“While we are in the process of 
converting from a purely contrac- 
tor lumber business to the do-it- 
yourself market, our main interest 
lies in acquainting potential custo- 
mers with our line of appliances 
and garden equipment,” Thomp- 
son adds. 

To attract walk-in business, the 
firm provides a 40-car parking area 
adjacent to the store. Tilted dis- 
play windows span the _ store’s 
Roman-brick facade which is illu- 
minated at night by spotlights 
controlled by automatic switches 
which operate the lights at preset 
times. 

Inside the showroom, the famil- 
iar “nailbin and sawdust” atmos- 
phere has been dispelled with 
marbelized asphalt tile floors, 
acoustical ceiling tile, fluorescent 
lighting and well-planned displays 
flanking wide aisles. 


“Our sales have been increas- 
ing,” Thompson adds, “because 
we're attracting business from 
stores which for years have car- 
ried appliances and housewares 
similar to our new lines. Now that 
people are getting accustomed to 
finding these items in our store, 
they’re becoming one-stop shop- 
ping conscious. 


“With our one-stop service, we 
make sure that a customer who 
comes in for a can of paint knows 
that we also carry gardening tools 
and supplies, fertilizer, appliances 
and other items. 


Contractors Not Neglected 


In addition to more emphasis on 
the do-it-yourself trade, Tri-State 
provides special offices for its tra- 
ditional contractor business. A 
special area has been glassed off 
as an office to handle contractor 
trade. An enlarged business and 
credit office is found in the rear 
of the store in the form of an L- 
shaped counter. The manager’s 
office is oak-paneled as a silent 
salesman for this type wall cov- 
ering. 


The completely enclosed lumber 
warehouse is attached to the store. 
Utilizing a spur track which runs 

(continued on page 121) 
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OLE LERVICK and NORMAN WILSON, 
farm operators of Snohomish, Wash. 


H. P. HERSHEY, poultry producer of 
Mesquite, Texas. 





BERT BURDA, owner-operator of 
the Campbell, Calif. Hatchery 


DAVID SHEPHERD, chicken raiser of 
Dallas County, Texas 


is % 


These farmers help you sell 
more Kaiser Aluminum roofing! 


Monts AFTER MONTH, farmers in every 
section of the country help you sell more 
Kaiser Aluminum Roofing —by explaining 
its many advantages in Kaiser Aluminum 
advertising. 

This advertising appears in the maga- 
zines your customers read — magazines like 
Successful Farming, Farm Journal, Poultry 
Tribune, Hoard’s Dairyman! 


And here’s what these salesmen-farmers 
say about Kaiser Aluminum Roofing: 


Saves up to $17.44 per 100 square feet on 
any new farm building when used instead 


New Low-Cost Farm Building Plans 
Attract Customers to Your Store! 


Farmers everywhere are asking for Kaiser 
Aluminum’s eight new building plans — 
most featuring low-cost pole-type con 
struction. Plans were designed by agricul- 
tural engineering specialists, and include 
such structures as barns, machine sheds, 
range shelters. Each is a complete set of 
blueprints, with section details, erection 
instructions, elevations, bill of materials, 


of another material. (Write for detailed 

figures on this vital sales point! ) 

* Keeps interiors cooler by as much as 15”, 
by reflecting hot sun rays. 

*Low upkeep. No painting. No ugly red 
rust streaks. Corrosion-resistant, 

*Durable. Resists hail, wind, snow loads, 

*Light in weight. Easy to erect; often by 
one man to cut construction costs. 

*insulates. Holds interior heat in winter 
by reflecting it inward. Cuts fuel bills. 


*Handsome appearance during a long, 
trouble-free life. 


Your Kaiser Aluminum jobber benefits 
from our exclusive regional warehouse 
service, This provides him with a close 
source of supply so that he can guarantee 
you all the Kaiser Aluminum Roofing you 
want, when you want it! 


For complete information contact Kaiser 
Aluminum & Chemical Sales, Inc, General 
Sales Office, Palmolive Bldg., Chicago 11, 
Ill.; Executive Office, Kaiser Bidg., Oak 
land 12, Calif. 











NEW 48” SHEET! 


Kaiser Aluminum Roofing is now available in 48” -wide corrugated sheets, 
in addition to regular 26” widths, These big sheets cut roofing time dras 
tically because they go up faster and easier! One sheet covers far more 
area, and there's only one light weight sheet to handle instead of two! 
And your customers save from 7 to 11% in metal costs over standard 
widths because there are 50% fewer side laps, so each sheet goes farther 
Explain the advantages of these big new sheets to your customers! 
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YOUR PROFIT-MAKING FORUM 


Bang-Up Sales-Maker 


February is one of the smartest times of year to 
advertise and promote do-it-yourself jobs. First, be- 
cause millions of men, thousands of them in your 
area, have just gotten wonderful new power tools for 
Christmas and are anxious to use them. 


Second, most families take a financial breather in 
February, to pay up big Christmas bills and get ready 
for taxes. They are much more easily sold on do-it- 
yourself jobs that save money right now, than expen- 
sive professional jobs that get them in much deeper! 

Third, January and February are the two biggest 
stay-in months when time hangs heavy and families 
are looking for something new and exciting to fill 
long dark days, stay-at-home nights and stormy week- 
ends. The kind of projects they can work on together. 

Remember, too, that do-it-yourself business now 
runs into six billion dollars a year and is still grow- 
ing! And power tools, alone, have developed into a 
$200 million-a-year baby. 

Today, amateurs own more than 25 million power 
tools and are raring to tackle bigger and more chal- 
lenging do-it-yourself jobs. So let’s see how you can 
get them to turn to your store first and continuously 
for everything they need, from plans to materials. 


One of the best ways to attract more hammer- 
happy customers and keep them coming, is to run 
some good ads along these lines. First, point out that 
no matter what they want to build or modernize, you 
can tell them exactly how many square feet they can 
cover with a given amount of paint, wallboard or 
floor tile, can tell them how to prepare the surface, 
which tools work best and costly pitfalls to look out 
for. The more specific your ads are about the kind 
of problems you can help them with, the higher your 
returns. 


Second, point out that you have a special emer- 
gency service for do-it-yourselfers who get them- 
selves in a pickle and don’t know what to do next. 
Will give them easy-to-follow instructions for free 
if they simply phone and ask for your home handy- 
man expert, Mr. Wayne, or stop in. The dealer who 
runs confidence-building ads like these, can increase 
his do-it-yourself sales tremendously. 


Super Attraction 


Here's another unusual way to outscoop competi- 
tion and make your do-it-yourself department stand 
out. Plan a do-it-yourself fashion show with the help 
of your local department store. One that can be put 
on in your own display windows, or those of the 
cooperating store. The department store can supply 
plenty of manikins to work in with your displays. 


For example, one window might show dad and two 
little boys in bright plaid shirts and Bermuda shorts, 
making a model boat or china cabinet in the corner 
of a super home workshop. In another window you 
might show mother, brother and pig-tailed little sis- 
ter in gay-colored sweaters and pedal pushers, hap- 
pily redecorating the wall with paint rollers. 


By Norm Advertising, Inc. 
New York, N. Y. 
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Still another window might show a gay young 
married couple in the latest play clothes, laying 
handsome new floor tile. Since do-it-yourself jobs 
have tremendous fascination for men and women of 
all ages, be sure to include one window showing an 
older retired couple in comfortable tweeds, making 
some antique furniture reproductions. 


Rings Up Bigger Sales 


Another smart way to win bigger sales is to de- 
velop a special do-it-yourself plan for club groups 
who can’t possibly raise enough money to modernize 
and expand the regular way, for years. 


For example, one small congregation in Port Ches- 
ter, New York, desperately needed a new church but 
had no way of raising the necessary $43,000. But they 
were able to raise $18,000 for materials. With 38 
men and 17 women members sharing in the work, 
they built their church with their own hands at a 
saving of $25,000. 


Many church groups today are anxious to build 
new missions and new churches, to expand and mod- 
ernize, and will have to wait for many years unless 
they can do all or part of the work themselves! 


Hospital auxiliary groups, service and charity 
groups of all kinds, and social clubs are also ripe for 
do-it-yourself projects, particularly redecorating 
nurseries, reception rooms, recreation rooms, class 
rooms and clubrooms. Why not cash in on this prof- 
itable business now! 


Use This Sales Magic 


People are fascinated with success stories in maga- 
zines telling how others have done their own build- 
ing or redecorating. But are even more fascinated 
with how-we-did-it success stories about their own 
friends, neighbors and other local residents. And 
knowing this, local editors give such stories a special 
publicity break. 


Here’s how you can cash in on these facts and in- 
crease your profits. Check your files for the case 
histories of some of your most successful do-it-your- 
self customers. And write up five or six how-they- 
did-it stories under your own by-line, for local news- 
papers. Many people enjoy being in the limelight 
provided you ask permission to use their names in 
your stories. 


For maximum attention value and interest, you 
might base one story on a major job done entirely 
by women, for example two sisters or mother and 
daughters. Another might feature a job done by 
father and sons. A third might cover a family job in 
which even the smallest children helped. Write a 
fourth about a basement clubroom made by teen- 
agers. 


Also plan to include a story on an exciting job 
done by grandpa and grandma. Points to stress are 
how easy the job was and why, how much it saved 
and what a big change it made in attractiveness and 
convenience. The more people read about how their 
own friends and neighbors did-it-themselves, the 
more convinced they become that they can do an 
even better job! 
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MANUFACTURERS IN THE NEWS 





DAVE GARROWAY, 
30, will explain to an estimated 22 
million people who watch his tele- 
vision show “Today,” the advantages 
of aluminum screening. The commer- 
cials on screening will be sponsored 
by Aluminum Company of America 
and will be carried by NBC nationally 
on 64 major markets to show how easy 
it is to rescreen with aluminum, 


starting March 


Armstrong Cork to Loan 
Building Material Displays 


As an added service to building 
materials dealers promoting its 
lines in home shows, open houses 
and fairs, the building products 
division of Armstrong Cork Co., 
Lancaster, Penna., is offering its 
dealers free use of seven attractive 
displays. 

The loan displays, shipped to the 
dealer from Lancaster, freight pre- 
paid, are designed to help the deal- 


SOUND ABSORPTION of acoustical 
tile is featured in this display, avail- 
able on a loan basis to dealers promot- 
ing Armstrong Cork Co. building prod- 
ucts at home shows, open houses and 
fairs. Six other product displays from 
which the lumber dealer may choose 
are also available. 
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er acquaint the public with the 
products he merchandises. Seven 
smartly designed displays feature 
samples of Armstrong building 
products and point up to the con- 
sumer the uses and advantages of 
each type. 

Certain displays include a va- 
riety of building products. Sheath- 
ing, hardboards, predecorated pan 
el board and several types of in- 
sulating wool are featured in four. 
Others concentrate on a specific 
product. Displays range in size 
from larger 8 high by 8’6" wide 
and 2’6” deep types to smaller 


© on tse. 
* oo 


counter displays, one of which is 
28” wide and 42” high. 

Dealers can request any of the 
displays from Armstrong’s Build- 
ing Products division representa- 
tives in their sales area. Requests 
should be a minimum of six weeks 
in advance of the date the dealer 
plans to use them. Dealers are 
responsible for return shipment. 


Oak Flooring Association 
Elects J. G. Smith President 


J. G. Smith, president, Arkansas 
Oak Flooring Co., Pine Bluff, Ark., 
has been named head of the Na- 
tional Oak Flooring Mfg. Associa- 
tion for 1955. 

(continued on next page) 


ROSEBURG offers YOU 
more VERSATILITY 


when 


§ ORDERING 


BUYERS PROFIT BY 
ROSEBURG'S MIXED CAR 
SHIPMENTS OF BOTH 
LUMBER AND PLYWOOD 


Yes, ROSEBURG'S greater 
flexibility in its shipping operations 
teams with famous ROSEBURG 


QUALITY to insure greater PROFIT 


to buyers. Regardless of type, size 


and grade, ROSEBURG specializes in 


QUALITY Lumber and Plywood for every 
building and industrial need. ROSEBURG 


ROSEBURG 
eel i -j 4 geoiek 


ROSEBURG LUMBER CO., Roseburg, Oregon 
Please send us nome of the nearest ROSEBURG 
Lumber Wholesaler or Jobber 
Please send us name of the necrest ROSEBURG 
Piywood Wholesaler or Jobber 


Order from your nearest 
ROSEBURG WHOLESALER ifm 
or JOBBER 

if you don't heve his 
name and address 
hendy, clip and mail us 
the coupon) 


Street 


products are from the largest stand 
of virgin timber in the U. S. 


100% KILN DRIED 


(To obtain more data on advertised products see page 130) 
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DOWELOC, edge-grain laminated lum 
ber was installed directly to joints in 


the Kroehler Furniture Co. plant in 
Xenia, Ohio 





with WINTON 


in the picture... 





(ask YOUR WINTON man 


MINNESOTA 
Lovls F. Huert!, 3100 W. Lake St 
Minneapolis 
R. E. Somers, 3100 W. Lake St 
Minneapolis 
Fred Cool, Box 293, Owatonna 
Mike Morrissey, Box 213, 
Redwood Falls 
WISCONSIN 
R. C. Nelson, Box 306, Oshkosh 
W. €. Lenz, box 32, Wauwatosa 
OWA 
R. W. Hamilton, Box 376, Mason City 
George Batten, Box 205), Waterloo 
MLINOIS 
H. H. Grace, 4554 N. Broadway 
Chicago 
LeRoy Andrews, 425 §. 5th 
Springfield 
W. A. Oliver, Box 202, Rockford 
Donald Olson, P.O. Box 523, 
Davenport, lowa 
INDIANA 
4. P. Gallagher, Box 627, Hammond 
OHIO 
J. M. Ellison, 316 Marion Building 


Cleveland 
C. D. Hess, Box 5001, Columbus 


MICHIGAN 
4. V. Sharkey, Box 4721, Redford 


Station, werent } 











80 (Teo obtain more data on advertised products see page 130) 


PINE 


End-Laminated Wood Decking Proves Durable 


Among the recent developments 
to speed industrial floor construc- 
tion and save time and labor is 
Doweloc—a wood laminated prod- 
uct. Developed by Edge Grain 
Timber Products, Inc., Columbus, 
Ohio, the new product is made of 
various lengths of T&G edge-grain, 
kiln dried hardwood strips locked 
together with spiral steel dowels 
spaced on 12” centers. 

Doweloc has proved itself in 
many applications from wharf 
decks to motor truck beds and has 
been thoroughly tested by the Tim- 
ber Engineering Company Labora- 
tory, Washington, D. C., to deter- 


66 years 
of experience 


QUALITY and SERVICE 


We've spent 66 years learning what dealers 
want and expect from their lumber source 
and every man in the WINTON organiza- 
tion is trained to perform his job in terms 
of customer satisfaction. That starts with 
quality in the product and goes right down 
the line to delivery on time when you need 
it. Give us a chance to prove it. Ask the 
WINTON man. 


WINTON LUMBER SALES CO. 


3100 West Lake St., Minneapolis 16, Minnesota 


Distributors of all types 
and grades of West 
Coast Woods, including 
the finest WHITE SPRUCE 
~ FIR — RED 
CEDAR and REDWOOD 





mine structural strength. 

It has been used as industrial 
barge, freight car flooring and lin- 
ing, loading platforms, load-bear- 
ing partition walls, truck beds, 
freight elevator floors and other 
places where hard use is antici- 
pated. 

One outstanding installation 
used 200,000 square feet to deck a 
steamship pier. After two years of 
hard usage, the deck shows little 
signs of wear. 

Doweloc is available in several] 
lengths in 12” widths and 1”, 14” 
and 2” thick. 


Weyerhaeuser Introduces 
Knotty Cedar Plywood 


The newest addition to its prod- 
uct line—knotty cedar plywood 
was announced recently by Weyer- 
haeuser Sales Co. Previously un- 
available in plywood form, it lends 
itself to a vast number of decora- 
tive interior uses in home, office 
and commercial! buildings. 

The knotty panel surface ve- 
neers are of sliced western red 
cedar. Non-aromatic, they are 
noted for their rustic brown heart- 
wood. Knotty cedar plywood is 
available in 4x6, 4x7 and 4x8 pan- 
els in 1/4” (three ply) and 3/4” 
(seven ply) thicknesses. The pan- 
els are packaged in special pro- 
tective cartons to assure a clean, 
unmarred surface upon delivery. 


FOLDING DOORS recently introduced 
by Hough Shade Corp., Janesville, 
Wis., save wall and floor space when 
used as standard between-room doors 
Called the Hufcor folding door, it is 
made of five-ply laminated construc 
tion and an exclusive pantagraph de- 
sign enable it to move smoothly and 
uniformly across the full width of the 
doorway 


February 7, 1955, AMERICAN LUMBERMAN & 











COMPANIES ANNOUNCE 


carts Campania, tne, cintn, || LUMBERMAN ROMO RREIN 2S 


lowa, is using a new approach to focus 
interest on its line of Curtis woodwork 
and Silentite windows. Large pictures 
will be used to illustrate salient points 
of the Silentite line. These human in- 
terest pictures will be used to drive 
home the advantages of wood windows. " ‘ ' 
As in the past, Curtis advertising is 10¢ each. Please order by number—using the convenient coupon below. 


aimed at directing interested prospects Inasmuch as no reprints are sent C.O.D., please enclose the exact 
to the lumber dealer. . . 
amount in coin or check. 





Here is a list of American Lumberman editorial reprints available at 


Zonolite announces the transfer of 
central division headquarters from 
Little Rock, Ark., to St. Louis, follow- 
ing the purchase of two licensee com- 
Pacilities pe oe vr Twenty-six Ways to Build Morale and ‘Teamwork—-by Art Hood 
lite inaulation Co., St. Louis, and Ver- How to get people to do what you want them to......September 22, 1951 
miculite Products, Inc., Kansas City, The ABC's of Personal Progress by Art Hood 
Mo. A time-tested prescription for getting ahead... February 11, 1952 

Porter-Cable Machine Co., Syracuse, 
N. Y., has formed a subsidiary Canad 
ian company under the name of Por- 
ter-Cable Power Tools, Ltd. This or The Mathematics of Pricing-—by Art Hood 
ganization will take over distribution A practical formula for profitable retail pricing February 9, 1953 
of PC portable electric tools in Canada. 


“Sittin’ Pretty!"——by Art Hood 
The operating ratios of sound, conservative dealers. .....August 25, 1952 


Making Merchandising Partners-—by Art Hood 

Clark Equipment Co., Benton Har- How wholesalers and dealers can work together for 
bor, Mich., appointed Russell L. Mc- NING h'y-2 ob hs bese ne = ...+December 14, 1953 
Kinley field service manager of the ie rs 
construction machinery division. I'wenty Things to Do Before Cutting a Price by Art Hood 
Management techniques for competitive price control. ...January 25, 1954 
Concord Woodworking Co. recently . 
opened a branch office and warehouse Twenty Ways to Go Broke and Fast! by Art Hood 
in Chicago to service midwest retailers A check-list on the major causes of business failures... February 8, 1954 
< co ct agp: ee pert “— A Creative Salesman’s Pledge——-by Art Hood Spe: 
Boston. The principles of creative selling ; ... February 22, 1954 


American Kitchens, a division of Why I Lost That Sale—by Art Hood 
AVCO Mfg. Co., Connersville, Ind., has A check-list of the reasons behind lost sales............. May 8, 1954 
appointed Robert L. Brintnall as mid- Too Many Retailers 
west sales manager. Brintnall, for- 
merly administrative assistant to the 
general sales manager, will have his Competition Is More Than Skin Deep!——by Art Hood 
headquarters in Chicago and will direct Why and how competitors capture business from your area. . August 9, 1954 
American Kitchens’ six midwest sales ‘ : 
districts covering 28 distribution cen- Compare Your Operating Statement-——by Ira S. Fields,, Fields 
ters. Kenneth Cook has been ap- and Fields, Certified Public Accountants, Chicago 
pointed assistant to the neral sales A set of favorable industry averages with which you can 
manager. Just recently, Mack Johns, compare your operations... pe be August 24, 1954 
former eastern division sales manager, ' 

Neel = aye ng new post of my iy ol mr pic pa ecyer m y September 6, 1954 


(continued on page 88) 


Not Enough Consumer Salesmen!—by Art Hood 
Why you should have additional consumer salesmen... March 22, 1954 


Never Underestimate the Power of the Women--by Art Hood 
How to attract and serve women customers... ; October 18, 1954 


L/se this coupon to send your order) 








AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 
139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Please send me reprints: (please circle) 
101 102 103 104 105 
108 109 110 WI 112 


Enclosed is 


WALL REFRIGERATOR, a complete- NAME 
ly new concept of refrigerator design 
puts the whole unit on the wall with COMPANY 
all food at a convenient level. The ADDRESS 

freezer section holds up to 73 pounds 
of food. Doors open by a touch of the city 
finger gripe at the base. 
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Dealer Loyalty to “Southem Brand” 


Spotlights Southern’s 


Dependable Service... 


We take deep pride and satisfaction in 
the accounts of many retail lumber 
firms which have been on our books 
continuously for a half century. In this 
group the grandsons of those who first 
became our customers over 50 years 
ago continue their firms’ loyalty to 
“Southern Brand” products, confident 
of sustained high quality today, tomor- 
row and when their own grandsons 


take over. 


Inquiry invited... 


Lig tf, B ev 
eaerelt tac 
Arkansas Soft Pine 
Satin-like Interior Trim 
Finish e Mouldings 
Pine Flooring 
End-Matched e Plain End 
Sheathing « Boards « Dimension 
Hardwood Flooring 
Prefinished e¢ Unfinished 
Hardwoods 


Trim « Mouldings « Lumber 


SOUTHERN LUMBER COMPANY 


Warren, Arkansas 
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TO BE IN THE SWIM, SELL TENSION SCREENS! 
TO WIN TOP SALES, SELL 


KEYSTONE 


TENSION SCREENS are the most modern, convenient and 
economical window screens ever. They weigh a lot less than 
old-fashioned screens . . . are a cinch to put up and take down 
from inside the house. They solve the storage problem, 


BUT...FOR TOP SALES IT’S KEYSTONE 
Just make a comparison of tension screens and you'll see why 
Keystones are in a class by themselves. In the first place, 
they're all-aluminum ... never rust or stain the woodwork 
. have extra years of service life. What's more, only Key- 
stones have all five of the following special advantages: 


1 —Slide bracket held by a screw. A round- 
headed screw installed in the top blind stop 
holds the readily removable top bar bracket. 


2 — Patented, tamper-proof tension catch at 
sill holds Keystone Screen securely in place. 
Just turn the knob to adjust for proper per- 
manent setting. 


KEYSTONE 


WIRE CLOTH 
HANOVER PA 


COMPANY 


FOSTORIA, OHIO 


Bur_ptnc Propucts MERCHANDISER 


3 — Exclusive Keystone free-floating sill bar 

assures snug fit at bottom... automatically 

= adjusts the screen to uneven or off-level sill 
~~ ...is easily raised in a jiffy for dusting. 


LT 


5 —The extra-strong vertical edges of Key- 
stone Screens are 5-strand selvage formed of 
special flat wire to assure complete depend- 
ability and necessary tautness. 


4 —There’s no bulky, unsightly hardware on 
the window sill with Keystone Screens... 
just two small, neat, permanent brackets. Only 
six screws in all are required for each window. 


For maximum sales in this fast-growing market, get the 
whole story about Keystone Aluminum Frameless Tension 
Screens. Mail coupon below, 


Sela SEE RT OS A NNO RN LIRR rem SOIR MeN ieRRRRORE 
Keystone Wire Cloth Co. 
Dept. 8-2, Hanover, Pa. 


Kindly send me full information about Keystone Aluminum Frameless 
Tension Screens 


Firm atatinnad | 
My name c | 
Street . 

City “ = Zone Stote 
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YOUR AD OF THE WEEK 





No. 28 of a Series 


ADVERTISING BENEFITS EVERYBODY 


A recent issue of Advertising Newsletter, pub- 
lished by the Chamber of Commerce of the United 
States, points out five ways that “Advertising Bene- 
fits Everybody” : 

1. Low prices result only if lots of people buy, making 
mass distribution, mass production economies pos- 
sible. Advertising is the best way to get a selling 
message to a large audience. Advertising makes pos 
sible reduced prices. 

2. Advertising supports radio, newspapers, television 
and magazines, which are our chief sources of news, 
entertainment, information and art. 

3. Keeps the economy healthy by stimulating sales 
Greater sales mean more jobs, better wages. 

4, Retail advertising lets shoppers know where to get 
it, how much it costs. Saves steps, time and trouble. 
5. Spurs competition to make better products for less. 

Retail lumber dealers benefit from their suppliers’ 
national advertising. It pre-sells the products you 
handle to people in your community .. . creates pref- 
erence for brand names .. . and often directs pros- 
pects to “see your lumber dealer first.” 

Best way to get miximum benefit from this national 
advertising is to “tie in” by featuring these same 
products and brand names in your own newspaper, 
radio and other advertising. This is a basic adver- 
tising rule, practiced regularly by merchants in all 
lines. Check a few copies of your local newspaper 
count the number of fellow retailers who identify 
their business with nationally advertised mer 
chandise. 


Y SEND FOR FREE COPY 

, OF HELPFUL AD BOOK 
Shows 254 ADservice mat illus 
trations of products, finished 
projects, and application — all 
available to you immediately. 
Also includes layouts, headlines, 
copy suggestions and construc 
tive ideas. Send coupon below 
today! 


(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


NAME 
COMPANY 
ADDRESS 
CITY... 





Rush my free copy of the 48-page ADservice book. 
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These attractive newspaper ads are from the winter 
series featuring interior repair and remodeling, being 
run by Nowels Lumber & Coal Co., Rochester, Michi- 
gan. All cuts shown are ADservice mats which are 
offered exclusively to lumber dealers by American 
Lumberman. 














ALL THE MATERIAL FOR A itni¢ ATT POOM 
AS LATI EAS PER MONTH 
NO GOWN PAYMENT 6 MONTHS TO PAY 
Oren sa, a ee 


TERMS TO FIT YOUR INCOME! 


Nowels Lumber & Coal Co. 


ROCHESTER Olive 2-941) 











Nowels Lumber & Coal Co. 


_ ROCHESTER OLive 2.441 


Lumber & Coal Co. 


ROC HE Olive 29471 

Above ads are 2 col. x 81% and 9 in. They demon- 
strate how ADservice mats may be adapted to various 
layout styles. Mats are offered in large and small 
sizes, making it easy to plan ads of any size from 
small 1-col. to full page. 
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here's another great 
FRANKLIN GLUE 
Hardware Week 
Special. 


Franklin's bargain days 
are here again. Take ad- 
vantage of them now. 
Hardware Week — April 
1] to 18 —brings extra 
profit to smart dealers, PROFIT 
Here's 48.5% profit on 

the fastest selling sizes of FRANKLIN GLUE, the only 


genuine liquid hide glue available in retail sizes. 


CONTENTS — aii in one package 


12 one-ounce tubes of FRANKLIN GLUE (FREE), 
to sell @ 15¢ each 


12 two-ounce tubes of FRANKLIN GLUE (FREE), 
to sell @ 25¢ each. 


12 quarter-pints of FRANKLIN GLUE 
to sell @ 50c each. ; 


12 half-pints of FRANKLIN GLUE 
to sell @ 85c each. 


TOTAL RETAIL VALUE $21.00 
DEALER COST 10.80 


DEALER MAKES 48.5°%, PROFIT $10.20 


also an EVERTITE GLUE ‘‘Squeeze 
Bottle’’ Hardware Week Special 


12 2-02. plastic applicators (2 free) to sell @ 30c... $ 3.60 
12 4-oz. plastic applicators (1 free) to sell @ 60c. . 7.20 


TOTAL RETAIL VALUE $10.80 
DEALER COST 6.40 


DEALER MAKES 40.7%, PROFIT $4.40 


Order these Hardware Week Specials from 
YOUR WHOLESALER NOW — not available 


after April 15, 1955. 


FRANKLIN GLUE CO. © COLUMBUS 15, OHIO 


(To obtain more data on advertised products see page 130) 
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EXPANDED FIR DOOR 
PROGRAM OFFERS 
J AIDS TO DEALERS 


’S4-'55 markets prove fir panel 
doors are more alive than ever 
ORDER FILES DON'T LIE December '54 orders for fir panel 


doors were highest in years ...a result of growing markets, 
new designs and hard-hitting promotion 


A million and a quarter new houses will be built in "55—a 
market for 13 million doors! Add the need for replacement 
of jerry-built, war-grade doors—here are potential sales of 500 
doors for every amber dealer in the U.S.! 


Here's what we're doing to help you get your share: 


1. NEW DESIGNS Added to the Popular Picture Panel tine are 
stylish new louvre doors and new designs 
in Dutch, interior and entrance doors. Prices 
still che lowest of any quality doors 

NEW MARKETS The doors-as-decorator-pieces idea has 
created a tremendous new market among 
style-conscious decorators and homeowners. 


- ADVERTISING National coverage in consumer, builder and 
architect magazines. Colorful ads stress style, 
price, dependability—name lumber dealers 


as source 


- PUBLICITY Hundreds of magazines and newspapers 
carried stories on the '54 Picture Panel door. 
Regular, newsworthy material will keep buyer 
interest fanned, point to lumber dealers as 


source, 


plus this spec jal kit of usable SELLING AIDS: 
5S. 10 “DOOR DECORATOR” BOOKLETS 


Something entirely new in customer stop- 
pers. Features 1955 House & Garden colors 
on fir panel doors. Users select their awn 
color combinations for any room inthe home, 
G. COLORFUL COUNTER DISPLAY 
Holds 10 Door Decorator booklets, shows 
full-color scale model doors. Simple, sturdy 
one- proce construction with plastic coating 
for long life. 
a BRILLIANT BANNERS 

Big banners for window, wall or displays. 
Stimulates redecorating, remodeling sales 
S. NEWSPAPER AD MATS 
Feature free Door Decorator booklet, list 
your line of interior, entrance and garage 
doors. 
9. SALES TALK TIP SHEET 
Gives you honest, believable points to prove 
advantages of fir pane! doors in style, qual- 
ity and cost, 


FIR DOOR INSTITUTE, TACOMA 2, WASHINGTON 
RUSH MY FREE DOOR SELLING AIDS KIT 


NAME 


COMPANY 
to help you 
et your snare 

~ of 14 million 


door sales city 
(Offer good only in U.S.A) 


STREET 








This brand name 
on lumber now launches a 


Great new program 


THAT.|.. 


> 


leading magazines 
spotlight 


WEYERHAEUSER 
4-SQUARE 
LUMBER DEALERS 
in 15,628,508 homes! 


The big new Weyerhaeuser 1955 program will open 
with a full-color page in the Saturday Evening Post 
on February 19. This will be followed by five more 

"= colorful pages in the Post, plus advertisements in 
Better Homes and Gardens and in American Home. 
The 4-Squore Farm Building Service will be featured 
in two leading farm magazines . . . Better Farming 
(Country Gentleman) and Successful Farming .. . in 
addition to the Saturday Evening Post. Together these 
magazines form one of the most powerful buying 
influences in the country. 


Weyerhaeuser Sales 
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@ The biggest program in the history of the Weyer- 
haeuser 4-Square Building Services opens February 
19 with a full-color page in the Saturday Evening 
Post. Lumber Dealers who feature the 4-Square 
Services will receive this valuable sales assistance: 

Thousands of home and farm building prospects, 
reading America’s leading magazines, will learn that 
the office of their local Weyerhaeuser 4-Square Lum- 
ber Dealer is building headquarters . . . the place to 
go for plans, building and finance information, and 
a selection of quality building materials. 

Prospects who request more information are re- 
ferred to Weyerhaeuser 4-Square Dealers—and 
names and addresses of local prospects are mailed 


to the nearest Dealer. Supplementary display ma- 
teria] and a comprehensive array of plan books, 
literature and promotional tools are available to 
further spotlight Weyerhaeuser 4-Square Dealers at 
the local level. 

If you feature the 4-Square Building Services, this 
is actually your advertising . . . and it sells not only 
lumber, but all the building materials you carry. 

Weyerhaeuser 4-Square Lumber Dealers who do 
not have one or both of the Building Services are 
invited to write to the Trade Promotion Depart- 
ment, Weyerhaeuser Sales Company, First National 
Bank Building, St. Paul 1, Minnesota, for full 
details. 


building headquarters 


ST. PAUL 1, MINNESOTA 


Company 
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( Here's the one that \ 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 








it WORKS BETTER. 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
ear.” What's more, 
Jurham’s Rock- 
Hard Water Putty 
es you by far the 

st profit-margin on 
any product a this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off, Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
ndustrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 

LINOLEUM PASTE 

More spread per 

gallon (20 yards or 

more) . . . smooth- 

er body... easy to 

spread... no dis- 

agreeable odor . . . no presetting neces- 
sary ... never gummy or tacky. 


LINOLEUM TROWEL 


Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
dle. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 
Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


Order from your wholesaler. 


CONSUMERS GLUE CO 


M< 
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COMPANIES ANNOUNCE 


(begins on page 79) 





Empire Millwork Corp., Corona, 
N. Y., in association with Denny Bldg. 
Corp., announced the purchase of 102 
acres of farm land in Philadelphia. 
Plans are being drawn to build 425 
houses and a shopping center of ap- 
proximately 19 acres. The homes will 
be in the $10,000 to $15,000 class. This 
development will be known as Nor- 
mandy and is designed as a departure 
from Philadelphia’s traditional “row 
house” construction. 


Tracy Kitchens, Pittsburgh, to help 
dealers capture their share of the $4.5 
billion dollar kitchen market in 1955 
has announced a new sales training 
program. The program is backed by 
a guide and four color films available 
from Tracy. The guide takes the sales- 
man through the fundamentals of the 
kitchen business and explains the 
Tracy line for 55. 


Ideal Metal Products, Inc., Detroit, 
has appointed Stephen E. McPartlin, 


Inc., Detroit, as general sales man- 
ager. McPartlin will head the sales 
activities of the firm’s new Paramount 
Home Workshop from Chicago. The 
home workshop is a new multi-purpose 
power tool designed specifically for the 
ome handyman. 


Panelyte Division, St. Regis Paper 
Co., announces the appointment of 
William W. Gordon as general sales 
manager for all Panelyte products. 


Republic Steel Kitchens, Canton, 
Ohio, has appointed Charles E. LaDue 
as district sales representative in 
upper New York state. 


Evans Products Co., Plymouth, 
Mich., announced that the firm’s sub- 
sidiary, Evans Products, Ltd., is con- 
structing a Douglas fir plywood mill 
at Vancouver, B. C. 


DeWalt, Inc., Lancaster, Penna., 
has named Truman Jones, former 
manager of the special sales division, 
as general sales manager. He suc- 
ceeds Conde Hamlin who was elected 
DeWalt’s executive vice-president in 
November. 





WORLD’S LARGEST SANDPAPER PLANT was built by Minnesota Mining and 
Manufacturing Co., St. Paul, to apply advanced ideas to the manufacturing of 
coated abrasives. The plant shown here is actually a machine with a shell 976 


feet long built around it. 


World's Largest Sandpaper Plant Opened in St. Paul 


The world’s largest sandpaper 
maker a machine three city 
blocks long — was put into oper- 
ation last month in St. Paul by the 
Minnesota Mining and Manufac- 
turing Co. 

The huge 976-foot-long plant was 
built to apply advanced technol- 
ogy into manufacturing coated 
abrasives and represents the com- 
bined technical skills of 3M’s en- 
gineering, research and production 
staffs. 

The unique structure is actually 
a single manufacturing unit with 
a shell built around it. Specifica- 
tions were precise and exceeded 
those set down for processing to- 
day’s coated abrasives. 

The firm’s blueprint for “coated 
abrasives of tomorrow” is built 
around the increased need for new 
constructions in glue-bonded abra- 


sives and the ever-expanding field 
of resin-bound abrasives. 

Electronic, neuclonic, mechani- 
cal and air equipment in the ma- 
chine control machine speeds, cur- 
ing temperatures and bonding 
viscosities. Penetrating radiation 
in the form of beta rays measures 
the uniformity of coating thick- 
ness and coating weights as the 
continuous web of coated abrasives 
pass through the maker to the dry- 
ing tunnels. A battery of record- 
ers keeps a continuous check of 
each operation in the manufactur- 
ing process. 

The 3M company has been man- 
ufacturing coated abrasives for a 
half century, and has been instru- 
mental in developing mechanical 
means of harnessing the product 
to forward its use, increase pro- 
duction and lower the cost to the 
industry. 
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the only 


goldbiatt 


you’ ll ever see! 


This 100-page catalog is our only salesman. We 
have no jobbers, no men on the road. It calls on you, 
takes your orders. It gets you tools no one else has. 


We also pre-sell contractors, bricklayers, plasterers, cement 
finishers, and the other trowel craftsmen on Goldblatt tools 
with this catalog. We mail hundreds of thousands of 
copies describing some 1056 tools to the men who earn 
their livings with them. 


So when a trowel craftsman comes to you to see a Gold- 
blatt tool, the selling has been done. He's ready to buy, 
and he'll buy again and again. Goldblatt quality sells for 
keeps. 


it's very good business, you'll agree. And all from this 
catalog—our salesman. Would you like to see it? Like to 
see if Goldblatt tools can add to your volume? 


1944 WALNUT ST. 


ol company 


KANSAS CITY 8. MO 























Pe Mail the covpen. Ne 
eet salesman will call— 
"T except the catalog 

I L 
a L 

















Goldblatt Tool Company 
Dept. P2 

1944 Walnut Street 

Kansas City 8, Missouri 


Please send your 1955 Goldblatt tool 
catalog and dealer discount information, 


FIRM NAME 





ADDRESS 





ciTy 





STATE 
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These men made 
last year to help you 


9233 


: , a 
E. W. Adams £. & Ambrose, Jr L. 0. Anderson R. L. Anderson* ! E. M. Bennett J. Berg P. E. Bleue! A. & Bliss 
Akron, Oto Gardes City, N.Y Syracuse 4, NY Rockford, WW Chalmette, La wieoshen Wis. Louisville, Ky Sacramento, Calif 


Be 


f 
R. A. Day M. H. Duff 0. 0. Dupler A. A. Eriokson A. J. Erickson B. W. Evans W. K. Fehring W. E. Frazier F. J. Fitzgeraid* 
Ocean City, NJ Norwalk, Conn Columbus, Ohio Topeka, Kans. Bloomsburg, Pa. Fort Wayne, Ind Bayshore, N.Y Alexandria, La. Cincinnati, Ohio 


MEE 


R. J. €. Johnson R. T. Jones C. J. Kent M. J. Klein W. J. La Rue R. S. Langworthy W. R. Larson C. G. Lawson* R. W. Livingston 
Wichita, Kansas Billings, Mont Salt Lake City, Utah Oklahoma City, Okla Lubbock, Texas Peoria, tii St. Paul 8, Minn Brigantine, NJ. Des Moines, lowa 


aehF a 


¥ - + 
L. C. Miller R. D. Mohiman M. A. Mull e J. P. Murnane H.W. Myers Nixon 0. G. Norbeck H. 0. Norstrom W. F. O'Brien 
Madison, Wis. Erie, Pa Rutherford, Portland, Ore Fresno, Calif Los pam 4. 25, Calif. Fargo, N.D. Omaha 3, Neb. Brandon, Vt 


4. B. Robertson Helmer Roe K. B. Rolf* W. A. Ross A. J. Rost J. A. Rush 
San Antomo, Texas Eau Claire, Wis Minneapolis, Minn Evansville, Ind. Little Rock, Ark Arlington Heights, tii. 


R. W. Van Houten . 0. W. Velsor W. A. Vong B. W. Walters V. C. Ward H. A. Ward 
Newburgh, NY 4 Rockville, Md. Richmond, Va Atlanta, Ge Charlotte, N.C Uniondale, N_Y 


He made 521 builder calls for his dealers 
last year. ‘He’ is a composite of the 103 finest 
salesmen in the business. These facts might 
interest you and help explain why he does such 
a tremendous job. He’s been with Insulite 8 years 
and had 4 years building material experience 
before that. He's 40 years old and averages 2|4 


4 iw ee Your typical Insulite salesman might look like this 
the result of printing one photo over another. 


*Assistant Sales Manager 


another example of 


now MMISULITE .....- 
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53,663 builder ca 


sell Insulite! 


R 9, 


Spencer Boynton D. W. Butler 
Detroit, Mich Cape Girardeau, Mo. 


33 


E. J. Gjesdahi David Griffiths 
Green Bay, Wis Pittsburgh, Pa 


& 


K. G. Macintosh* F. E. Mackey W. M. Macy 
Dallas, Texas Joplin, Mo. Mundelein, III 


aay 


A. C. W. Peterson S. T. Peterzen J. P. Phalen 
Needham, Mass Kansas City, Mo Detroit, Mich. 


S. W. Shields 0. N. Sprin on 
Minot, N.D. Fairmont, 


a9 


M. A. Williams* A. B. Wilson 
Bedford Hills, N.Y. St. Charles, Mo. 


J. A. Calder 
Glendale, Mo 


W. M. Carson 
Cincinnati, Ohio 


W. L. Carson 
Waterloo, lowa 


J. P. Hartigan 
Binghamton, N.Y 


C. F. Heym 
Detroit, Mich. 


Duluth, Minn 


D. T. MacFariand 


J. K Mantle 
Saginaw, Mich 


San Jose, Calif 


R. P. Oistad 


D. R. Phillips 
Sioux Falls, $.D 


Houston, Texas 


G. A. Schaefer 
Lancaster, Pa 


F. J. Sherman 
Portland, Maine 


L. L. Shields 
St. Paul, Minn. 


W. B. White 
Savannah, Ga 


R. M. Whyte* 


—— Wilkinson 
San Jose, Calif 


Grand Rapids, Mich 


1947 he is the 


‘s intensive sales training pro 


college. If hired 


product of Insulite 


ars of since 


tions. (We've 
gram (regardless of previous experience) where 
gq, traffic, distribution, 
promotion. He’s 
ceiving end o! 4 cons 


h he ips 


2 sales 


aavertis 


engineerin 
ng and sales 
ww of That's what n 
outst 


tant fle 


| data whi explain hi: and- 


af 


peen 
man in his field.) But just as 
He’s been trained to pass on this knowledge to 
others to yo 
ikes him 
for you—as ws 


ce Bs, 


C. S. Christian 
Memphis, Tenn 


E. H. Cottrell 


R. J, Darling 
Denver, Colo. 


R. T. Crain 
Glendale, Calif Longmont, Colo. 


W. M. Jaima 
Minneapolis, Minn 


G. T. Johnson 
Knoxville, Tenn. 


H. H. Johnson 
E. Hartford, Conn. 


a 


J. A. McGranahan 
Raleigh, N.C. 


R. F. Jonnson 
eo NJ 


G. R. Marine 
Carmel, ind 


R. J. Martin 
St. Cloud, Minn. 


E. E. Merrick 
Kansas City, Mo. 


james Quarfot F. R. Renwick JH. Rheintrank 
Rochester, N.Y. Birmingham, Ala Dallas, Texas 


222 


J. C. Stimson L & Stockbridge H. P. Strin “4 
Batavia, til Niles, Mich. Towson, 


9. 


We sao , 


1c ‘Roach 
Morristown, NJ 


F. P. Townsend 
Albany, 1.Y 


K. V. Winchester 
Cleveland, Ohio 


A. F. Wocken 


M. W. Wright 
Buffalo, N.Y 


Toledo, Ohio 


ing knowledge of his products and their applica- 


told he’s the best informed 


important is this: 


ana your 


builder 
uc h 


customers 
a good salesman 


i 


for us 


(MEULITE 15 & MEGISTEREO TRADE MARA 


you sell INSULI 


INSULITE DIVISION, Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 
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THE LUMBER MARKET 


Prices Advancing 
But Market Disturbed 


SEATTLE — The overall picture 
of lumber here shows firm to ad- 
vancing prices but with several dis- 
turbing factors. These include a 
world-wide shortage of ship space, 
a slowdown strike in the shingle 
industry and enough transits in dis- 
tress to make the market very sensi- 
tive. On the favorable side last 
summer’s strike was settled Janu- 
ary 17 on the basis of a 7'4¢ hourly 
increase in a contract to run from 
January 1, 1955 to April 1, 1956. 

There is no space available to the 
Atlantic nor to Pacific ocean ports. 
Movement of coal and wheat is very 
heavy and lack of space may cause 
green dimension to back up at the 
cargo mills. At present the fir mar- 
ket is firm but buyers are choosy 
and purchase what they want. 

Studs are strong. Many fear 
lumber will go to other markets 
because it can’t be shipped by water 
to the east coast. Shingles are very 
firm and will be scarcer. Twelve 
mills in the Portland area and six 
at Grays Harbor are down due to 
slowdowns by employes. No. 2 
XXXXX are cleaned up. 

The east has been buying straight 





cara. Pines are very firm and steady 
and spruce is strong. Principal 
items in cedar siding have advanced 
$5 to $10 due to a strong market. 


Rainy Season Slows 
California Market 


SAN FRANCISCO — Stormy 
weather has tended to temporarily 
upset the booming northern Cali- 
fornia lumber market, slowing down 
production at many mills and creat- 
ing a minor shortage of both logs 
and finished lumber. 

With lumber somewhat scarce be- 
cause of heavy rains, prices are 
very firm with 2x4 fir bringing $76 
to $80 at the mills. Studs are aver- 
aging about $75 and 1x6’s are much 
stronger than 1x8’s. 

Bill McCubbin, Fraymer & Mc- 
Cubbin, San Francisco, reports talk 
of a threatened car shortage in the 
north. Rumors of this nature usual- 
ly come at a time when lumber gets 
harder to sell. 

Jim Farley, Pacific Lumber Co., 
reports that the redwood market is 
“doing fine and is better than ever.” 
Weather conditions are not affect- 
ing the redwood mills and prices 
have remained fairly stable. 


Pacific Lumber probably will not 
raise prices, although many dealers 
appear to be oversold and the mar- 
ket is sufficiently firm to justify a 
rise prior to the spring buying 
surge. 

Donald C. Anderson, executive 
vice president of Durable Plywood 
Co., Calpella, Calif., has announced 
purchase of the firm by Twin Har- 
bors, Aberdeen, Wash. The plant 
employs 180 men and ships 3,000,- 
000 feet of plywood a month. Ted 
Stoleson will be general manager 
for Twin Harbors and will also 
direct the green veneer plant op- 
erated by Durable at Arcata, Calif. 


CIO Union Accepts 
Panel Recommendations 


TACOMA CIO woodworkers 
of the St. Paul & Tacoma Lumber 
Company operations here have 
voted “almost unanimously” to ac- 
cept the 714¢-an-hour increase rec- 
ommended by the fact-finding 
panel appointed by the governors 
of Washington and Oregon. The 
increase would be retroactive to 
January 1, 1955. The contract runs 
until April 1, 1956 but can be re- 
opened for negotiation next Jan- 
uary. The accord follows by three 
months the end of last summer’s 
long strike affecting most of the 

















THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN ForEST Propucts LTp. 
FBURNE SAWMILLS DIvIsION 


VANCOUVER, B.C. 
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Pacific northwest’s 
logging industry. 

The situation for the industry 
generally continues on an optim- 
istic tone. Orders and inquiries 
appear to be gaining in volume and 
prices for the most part are firm. 
Weather so far this winter has not 
been particularly severe and pro- 
duction has been holding up in 
good shape. 


lumber and 


Southern Pine 
Strong at Baltimore 


BALTIMORE — The southern 
pine market in this area is con- 
tinuing its upward trend, as re- 
flected in the slightly higher prices 
prevalent during the past month. 
Some yard operators attribute this 
rise to increased production in 
industry and shipyards. A few 
comparative prices show 6 x 8 long 
leaf pine, S48, delivered in Balti- 
more for around $118 per M; 6 x 
10, S4S is being bought at about 
$128. Delivered prices for mer- 
chantable lumber of the same type 
are $145 for 6x10s; and around 
$170 for 6 x 12s. 

Changes in the fir market have 
been negligible for the past 30 
days; with prices remaining 
steady. Green Douglas fir, No. 1 
common with up to 25% No. 2, 
S48, is bringing the following ap- 
proximate delivered prices: 2 x 4 
—$106.50; 2 x 6—$106.25; 2 x 8— 
$107.25; 2 x 10—$107.75; and 2 x 
12—$109.00. 

All of these are cargo prices 
and subject to a $3 per M unload- 
ing charge. Some dealers report 
the supply of this lumber to be in 
slight excess of the demand; but 
most of them seem convinced that 
this particular market is headed 
for an upward swing. 

In oak flooring, the situation 
seems to be somewhat changed 
from what it was a month ago. 
Although prices have remained the 
same, the demand has apparently 
caught up with the supply. Deal- 
ers report a decided increase in 
orders for this type of lumber. 
Delivered prices for clear, plain, 
white oak flooring are still around 
$198 per M; while red oak in the 
same category is being bought for 
about $208, delivered. 


All Grades Firm 
At Kansas City 


KANSAS CITY — A _ decided 
firmness in almost all grades of 
lumber has been manifest through- 
out January in the southwestern 
lumber market. In some cases mills 
tacked on increases and others 
held steady with indications that 
higher quotations were in the 
offing. 

While there was not a great deal 
of business booked, the mills were 
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not too eager to sell too far in ad 
vance in view of the strong satis- 
tical position. The weather has 
been bad and mills are not able to 
cut or ship in some parts owing 
to severe cold and rains. 

It was reported that quotations 
on lumber for the east side of the 
Mississippi were practically on a 
par with west side prices and that 
the usual differential has disap 
peared. There is not much dry 
stock around and orders received 
are well in excess of production. 

Some mills posted a $2 increase 
on the key board items in the last 
10 days, with 1 by 8-inch No. 2 


commons selling as high as $87. 


The majority were at a top of $85, 
however. The _ 6-inch boards 
brought $80 to $82, the latter being 
a $2 increase for many mills. 

Retailers are making inquiries 
on an increasing scale and when 
orders are placed the request is 
for immediate shipment. Even the 
industrial business has begun t» 
improve and the heavy construc- 
tion work is providing some addi- 
tional lumber business. New starts 
in January are greatly larger in 
number than a year ago, and a 
large residential construction year 
is generally predicted for the 
southwest area. 


i] FENCE 


right for your 


customers’ every need 


You'll increase your sales of fence 
when you impress upon your cus- 
tomers that CF&I Fence is right for 
their every need. Sell the features 
which assure the permanence, ease 
of erection and good looks of CF&I/ 
Fence. Stock the kinds of fences that 
exactly suit your customers’ needs 
... you'll find them among the nearly 
150 different types, heights and 
weights of fence made by CF&I. 


Full details about these and many 
other selling features of CF&I 
products are included in the new 
CF&! Wire Products Catalog . . . the 
complete story on o wide variety of 
steel products known throughout the 
West for their quality and depend- 


And remember—tvery fence customer 
is also o prospect for these allied CF&I 
Products. 


CF&i BARBED WIRE 

CF&!i BARBLESS WIRE 
CF&I PENCE STAYS 

CF&I FENCE POSTS 

CF&I NAILS AND STAPLES 


ability for over half a century. Con- 
tact your CF&I representative today 
for your copy of this completely new, 
informative CF&|l Wire Products 
Catalog. 


TE'S BRAND 


is “Ys 
YOUR , ‘ULfté 


PROTECTION 


THE COLORADO FUEL AND IRON CORPORATION 


UF 


Abilene » Albuquerque » Amarillo » Atlonto - Billings + Boise » Boston - Buffalo - Butte - Casper - Chicago + Denver 
Detrolt + El Paso + Ft. Worth - Houston + Lincoln (Neb.) + Los Angeles « New Orleans + New York « Oakland 
Okiahome City + Philadelphic » Phoenix - Portland - Pueblo - Salt Lake City - San Francisco - Seattle « Spokane + Wichite 


(To obtain more data on advertised products see page 130) 93 





Lumber Prices at Press-Time 


The following index is intended merely as « check on buying practices. It is « compilation 


and ever 
the ma 


of mill prices at press time and should not be considered as current on the day 
is received. The prices should be useful in following market trends and as « 


check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr Cc 
160.00 165,00 


Wlat Grain Flooring 
140.00 
160.00 


Urep Siding 


ixé (Pat. 
ix6 (Pat. 


BA ccccrereeve 120.00 
110.60 


Beards and shipiap and 2’ (Green) 
1x6 ix8 1x10 

No. , 68.00 
No. y 64.00 
No. ‘ 67.00 


No. 1 Dimension 
12’ 
76.00 
76.00 
77.00 
76.00 
76.00 
Neo. 2 Dimension 
2x 4 73.00 73.00 
2x 6 72.00 176.00 
2x 8 174.00 173.00 
2x10 72.00 74.00 
2x12 72.00 70.00 


Neo. 3 Dimension 
ax 4 
ax 6 
gx 8 
2x10 
2x12 
(Add $156.00 for dry lumber ) 


165.00 
166.00 





RED CEDAR SHINGLES 
— 
Picea 


No 12.00 
f 00- 7.256 


6.00 


~11.60 
7.00 
6.00 
Prices for Western Ned cedar siding 
in mixed cars, new bundling, & to 10 
are: 
Reveied “iding, %& Inch 
Clear ‘2% Is 
% by 4 Inch 100,00 95.00 50.00 
% by 6 ineh. 80.00 77.00 50.00 
% by 6 inch -120.00 115.00 100.00 
% by 8 inch 160.00 145.00 105.00 
Clear Bungalow Siding, % tach 
8 inch 180.00 175.00 


10 ineh 205.00 200.00 
12 ineh 220.00 215.00 


Winish, B and Btr, $2 oF 45, 
* oo Ye or Reugkh 
x 


140.00 
170.00 
165.00 


235.00 


? to 1% or Longer 


126.00 100,00 

136.00 126.00 100.00 

Discount on mouldings, 6’ to 20’ odd 
lengths. 


Series 8,000 
Listing under 4.0¢—l\ist pise 36% 


Listing 4.00 and over—liat plus 36% 
Clear Lattice, 6/10 = 1%"—# to 1 
100 lin. ft. rye on neoreov be 
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WESTERN PINES 


Voenderosa Pine 
6/4 RW 


and 
4/4 RW 6/4 RW 8/4 RW 
260.00 266.00 270.00 


No.1 No.2 
142.00 110.00 
142.00 110.00 


Selects 

82 or 45 
C&Btr, RL 

Shop, 828 


Commons, 52 or 45 
Btr. No. 3 No. 4 
ix 8 RL ....110.00 
ix12 RL ....122.00 
idaho White Pine 
Selects 82 or 48 
1x4 x6 1x8 
C&Btr. RL .270.00 270.00 270.00 2 
DRL 280.00 230.00 230.00 2 
Commons, $2 or 45 
0.1 No. 2 
1567.00 146.00 
-+ 186.00 151.00 


Sugar Pine Selects $2 or 48 , 
a¢s W 65/4RW 6/4RW 

B&éBtr. RL. .266.00 280.00 285.00 
Cc RL 260.00 276.00 280.00 
D RL ......230.00 245.00 245.00 
Shop, 525 


No. 2 No. 3 
122.00 80.00 


152.00 122.00 80.00 





OAK FLOORING 


Clear Pin x2 OK x2 xl% 
White 190.0 160.0 172.00 1567.00 
Red 167.00 172.00 167.00 


Sel Plain 

White W 148.0 

Red ‘ 162.0 
#1 Com. 

White ‘ 132.00 162.00 

Red 136.00 1562.00 
22 Com. 

Pin. White 

& Red 105.00 75.00 $5.00 65.00 


147.00 


0 162.00 
0 147.00 


162.00 


136.00 
135.00 


126.00 90.00 90.00 76.00 


SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. Cc D 
260.00 235.00 200.00 
iat Grain Fleortag 
ix4 ; 170.00 
1x6 176.00 
Drop Siding 
1x6 #106 
ix6 #116 


HNoards & Shipliap 
1x6 


ix4 Heart .. 


160.00 
166.00 


126.00 
126.00 


191.00 
191,00 


140.00 
140.00 


1x8 
No, 1 (D 

Grade) 140.00 140.00 
Me, Bias 85.00 90.00 
No, 3 ...... 70.00 78.00 


No. 1 Dimension (Dense) 
12’ i4’ 16’ 

102.00 102.00 

103.00 107.00 

103.00 103.00 

116.00 116.00 
132.00 132.00 132.00 


Neo. 2 Dimension (Dense) 
tx 4 94.00 ‘ 97.00 
2x 6 91.00 . 91.00 
2x 8 94.00 . $9.00 
2x10 96.00 ; 96.00 
2x12 91.00 91.00 

No. 3 K/L Onty 
3x 4 
ix 6 
zx 8 
2x10 
2x12 
All prices baced on kiln dried stock 


REDWOOD 


: 


Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All H 
Clear All Heart 
Cear All 
Clear All Heart 
Clear All Heart 
. Clear All Heart 
Clear All Heart 
Note: A grade Y.G. Redwood Siding 
$6.00 less for %, % and % in above 
sizes. 


2aLRQINOLAOS 


cers 5 


= 
ROSAS ar2wane BS 


MMMM MM Me 
<<<<<<<<<4 


PRE 


— 


Ansne Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $16.00 for A Grade. 


Fintsh 


ix 4 Clear Heart 548 
1x 6 Clear Heart 848... 
ix 8 Clear Heart S48.. 
1x10 Clear Heart 848 
1x12 Clear Heart S48 





WESTERN HEMLOCK 


Vertien! Grain Flooring 


B&Btr. Cc 
150.00 145.0 


Viat Grain Flooring 
136.00 


1x6 (Pat #1)06.150.00 
ix6 (Pat. #116).150.00 


ix4 


Hoards and Shiplap and 
2” (Dry) 


No 
No 
No. 


No. 1 Dimension 
12° 14’ 
78.00 78.00 
78.00 78.00 
78.00 78.00 
78.00 78.00 
78.00 78.00 78.00 


» 2 Dimension 


2x 4 74.00 74.00 
2x 6 74.00 74.00 
tx 8 74.00 73.00 
2x10 73.00 74.00 
2x12 71.00 71.00 


No. 3 Dimension K/L 
m4 36 ; 60.00 
2x 6 67.00 
2x 8 55.00 
2x10 53.00 
2x12 53.00 





ENGELMANN SPRUCE 


HNeards and Shipiap (dry) 


1x6 ix8 1x10 lxiz 


No. 2&Btr. 100.00 105.00 103.00 105.00 
No. 3&@Btr. 69.00 71.00 70.00 71.00 


No. | Dimenston (atr 


.00 0 
70.00 0 
2x12 70.00 70.00 
Mille are now grading boards 
and 3 common. Mille do not grade out 
No. 3 dimension as in fr 
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Build solid sales and satisfaction with 


HAR-VEY 


ROLLING DOOR HARDWARE 


a? atte 





TIME-SAVING! 
ONE-MAN INSTALLATION 
IN 20 MINUTES 

No juggling, 

no awkward handling — 
Just a simple, quick job. 


COST-SAVING! 
CONVENIENT PACKAGED 
SETS AT LOW COST 





IMPORTANT NEW PRODUCT NEWS! 

The makers of Har-Vey Hardware are introducing a 
revolutionary new idea to enable you to corner the 
screen market in your area. For news of Homeshield 
Easy-to-Make Screen Kits, Write Dept. LK-! 


* 
Ae 


AMERICAN SCREEN PRODUCTS 


COMPANY 


Get all the fects, today. Write Dept. t 


Manufacturers of HOMESHIELD full-frame Aluminum Screens and Storm Sash 
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Co. are now available. The lanterns 

are available in six distinctive models: 

the New Englander, Old ’Frisco, Old 

New Orleans, Old English, Dutch Co- Ceramo Siding 

lonial and Georgian Colonial. Each is 3 ; 
fitted with a standard 3-inch collar Like the sherwood green, granite 
which permits the lantern to be gray, congo brown and white ceramo 
mounted on any 3-inch wood or metal shingles, sage green is said to com- 
post. The lanterns are supplied com- bine the long life and tough, rugged 
plete with porcelain sockets and easy = Protection of a quality asbestos ce- 
directions for wiring and post instal ment base, with a glazed ceramic 
lation. Hadco also carries a complete surface. Ceramo colors are baked on 
line of all-aluminum posts and wali i" & ceramic compound under high 
brackets, also cast by Littlestown. heat. Ceramo siding features wood 
American Smelting & Refining Co., grain texture, distinctive style and 
Dept. AL, 120 Broadway, New York easy application. Philip Carey Mfg. 
5, N. Y. rage wt Dept. AL 8-G, Cincinnati 
5, io. 


For more data circle Neo. 3 on coupon, p. 130 


For more data circle No. 1 on coupen, p. 140 


Glass Blocks 


PC glass blocks have insulating 
value of masonry, light transmitting 
properties of glass, claims Pittsburgh 
Corning Corp. The company an- 
nounces it has a block for every 
daylighting need and recommends its 

Post Lanterns glass blocks for industrial, commer- 

cial and public buildings. Installation 

Authentic reproductions of Colonial instructions are available. Pittsburgh 

fast lanterns cast in aluminum by the Corning Corp., Dept. AL, 1 Gateway 
ittlestown Hardware and Foundry Center, Pittsburgh 2, Penna. 

Co. for Hadeo Aluminum Products For more data circle No. 2 on coupon, p. 130 


Birch Beauty Treatment 


This Brammer birch beauty treat- 
ment includes not only the selection 
of finishes, blond, natural and fruit- 


you already st iel 4 4 Vy wood, but also the wax polish surfac- 





ing that is said to give a hard and 


of each awn Tats) smooth finish. These items are packed 


in an attractive, convenient carrying 
case. The Brammer birch beauty 
treatment augments the line of do- 


so why not sell it-yourself wild grain birch kitchen 


cabinets and the exclusive three price 


the complete package range of Brammer Kitchens in the do- 


it-yourself model. Brammer Mfg. Co., 
Dept. AL, 1441-1501 Rockingham Rd., 


NEW DO-IT-YOURSELF KIT got cit gi Ra. 
CAN BOOST YOUR PROFITS 


Low retail price (only $27.50 for 9’ awning) 
plus ease of installation makes the new 
Easy-Awn awning a real profit-maker. We 
supply a package containing ready-to-paint 
wih sides and hardware . . . you supply siding 
« and front trim molding. Put the two 
together and you have the finest do-it- 
yourself awning on the market today. 
woo d Easy-Awn awnings and door canopies 
i are ideal for both home and commercial 
Gwin g $ whey d markets. Find out now how you can build 
door canopies sales with America’s newest and most 


practical ventilating wood awning. 








Monumental Awning Window 


Designed and manufactured for 
monumental construction, these win- 
THE HOUGH SHADE CORPORATION dows feature perfected weatherstrip- 
1026 Jackson Street © Janesville, Wisconsin | ping, heavy extruded sections, 1% 
ee en: - SPE. | ventilator depth, minimum thickness 


Patents Applied For 





es of all structural members %”. Win- 
Company Name — _ - —_—_——— dows are adaptable to unusually large 
openings. are Laboratories, Inc., 
Dept. AL, P.O. Box 37, Riverside Sta- 
tion, Miami, Fla. 
For more data circle No. 5 on coupon, p. 130 
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Cummins Model 3052 Drill.Saw 
Kit. Top valve, big seller. 35 
pieces -to drill, sow, sand, 


Combination Fan & Stand 4 em sccinn Brit hos tonoke: 


A new Porta-Breez combination ee cote th ain 
20-inch fan and patented adjusto- 
matic stand has been announced. 
Manufactured of one-inch seamless 
tubular steel, the new stand can be 
set at any height, from 17” to 58” high 
by simply raising the fan to the de- 
sired position and leaving it there. The 
fan blades have been mounted in rub- 
ber to minimize noise, yet the new 
Porta-Breez fan will draw air at the 
rate of 2,500 cubic feet per minute at 
high speed. Finished in a surf-green 
baked-on enamel. Lau Blower Co., = : be 
Dept. AL, 2007 Home St., Dayton, Lumber dealers say — “nothing like Cummins MAKAW 717 with 
Ohio. exclusive maglespivet. Finest 


+ n“ 
it for more power tool sales home power saw. Makes ever 
For more data circle No. 6 on coupen, p. 130 P cutin 2° dressed lumber. $49.9. 


‘af > = , 


Attractive 
Store Handouts 


Cummins Model 304 %" Drill, 
eared chuck and key. Compact 
esign. Has famous shock. 

proof Perm-Align geors. $24.95 


Powerful Ads in 


Storm and Screen Doors endian Magazines! 


Utopia Doors are available assem- 
bled or KD. Full thickness, they are 
made of satin-finished 63S-T5 alumi- 
num. Equipped with two glass and popular - — back 
two screen panels to insure full storm Finest priced power tools ed 
door insulation, full screen ventilation, by @ program that pays off for you! 
or upper or lower half screened ven- nin Sethe Cummins Model 351, 4" drill, 
tilation. Glass panels are available as Again in'55—the local dealer (ub oe Sane power, lene We 
optional equipment. Storm Windows cg behind Cummins yy chuck ond key, $99.95 
of Aluminum, Inc., Dept. AL, 185 West ouee Baer See Be fo high 4 !, 

Bowery St., Akron 8, Ohio. oo, ee aoe Sepeeee: 

For more data circle No. 7 on coupon, p. 130 nity to ride along with the 
winner—to increase your 
traffic and profits with the 
famous top-quality power 
tools do-it-yourselfers are 
demanding. Get Cummins 
Power Tools—the spectacu- 
lar value line backed by ad- 
vertising aimed right at your 
customers and prospects — Cummins Model 3042 Drill, 
rightinyourowncommunity. ? Sow Bh. Fopeter ie-camt san 


saw attachment,over30 
pieces. $34.95 


Rain Pruf Mail Boxes QUALITY PRODUCTS OF ae ae ae ome oe eae ae ee oy 
r " r : John Oster Manufacturing Co., 
The new, No. 45 BRB Remington 
Rain Pruf aluminum mail boxes are oo SoS Orie satoestene17-Win F 
now being shipped to the trade. New ‘ “ pans big 1988 p-shoe Pe ”? 
box is constructed of durable, rust Te oe gghes A ti ry at | 
proof, cast aluminum with weather- bie eee oe 
proof black and brassed finish. Avail- MANUFACTURING CO. i ve 


able in a variety of designs for every 5055 N. Lydell, Mil kee 17, Wis. NAME | 
style of house. Remington Hardware © in vee . ADDRESS i 
Co., Dept. AL, Woodmere, N. Y 334 Louder Ave., Toronto 10 pe pan J 


Ne. . 0 
For more data circle No. 8 on coupon, p. 1% COPYRIGHT 1998, JONW OSTER BawurA . whe 
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Primecote Presdwood 

The undercoating of Masonite 
Primecote Presdwood is an ideal base, 
announces the manufacturer, for any 
color or type of top coat: light or 
dark paint, enamel or lacquer. Applied 
by a patented process, the undercoat- 
ing is a neutral gray color. Available 
in lumber yards east of the Rockies, 
Primecote Presdwood comes in two 
Fe ng 4x8 and oe and in the fol- 
owing grades and thicknesses: 1/8-in. 
Tree Feeder standard and tempered, 3/16-in. tem- 
Atlanta Tool Co. has announced its pered and 1/4-in. Panelwood. Among 
Pok-A-Hol Tree Feeder, designed to applications are exterior soffits; signs 
reach deep to vital root systems. Also and displays; commercial, residential 
suggested for sprigging, transplant and industrial interior partitions, ceil- 
ing, seeding, hold water and prevent ings, walls and wainscots; built-ins, 
erosion, poison-bait holes for moles. cabinets and other home furnishings. 
Atlanta Tool Co., Dept. AL, 670 Boule- Masonite Corp., Dept. AL, Dept. 

vard, N.E., Atlanta, Ga TR-3, Box 777, Chicago 90, III. 


For more data circle Ne. 9 on coupon, p. 140 For more data circle No. 10 on coupon, p, 130 : 


al 





New Hinge Line 


A new line of Class A Contract 
hinges in wrought steel, bronze and 
brass includes Oilite and plain bearing 
hinges in all finishes and sizes in both 
full and half mortise and full and half 
surface. The new contract hinges 
carry the same unconditional guaran- 
tee which covers all Henry Soss 
hinges. Henry Soss and Company, 
Dept. AL, 5716 W. 96th St., Los An- 
geles, Calif. 


For more data circle No. 11 on coupon, p. 130 


“hei WEBSTER & Pewee 


ARE MANUFACTURERS AND DISTRIBUTORS OF 


Sugar and Ponderosa Pine Shop and Selects 


“sugar and Ponderosa Pine Boards 
Douglas and White Fir Shop and Selects 
Douglas and White Fir Dimension and Boards 
incense Cedar Boards 


Redwood Siding and Finish 
- ; Stazin Expansion Shield 

Ponderosa Pine and Fir Mouldings These expansion shields have newly 

designed threads which bear com- 

Pine Sash and Panel Doors pletely on the root diameter of the 

lag screw. Stazin expansion shields 

are precision cast of 100% rustproof 

ddition alloy. Stazin expansion shields can be 

Nn used with any standard lag screws 

Fund from Py " to %” in diameter. Lubrica- 

tion of lag screw is unnecessary. Star 

Use are actively engaged in the Expansion Bolt Co., Inc., Dept. AL, 
procurement and distribution of all West 147 Cedar St., New York 6, N. Y. 


For more data circle No. A2 on coupon, p. 130 


Coast lumber products and maintain buying 


offices in producing areas to give the trade 600 Series Attic Fans 


a complete and balanced service. The National Radiator Corp. has 
announced that the Viking 600 series 
now contains 30”, 36” and 42” attic 
fans. The 600 series fan, says the 
MORE THAN 20 MILLS TO SERVE YOU stmpane, (a divided take sonimeient 
parts—each part light and easy for 
one man to eens without help. A 
v ’ timer switch for automatic operation 
Vigo RSE eR Re et le Viking Ale Con 
ditioning Div., The National Radiator 
Wa) Sememeed, cats Co., Dept. AL, 5601 Walworth Ave., 
Cleveland 2, Ohio. 


For more data circle Ne. 13 on coupon, p. 130 


(continued on page 100) 
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removable sash 
weather strip 


Nt 


Chamberlin Has It! 


Now add this new Chamberlin “roll out” weather 
strip feature to your present line of windows. A 
“snap in” installation cuts fitting and fabricating 
costs. A sturdy compressible aluminum strip holds 
sash weather tight—automatically self-adjusts to 
frame expansion and contraction to prevent sash 
creep or drop. No home attention required, ever! 


EASY SASH REMOVAL 


A simple pressure against the jamb, and the sash 
will “roll out” for easy cleaning or painting inside 
the house without removing screens or storm sash, 


COMPLETE WEATHER STRIPPING 


The head, meeting rail and sill of your unit can 
be optionally equipped with standard zine or 
with snap in bronze or aluminum weather 
stripping. 


OUTSTANDING ADVANTAGES 


@ Snap in installation 
© Automatic self-adjust- 
ment to frame contrac- 
tion or expansion 
@ Wo sash creep or drop 
a 
| 


@ Easy sash removal in 
side the house 

@ Sash always weether 
hight 


Another product of Chamberlin's 57 years of 
engineering and manufacturing experience 




















- (ie 


CHAMBERLIN COMPANY OF 
WRITE FOR OF AMERICA 


COMPLETE 
INFORMATION 





CHAMBERLIN COMPANY OF AMERICA 


Direct Merchandise Div 
1254 Le Brosse St., Detroit 32, Mich. 


Chemberiin products for the millwork and hard fleld include: Avuto- 
matic Door Bottoms — Thresholds —Dor-Seals —(all types) Weather Stripping. 
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theco nw AJAX PULLS 


=> PUSH 
cales for you... 


NO. 428 

214” diameter, 
1” projection 
actual size 

as shown 


= 


BEVELED EDGE 
CONCAVE 
DRAWER KNOBS 


3 HANDY SIZES... 


NO. 418 
1%” diameter, 
%” projection 


NO. 426 
2” diameter, 
1” projection 


LET THESE KNOBS OPEN NEW MARKETS FOR YOU... 


These gleaming concave drawer knobs with the beveled 
edge can open important new markets for you... and 
spark those extra sales. 


Clean, simple design sparkles with sales appeal —for new 
home builders—or remodelers. Standard top quality by 
Ajax, but priced no higher than ordinary drawer knobs. 
Packaged in clear plastic envelopes to spur point-of- 
purchase interest. 

Take advantage of these quality Ajax knobs to give new 
homes that added sales touch... to tap the big replace- 
ment market for your extra profit. 


CHECK THESE ADVANTAGES... 
1. Beveled edge enhances clean, amooth design 
2. Complements any period furniture 
¥. Die cast of virgin zamak #5 
5. Polished to a jeweler's finiah 
5. Packaged with plated 1” washer head machine screws 
6. Enclosed in clear plastic envelopes 
7, Available in all etandard finishes 


pe Ajax Backplates—sold separately —improve overall 
appearance and protect the paint, Simply pointing out 
these benefits to your customers oftentimes can result in 
additional sales 
for you, Order 

| yours today. VAY 


Aijox Hardware Manutacturing Corp. 

4351 Valley Bivd., Les Angeles 32, Coalif. 

Please send me a free sample of your new concave beveled edge 
drawer knob #428 #4ik ) #426. 

Please send me details of your complete line of Ajax quality 
hardware 


NAME 
Dealer ) Distributor 
ADDRESS 


CITY STATE 
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NEW PRODUCTS 


(begins on page 96) 





LO a 


Fireplace Kindlers 


New Flame Boy Fireplace Kindlers 
are solidified hydrocarbons that are 
nen-explosive and do not liquefy or 
spread while burning. Pleasantly pine 
scented and producing brilliant multi- 
colored flames, just two kindlers will 
ignite a heavy log fire; for small fire- 
place settings, one kindler is sufficient. 
Safety Fuel & Chemical Corp., Dept. 
AL, East Berlin, Conn. 

For more data circle No. 14 on coupon, p. 180 


New Wood Scraper 


A new wood scraper, known as the 
No. 10, is especially suited for sash 
work and extra tight quarters. The 
No. 10 comes with a replaceable sin- 
gle-edge blade made of case hardened 
steel. Measuring one inch in width, 
the blade is easily removed from the 
handle for replacement. Red Devil 
Tools, Dept. AL, Irvington, N. J. 


For more data cirele No. 16 on coupon, p. 130 


Kingsford Grill Kits 


These portable grill kits are avail- 
able in two models. The standard 
model is without legs. The deluxe 
model, being released this year, fea- 
tures folding legs which lock against 
the body of the grill when in use. 
Each four-in-one Kingsford barbecue 
kit contains the 20 gauge, all steel 
grill, finished in heat-resistant alumi- 
num; charcoal briquets; a can of 
Sure-Fire, and a corrugated fiber 
carrying case. Kingsford Chemical 
Co., P.O. Box 1191, Dept. AL, Iron 
Mountain, Mich. 


For more data circle No. 18 on coupon, p. 150 


New Belt Sander 


A new 2%” belt sander has been 
added to the Skil builders line. Rec- 
ommended by the manufacturer for 
every sanding and finishing job. Light- 
weight, compact, it sands flush to ver- 
tical edges and corners. Special lever 
permits 10-second belt changes. Skil 
Corp., Dept. AL, 5033 Elston Avenue, 
Chicago 30, Ill. 


Vor more data circle No, 15 on coupon, p. 130 


Workshop Vise 


A home workshop vise said to be 
capable of solving any workholding 
problem in the home, garage or shop 
has been introduced by American Ma- 
chine & Foundry Co. Modeled after 
the noted line of the AMF float-lock 
safety vises, the AMF float-lock Mity 
7 vise eliminates the need for at least 
a half dozen specialized tools. A full- 


Brass Door Latch 


This brass door latch is designed for 
screen, storm or combination doors 
that open out. Fits any door %” to 
1%” thick. Latch is made easy to ap- 
ply; no mortising is necessary. Stanley 
Works, Dept. AL, 111 Elm St., New 
Britain, Conn. 


For more data circle No. 17 on coupon, p. 130 


SINGLE SOURCE BUYING THAT MULTIPLIES YOUR PROFITS! 


Continental Flame Sealed Fence lasts longer. The zinc is actuall 
welded to the steel. Two styles of fence posts, studded “T” and “U”, 


Customers like Continental Ornamental Fence with its clean, 
bright galvanized finish. Made of special analysis 
COPPER STEEL. Single and double picket. 


All popular sizes and types with a variety of finishes, heads and 
ints to meet every need. Available in convenient, easy-to-handle, 
iberboard containers. 


FARM PENCE and POSTS 


ORNAMENTAL FENCE 


(Shown below) The easy-selling advantages of the new 
Tyl-Lyke Bin Door ... help you sell more roofing. 
Farmers like the better looking, longer lasting, more 
weather tight Continental rooting and siding. 


TYL-LYKE BIN DOOR 


CONTINENTAL 


STEEL CORPORATION - KOKOMO, INDIANA 
PRODUCERS OF: 15 Types of Farm Fence, 
Posts, Gates, Barbed Wire. Standard 
Styles of Galvanized Roofing and 
Siding. Nails, Staples, Lawn 
Fence, Wire Products. 
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assured by a 10- 
threads-per-inch Acme screw from 
zero closing to the full opening of 
seven inches, or nine inches when used 
as a “C” clamp. Float-Lock Corp., 
Dept. AL, AMF Building, 261 Madison 
Ave., New York 16, N. Y. 


For more data circle No. 19 


strength grip is 


on coupen, p. 130 


8 
Door Locks and Pulls 


These combination sliding door locks 
and pulls are designed for easy in- 
stallation, requiring only a notch cut 
in the door. Lock slides into cut and 
is tightened with two machine screws. 
Units are fully reversible and are 
adjustable for 1%” to 1%” doors. All 
units are factory assembled. Quality 
Hardware Mfg. Co., Dept. AL, 762 
E. Slauson Ave., Los Angeles 11, Calif. 


For more data cirele No. 20 on coupon, p. 180 


———= 


Comfort-Grip Pulls 


Released to nationwide distributors 
recently were three sizes of Washing- 
ton Steel’s new Concave Comfort Grip 
Pulls. The Concave Comfort Grip pulls 
are available in three sizes: 1341, 4% 
inches long with 2%-inch boring; 
1342, 6% inches long with 4%-inch 
boring; and 1343, 8% inches long with 
6-inch boring. Washington Steel Prod 
ucts, Inc., Dept. AL, 1940 East 11th 
St., Tacoma 2, Wash. 

For more data circle No. 21 on coupon, p. 130 


Use Selector Chart 


The USE selector chart is the latest 
aid to acquaint users with the specific 
uses of anchoring devices. It classifies 
each anchoring device according to lot 
type, masonry, classification, safe 
work lot and metal table. The selector 
chart is distributed free. Write U. S. 
Expansion Bolt Co., Dept. AL, York, 
Penna. 

For more data cirele Ne. 22 on coupon, p. 130 
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Mortise Cylinders 


Kwikset has announced the addition 
of a new line of mortise cylinders de 
signed as replacement units for mor 
tise locks in commercial or home use. 
The new cylinders are available in 
1%”,1%”", and 1%” sizes and are said 
to fit all standard mortise locks. Pre- 
cision made from brass and steel, they 
are available in all popular finishes. 
Kwikset Sales and Service Co., Dept. 
AL, Anaheim, Calif. 


For more data circle No. 23 on coupon, p. 130 


Lesqned for Selling 


Home Heating 


The Herbster Heat-N-Dry combines 
a gas furnace and clothes dryer into 
one unit. A brochure describes the 
clothes dryer, which is mounted on top 
of the Herbster lowboy gas furnace. 
All clothes are blown dry with a mini- 
mum of heat, and come out smelling 
fresh and clean, claims the manufac- 
turer. The actual drying cycle is short 
and the temperature is maintained at 
170° F. Herbster Products Co., Dept. 
AL, 877 Addison Road, Cleveland 3, 
Ohio. 


Fer more data cirele No. 24 on coupon, p. 150 
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More Dealers Than Ever 
Are Now Reading 
American Lumberman 





PRECISION BUILT 


to give Your Customers Top Value 


Birch 





standards . 


Interior © Exterior © “A 


Hollow Core ® Paint Grade © Utility Grade 


Rift Grain Fir 
Rotary Cut Lauan Quartered Stripe Tanguile 


Thicknesses: 


Before you stock house doors, investigate 
AETNAPLY 
styling ... 


-the line that’s far ahead in 


the line that’s built to precision 
.. the line that gives you MORE 
REAL VALUE to offer your customers. 


WAREHOUSE or 


MILL SHIPMENTS of HOUSE DOORS 


” Grade ® Solid Core 


in the following: 


Rift Grain Redwood 
(uartered Stripe Lauan 


1-3/8” and 1-3/4”. 


Sizes from 1/4 x 6/8 to 3/0 x 7/0. 


Mail your specifications for a quotation, or send 
the coupon to AETNA PLYWOOD & VENEER CO. 





RETNA PLYWOOD & VENEER COMPANY 


BRANCH 
WAREHOUSES 
Detroit 
Grand Rapids 
Indianapolis 
Peoria 
Rockford 
° 
MILWAUKEE 
PLYWOOD CO. 
Milwaukee and Wausau 


Name 


Firm ....- 


Address ... 





1732 WN. Elston Avenue, Chicago 22, Illinois 


Please send prices and information on your AETMAPLY DOORS to: 


(To obtain more data on advertised products see page 130) 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are ‘'set 
up" for service. With many long- 
established mill contacts, knowledge 
of mill's specialties, resources, manu- 
facturing and shipping facilities and a 
thorough understanding of buyer's 
requirements, the leading Western 
Wholesalers below can help you take 
the worry out of your lumber buying. 
Tell them your needs. Let them supply 
your complete requirements. 





VAN VALER LUMBER COMPANY 
Radice Central Bidg., Spokane 4, Wash. 
Phone: Timpie 2743 TWX SP 19 


WESTERN WOODS, INC. 


715 Spokane & Eastern Bidg., Spokane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWH: SP-104 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 659! Teletype: PDS72 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUMDING 


SPOKANE - - ~- WASHINGTON 
Our Sind Year 





HALLINAN LUMBER CO, 


628 S$. W. Harrison St. Portland 1, Ore 


MANUFACTURERS DOUGLAS FIR 
Alwoter 92346 Teletype PD 457 





rs 


564 Market $1. Sen Francisco 4, Calif. 
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/ La 
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Air-Conditioning Units 


Matching units fer year-’round con- 
ditioning installations are available in 
either = or counterflow designs. 
Counterflow models permit utilization 
of under-the-floor duct work as readily 
as normal over-head ducting for up- 
flow models. The twin year-’round 
units combine a two-ton air conditioner 
with a Majestic Model 22 furnace, or a 
three-ton air conditioner and a Model 
26 furnace. Majestic Company, Inc., 
Dept. AL, Huntington, Ind. 

For more data circle No, 25 on coupon, p. 130 


Block plane, No. 110, is recom- 
mended for the handyman for cutting 
end grain and planing small pieces. 
The plane comes with a 1%” cutter 
which can be adjusted for thickness of 
shaving. Stanley Works, Dept. AL, 111 
Elm St., New Britain, Conn. 


For more data circle No. 26 on coupon, p. 150 


Dual Action Sander 


A new type of sanding machine is 
announced by the Detroit Surfacing 
Machine Co. Known as the Model D.A. 
dual action sander, it is air-powered 
and really two units in one. Each unit 
operating with a dual action. This new 
sanding action moves in two directions 
at the same time. Turning 6000 rpm’s 
to the right, and at the same time mov- 
ing in a fast reverse action to the left. 
Detroit Surfacing Machine Co., Dept. 
AL, 1333 E. Eight Mile Rd., Detroit 
20, Mich. 


For more data circle No. 27 on coupon, p. 130 











puree 


to page 104. 


spruce. 


this article. 


What's Your Answer? 


TEST YOUR wits on these questions posed by features and 
advertisements contained in this issue. For the answers, turn 


What's Your Score? 9 or 10 correct: Excellent! 
7 or 8: Good, 5 or 6: Fair. 


What beetle is responsible for a sales spurt in Engelmann 


“A Smile and a Wiggle” add up to what, says the headline of 








Good things do not necessarily come in small packages. Even 
80, one man can handle the new steel garage door manufactured 
by what company? 


You can sell 100% of the kitchen market, advises what com- 
pany, by handling wood, copper and steel. 


What has opened up a new roofing market for dealers? 


C. K. Passmore of Camden, Me. says he has increased his profits 
50% -60% by applying some of the operating principles advo- 
cated at a management workshop conducted by what well- 
known editor? 


By backing what horse, you can always ride a profit winner. 
What's the name of this stallion? 


You can order treated poles with treated or untreated lumber 
from what company? 


What brush manufacturer offers not only a self-service display 
dispenser, but stimulates interest in painting as well? 


“Look under the hood,” says what truck manufacturer, and 
you'll find “a revolution in truck power?” 
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“Our Store Traffic Has Been Doubled 
All Week... DRAGNET SALES PLAN is 
The Answer fo Selling Paint!” 


A local paint sales program that “brings 
them in to buy” within 24 hours! 

Colorizer spent 2 years of testing at a cost 
of $197,000 to prove this amazing plan. 
Now YOU can cash in on it! 


Colorizer, who brought you the first complete 
color system ever perfected, now brings you the 
ST sTOCK most effective paint-selling plan ever developed 
GEST SALES in the paint industry! After watching the amaz- 

ysing so few ing results of 2-year tests of this sales plan in 48 
lors! Only states, we call it the Colorizer “Customer Drag- 


THE SMALLE 
WITH THE BIG 


ny co es ‘ . ; 
| the colors you net’’ because it literally goes out and brings cus- 

. } $ . 
Colorizer give deep tones, '" 
astels 10 ta 
d, from P lest system! Small, in 
P you to sell 


k TT Alkyd-Bose ducing sales. Reduce your paint investment with 
ess . ° , . 

ew Gloss, Enamel, Colorizer...increase your sales with the Customer 

|, Semi-Gloss, 


¢ interior and eX" Dragnet! 
r volume sales! 


tomers into the store, cash in hand! It’s simple 
; ...entirely local...inexpensive...terrific in pro- 
‘s sim 

the world’s 
‘ stoc 
expensive 3 
1,322 colors In 
: Ename 
Flat Wall : 
t—all majo 


Pain 
sist | Priced fo 








terio 


SEND FOR COMPLETE DETAILS TODAY! 





COLORIZER ASSOCIATES 
347 North Western Ave., Chicago, Ill. 


PAINTS Please send me complete information on how “The 
Colorizer Customer Dragnet” can sell more paint for me. 
in 1322 COLORS 
Manufactured by Colorizer Associates: mn l 


Bennett's, Salt Lake City, Uteh, ond Los Angeles, Calif. © Bive Ribbon Point Name__. 
Company, Wheeling, W. Va. © Walter N. Boysen Co., Ookland and Los Angeles, 

Colif. © Brooklyn Paint and Varnish Co., Brooklyn, N. Y. © James Bute Co., 

Hovsten, Texas © Great Western Paint Mfg. Corp’n, Kansas City, Mo. © Jewel Address 
Paint & Varnish Co., Chicago, Ill. © Kohler-Mclister Paint Co., Denver, Cole. 

© W. H. Sweney & Co., St. Paul Minn. © Vane-Calvert Paint Co., $t. Lovis, Mo. 

* Warren Paint and Color Co., Nashville, Tenn. © Geo. D. Wetherill & Co., Inc., 

Philadelphia, Pennsylvania © IN CANADA: Imperial Varnish & Color Co. ied., 

Terente, Ontario * IN ENGLAND: Jenson & Nicholson, Ltd., Lendon, England. 
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Flush Door Pulls 


Recently added to the Washington 
Line of cabinet hardware produced by 
Washington Steel Products are two 
flush door pulls. The new No. 1610B 
Flush Door Pull is made of solid brass 
or bronze material. Size of the No. 
1610B flush door pull is 1 5/16-inch 
by 3%-inch, making it also usable as 
a sash lift. Contemporary of the No. 
1610B flush door pull is the 3%-inch 
round-style pull (No. 1611B). Wash- 
ington Steel Products, Inc., Dept. AL, 
1940 East llth St., Tacoma 2, Wash. 


For more data circle No, 28 on coupon, p. 130 


New Wood Stains 


A new line of deep penetrating wood 
stains has been introduced by John W. 
Masury and Son, Inc. The new stains 
feature new blonds, platinums and 
champagne effects. Color charts show 
not only the name of the stain, but 
the country of origin. Color chart 
showing the new shades will be sent 
on request, John W. Masury & Son, 
Ine., Dept. AL, 17000 Bayard St., Bal- 
timore 30, Md. 


Vor more data circle No. 29 on coupon, p. 150 


Thulman Fireplace 


A factory-fabricated metal fireplace, 
the Thulman Fireplace has been ap- 
proved for installation in 1, 1%, and 2- 
story homes. Except for cast ceramic 
fire chamber liners, it is made entirely 
of metal, for the most part aluminized 
steel and it needs no footings or other 
special construction. Approval for the 
fireplace includes the Thulman Chim- 
ney, which is an integral part of the 
fireplace and is necessary for its 
yroper operation. Majestic Company, 
ne., Dept. AL, Huntington, Ind. 


For more data circle No. 50 on coupon, p. 150 


Duette Jr. 


For smaller homes and apartments, 
Miami-Carey has introduced the Du- 
ette Jr. sliding door bathroom cabinet. 
A mode! of the Duette custom and de- 
luxe, the Duette Jr. is smaller in size 
and lower in price. Two models are 
available, one with fluorescent tubular 
light, curved translucent shade, elec- 
trical outlet, plug and switch; another 
without the light, shade, outlet and 
switch. Miami Cabinet Div., Philip 
Carey Mfg. Co., Dept. AL-DJ-11, Cin- 
cinnati 15, Ohio. 


For more data circle No. 31 on coupon, p. 130 


Pre-Mixed Mortar and Grout 


Master Builders Co. has announced 
its non-shrink Embeco pre-mixed 
Mortar and Embeco pre-mixed Grout, 
ready to use. Composed of precisely 
blended, laboratory-tested ingredients, 
these products are easy to use, claims 
the manufacturer, and convenient to 
transport and handle at the job site. 
Illustrated folders are available. The 
Master Builders Co., Dept. AL, 7016 
Euclid Ave., Cleveland 3, Ohio. 


For more data circle No. 32 on coupon, p. 130 


Water Pipe Insulation Kit 


A new kit incorporates a new method 
of pipe covering and protection. A 
layer of insulating material is wrapped 
around the leaky pipes, followed by an 
overwrap of aluminum foil. The man- 
ufacturer claims this new double-pro- 
tection method assures highest protec- 
tion, while eliminating the need for 
cutting materials, tying, cementing 
and painting. It is called the Fibro 
Dri-Pipe Wrap. Fibleco Illinois Corp., 
Dept. AL, 4646 N. Clifton Ave., Chi- 
cago 40, Ill. 


For more data circle No. 33 on coupon, p. 150 


Underground Discharge 


A sanitary underground discharge 
assembly for use with submergible 
pumps, is said to eliminate the need 
for the old-fashioned weil pit. Red 
Jacket’s pitless underground discharge 
assembly is available in bury depths 
from five to seven feet, for casing sizes 
four inch and larger. Ease of installa- 
tion is a feature. Red Jacket Mfg. Co., 
Dept. AL, Davenport, Iowa. 


For more data cirele No. 34 on coupon, p. 130 


(continued on page 106) 


What's Your Answer? 


(See page 102) 


Bark beetle. Page 60. 
Promotion. Page 72. 
Taylor-Made. Page 6. 
American Kitchens. Page 13. 


Application method permitting use 
of colored shingles on low-pitched 
roofs. Page 48. 


Art Hood. Page 56. 

Handy Horse. Page 109. 
Neils Lumber Co. Page 122. 
Brushes by Baker. Page 115. 
Ford. Page 37. 














ROCKPORT 
REDWOOD 
COMPANY 


(ROUNDS LUMBER COMPANY EXCLUSIVE SALES AGENTS) 
Crecker Buliding, 420 Market 3. — San Prancisee 4, Call. 


Members CRA, adhering to strict standards 
of quality production. Specializing in Cerfi- 
fied kiln dry Redwood. 


Cra) CERTIFIED €8) 
DRY : 


ROCKPORT REDWOOD COMPANY 


9833 Dentes Drive 
DALLAS, TEXAS 


CLR-RWD 


430 HM. Waee Ave. 
WICHITA 1, KANSAS 
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Dealers everywhere have found 
this to be true. Are you ing 
your share of this prafitabte business? Send 
for literature and famifiarize yourself with 
Stewart products. In addition to fence, 
there ase scores of iron and wire products, 
and every item fits into the building field. 
Write for catalogs today. 

Chain a 

Link 

Wire 

Fence 

m 


several 
types 











Picket 
id , Fence 
‘ in many styles 
Shae ae ee Te oo Eee sad ts OTHER PRODUCTS — 
THE STEWART IRON WORKS CO., Inc. pone BA nay 
- 2251 Stewart Block, Cincinnati 1, Ohio Bronze Plaques 
Experts in Metal Fabrications since | 886 










































































Wire Window Guords 


IRON ana WIRE 


FENCES 


laaietiiis your Sales! eee Profits! with 


FIDLER’S MFG. CO. 


733 HINDRY AVE. + INGLEWOOD 1, CALIF. 





Beauty-"’Plus”’ 
Doors! 


The exquisite beauty of fine hardwoods 
plus the exclusive features found only 

“Kambercore” Flush Doors are the 
answer to all your problems! 
With “Kambercore,” you are protected 
igainst warping, twisting or delaminat- 
ing They stay flat, fit flush and are 
practically soundproof. Built for qual- 
ity, priced for economy! the 
why “Kambercore”’ Flush 
Doors are more and more in 
demand today! 


EXCLUSIVE “KAMBERCORE” 
CONSTRUCTION 


The exclusively designed and 
engineered construction in 
""Kambercore™ gives permanent 
rigidity and solidness in all 
directions . . . to keep straight 
and true for the life of its in- 
stallation. 


door 


reason 


UNION MAD 


“KAMBERCORE” 
FLUSH DOORS 


M FRCHANDISFI 


*RODUCTS 








(To obtain more dat. 


take a 
good look at 


PONDEROSA, PINE 


one of 10 woods from the 


WESTER \ Y NF region 


Straight, close and uniform-grained, lightweight, light- 
colored, workable, nailable, paintable, Ponderosa Pine 
is the pick o’ the pines! Suited for all residential and light 
construction use — for fine paneling, woodwork, windows 
and doors — for furniture and specialty cuttings. 


Ponderosa Pine comes in 3 select, 5 common, 4 dimen- 
sion, 4 factory grades. You can order it in straight or 
mixed cars—together with the other woods of the 
Western Pine region—from most Western Pine Associa- 
tion member mills! 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


LARCH 

DOUGLAS FIR 
WHITE Fir 
ENGELMANN SPRUCE 
INCENSE CEDAR 
RED CEDAR 
LODGEPOLE PINE 


the Associated Woods 


get the facts WNINERAC \ f 

to help you sell PONDERO JF rINE 
Write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION 

Yeon Bidg., Portland 4, Oregon 


@ is « Registered Trademark 
of the Western Pine Assoc iatior 


1 on advertised products see page 130) 





Cash in on the demand | 


with Roddiseratt 


HARDWOOD 
MOLDING 


Now... Roddiseraft 


offers finest Birch, Mahogany, 
Oak and Walnut trim 

«+ to help you win this BIG market 

B' tLpers are tired of delays... 


paying premium prices... on made-to- 
order hardwood trim! So this big market is 
yours for the asking . . . when you stock 
Roddiseraft hardwood trim, We have it... 
ready and waiting in our coast-to-coast ware- 
houses. It's available in styles for every 
need, and sizes for every purpose, 


tired of 


Roddiseraft hardwood molding and trim 
has excellent design and is precision ma 
chined from select hardwoods, Door and 
window trim is available in packages, cut 
to size... or by the lineal foot. 

Birch, Mahogany, Oak and Walnut trim 
is kept in stock, Trim in other hardwoods is 
available on special order, 

For complete information on Roddiscraft 
hardwood trim, call your Roddiseraft ware- 
house or mail the coupon below. 


Roddiscraft 


WAREHOUSES IN PRINCIPAL CITIES 


RODDISCRAFT, Roddis Plywood Corp. 
Marshtield, Wisconsin 


Please send me full information on Rod- 
diseraft hardwood trim. 


Name 
Firm Name 
Address . 

\ City 


(Te obtain more data on advertised products see page 130) 





Rental Wallpaper Steamer 


The model 55 KeroLectric is a new 
wallpaper steamer designed primarily 
for store rental. The machine is fully 
guaranteed and is described as capable 
of speedily removing more than 
twelve layers of old wallpaper. It is 
suitcase size and is simply operated 
from a single central panel. A full 
set of rental aids is furnished without 
extra charge with each machine. War- 
ner Manufacturing Co., Dept. AL, 801- 
16th Ave. 8.E., Minneapolis 14, Minn. 


For more data circle No. 35 on coupon, p. 130 


New Inset Hinge 


New on the market from Washing- 
ton Steel is the Washington Line 1020 
semi-concealed hinge. The 1020 hinge 
is of heavy steel construction with 
%-inch inset, built with a full 180° 
swing, and special clearance for re- 
painted surfaces. Washington Steel 
Products, Inc., Dept. AL, 1940 East 
lith St., Tacoma 2, Wash. 


For more data circle No. 36 on coupon, p. 130 


Driveway Marker 


Find your driveway regardless of 
snow blankets. Sturdy steel posts with 
red Scotchlite reflector tape and glass 
reflector buttons on both sides afford 
double protection. Aluminum enamel 
finish. Pointed end easily driven or 
stepped into ground. No. 427 Dare 
snow post driveway marker. Dare 
Products Co., Dept. AL, 860 Betterly 
Rd., Battle Creek, Mich. 


For more data cirele No. 37 on coupon, p. 130 


New Al-Wel-Door 


The new Al-Wel-Door, an all-welded 
aluminum storm and screen door, is 
being offered by the manufacturer as 
a complete package—door is one com- 
plete unit. Made of extruded alumi- 
num, the door has interchangeable 
glass and screens. Sample displays are 
available. Artrim Sales, Inc., Dept. AL, 
3786 Oakwood Ave., ‘Youngstown 9, 
Ohio. 


For more data circle No. 38 on coupon, p. 130 


February 7, 


Padlocks and Cabinet Locks 


The Illinois Lock Co. has announced 
the introduction of a new line of five- 
tumbler mechanism padlocks and cab- 
inet locks. The new padlock has a 
9/32” hardened steel shackle and the 
case is said to be heavy, non-ferrous, 
rust proof alloy with brass finish. The 
company guarantees the padlock for 
life. Six styles of cabinet locks are 
also included in the new line for wood 
or metal applications. Illinois Lock Co., 
Dept. AL, 800 South Ada St., Dept. 
B-2, Chicago 7, Ill. 


For more data circle No. 39 on coupen, p. 130 


Non-Perforated Joining Tape 


Designed for dry wall construction, 
new 100% virgin hemp Ta-Per-Tape 
is non-perforated. It is claimed to be 
blister-proof, wrinkle-proof, ripple- 
proof, with no expansion and super- 
thin. Sample rolls furnished on re- 
quest. Marvan Corp., Dept. AL, West 
Hartford, Conn. 


For more data circle No. 40 on coupon, p. 130 


Cork Display Letters 


Graforel cork display letters, 
by artists, architects, display men, 
ete., are now available in 12 type 
faces in 16 sizes ranging from 3/16” 
to 4”. Ready-gummed with adhesive, 
they need only to be moistened and 
applied, will take any kind of color 
or paint. Grace Letter Co., Inc., 
oT 2 AL, 77 Fifth Ave., New York 


used 


For more > dete circle No. 41 on coupon, p. 130 


Masonry Line Can Cover 


The can cover of the new masonry 
line, Rub-R-Clad, is lithographed in 
seven colors and illustrates 10 surfaces 
over which Rub-R-Clad may be ap- 
plied. The gold seal in the center bears 
the slogan of the line, Miracle Masonry 
Finish, and the company trade mark, 
Johnny Wunkote. Adelohi Paint & 
Color Works, Inc., Dept. AL, 86-00 
Dumont Ave.. Ozone Park 17, N. Y. 


For more data circle No. 42 on coupon, p. 130 


Truck Automatic Transmission 


A three-speed, fully automatic 
transmission suited for light truck 
operations, has been introduced as op- 
tional equipment in the eleven Inter- 
national R-100, R-110, R-120 and R-130 
series truck models. International’s 
automatic transmission consists of the 
combination of a torque converter and 
a three-speed automatic transmission. 
Transmission ratios are 2.308 in first, 
1.435 in second, 1.00 in third, and 2.009 
in reverse. Maximum converter ratio 
is 2.16. The transmission is a con- 
stant - mesh, helical - gear, planetary 
type, hydraulically controlled. Inter- 
national Harvester Co., Dept. AL, 180 
N. Michigan Ave., Chicago 1, Il. 


For more data circle No. 45 on coupen, p. 130 
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Annoutc!’9 MEW DU PONT 
CUSTOM COLORS 


572 Colors 
in ODORLESS* 


Flat Enamel 
Semi-Gloss Enamel 
Gloss Enamel 
All ALKYD formulas 


plus over 


200 FLOW KOTE® 
Rubber Base Wall Paint Colors 


plus 


174 Exterior House Paint Colors 








Now you can make your store the Color Capi- 

tal in your community with Du Pont Custom 

Colors, on a small investment in White Bases 

and Custom Tinting Color Tubes. Easy to mix 

... easy to sell. Dramatically displayed, with Aa — = ae 
take-home chips and selling aids for painters, | E. I. du Pont de Nemours & Co, (Inc 


Finishes Division 
decorators and home owners. Dept. AL-52, Wilmington 98, Del 


*Odorless during application. A faint resin odor may be I'd like to know more about Du Pont Custom Colors. 


noticed during the final drying stages. 


Name. 





Address 





City. 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 





| 
| 
| 
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USE THE NEW 


TL ae 


Extruded Aluminum Track 
SLIDING DOORS 


For 


@ No. 38A14 Aluminum Track 
for center installations 


@ No. 38AS14 Aluminum Track 
for flush mountings 


The perfect aluminum track and upper 
a for 4" bi-passing glass doors. 
tched and anodized. Super-hard fibre 
inserts, for durable, silent, smooth 
operation. 4, 5° and 6’ lengths. 
Flanges drilled at 6” intervals for brads. 
Easily cut to required lengths with 
hack saw. Short lengths can be butted 
together for perfect operation. 


@ ALUMINUM UPPER GUIDE 
— Use war Both Tracks 


ret 


tikssteekaédks 
Specify No. 48A14 











See Your Jobber Or Write 


Me ENGINEERED 
PRODUCTS CO. 


129 Smith Se Flint 3, Mich 
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Demonstrator Unit 


Weslock’s new 900D-C all-in-one 
demonstrator unit has been designed 
for dealers who prefer a mount that 
carries a more complete selection of 
Weslock products. The new mount 
includes the five-inch backset with 
the 5%” escutcheon, cabinet hardware, 
and a selection of the 500 concave 
series residential lock sets with match- 
ing handles and escutcheons. Western 
Lock Manufacturing Co., Dept. AL, 
211-No. Madison Ave., Los Angeles 
4, Calif. 


For more data cirele No. 44 on coupon, p. 130 


Dealer Fan Display 


Many Robbins and Myers dealers 
took the 1953 fan chrome display, de- 
signed to demonstrate a single window 
fan, and converted it into a double 
display, accommodating both 18” and 
22” window fans. The new display 
holds two fans and permits them to be 
operated, singly or at the same time, 
to demonstrate air delivery. The dis- 
play is made of polished aluminum 
tubing and Masonite. Robbins & 
Myers, Inc., Dept. AL, 387 S. Front 
St., Memphis, Tenn. 


For more data circle No. 45 on coupon, p. 130 
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Wood Finish Unit 


This new unit, known as the Wood 
Finishes merchandiser, is actually a 
self-service piece which stocks, dis- 
plays and dispenses Lowe Brothers’ 
complete line of wood finishes. Fea- 
tured products in the line are: Wood 
Seal Clear, a penetrating type clear 
varnish of medium gloss; Neptunite 
Satin Finish Varnish, a soft gloss fin- 
ish and Plax Water Clear, Lowe Broth- 
ers’ extra durable high-gloss transpar- 
ent finish. Lowe Brothers Co., Dept. 
AL, Third & Madison Sts., Dayton 2, 
Ohio. 


For more data circle No. 46 on coupon, p. 130 


Clear-View Package 


The new look of Clear-Vue packag- 
ing adds sales appeal to Amerock’s 
sash locks and lifts. Clear-Vue pack- 
aging permits the customer to see the 
whole item without opening the pack- 
age. A minimum of space is required 
to gain full display. Tab for hang-up 
permits use on pegboard or wire dis- 
plays. Packed one dozen to a display 
box, the sash locks and sash lifts are 
available to dealers with the new Num- 
ber 7002 Demonstrator Deal. Ameri- 
can Cabinet Hardware Corp., Dept. 
AL, Rockford, Ill. 
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Selling Knacks 


Many organizations are subscribing 
to a series of monthly booklets, called 
Selling Knacks, issued by the Bureau 
of Business Practice. Each month a 
booklet is sent to salesmen covering 
one phase of selling. The booklets are 
written by Robert E. Moore, author of 
The Human Side of Selling, and Max- 
well I. Schultz, noted management con- 
sultant. They are illustrated with full- 
page cartoons. Bureau of Business 
Practice, Dept. AL, New London, 
Conn. 
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Decorative Finish Display 


A new §.I.P. Decorative Metal Fin- 
ish, said to be easy to apply, dries 
quickly, has one-coat coverage and 
contains an effective rust inhibitor. 
Nine decorator colors are available in 
quart, pint, and half-pint cans. The 
labels on this new finish are especially 
designed with a wrought iron motif, 
and the color of the labels are the same 
as the color of the finish. A wrought 
iron displayer is included free with the 
starter assortment. A large traveling 
window and point-of-sale displayer is 
also available. George Koch Sons, 
Inc., Dept. AL, Evansville 4, Ind. 
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Metal Spaceboard 


A new perforated metal spaceboard 
is said to be much lighter than the 
regular hard-board paneling, yet holds 
more weight and is ideal for heavier 





items such as power tools and appli 
ances. Perforations take the regular 
4%” hardware such as Reflector’s own 
Space-Klips. Panel size is 28%" x 
46%" x %”. Reflector - Hardware 
Corp., Western Ave. at 22nd Place, 
Chicago 8, Il. 
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Piumber Parts Rack 


Pumbercraft announces the develop 
ment of a new self-service display rack 
for the do-it-yourself plumbing repair 
market. According to the manufac 





N, & W “Do-It-Yourself” Departments 
a UNIQUE ¢ PROFIT PACKED FOLDING HORSE 


As advertised in Popular Mechanics, Popular Science, 
Mechanix Illustrated and Family Handyman. 


FEDERAL (~~ FO 


\ 
~ 


Handy to Use... 


Handy to Store ‘iat 1 Corry =" 


This all-metal, folding horse is a practical ne- 
cessity for every home and every workshop. 


LDOING 


turer, the rack has been market tested 
by hardware, variety, and chain stores 
with excellent volume results. The 
rack is stocked with the most needed 
repair parts for the average home, 
Every item is singly packaged in pro- 
tective plastic bags containing instal- 
lation instructions. Plumbercraft, 
Dept. AL, Cleveland 8, Ohio. 
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Counter Display 


Superior Wall Products Co., has a new 
counter display available to dealers. It 
is made of Superlite, allwood hard- 
board with a baked-on plastic finish. 
Prospective customers can handle the 
samples and work out color schemes. 
Compactly designed, the display uses 
less than two square feet of counter 
space. A 24” high background of 
angle-cut pieces of Superlite, in twelve 
colors available, fans out to 38” wide. 
Superior Wall Products Co., Dept. AL, 
4401 N. American St., Philadelphia 40, 
Penna. 
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(continued on page 112) 


© Completely assembled —ready to use 


Useful in countless ways every day. Nothing 
to take apart or put together. Folds quickly 


and easily to less than six inches square by 42 
inches in length. Rated capacity 500 pounds, 
Weighs approximately 12 pounds cartoned. 


Retail price $5.95 (slightly higher in coastal areas) 


BUILDING Propt 


MERCHANDISE! 


FEDERAL AIRCRAFT WORKS 
3456 No. Washington, Dept. AL25, Minneapolis 12, Minn. 
Please send complete information about the Federal Folding Handy 


Horse to 


HANDY HORSE 


! 

' 

! 

' 

' 

1 

i Nome 
Address 
' 

L 


@ Withstands heavy loads and hard use 

© Lightweight —easy to carry 

© Flexible design adjusts to uneven 
surfaces 


Cash in today! Send for details on this profitable 
fast selling item or contact your wholesaler 


rr 
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RED BRAND 


a new Poultry Netting that KEYLI Ni - 
stretches without bulging s 


Keyline is the first basic improvement in 
poultry netting in years! Goes up with- 
out bagging or bulging. 

The secret is the reinforcing line wires. Keyline 
netting is actually woven around these reinforcing 
wires. 

You stretch these wires. The “reverse twist” 
weave of Keyline adjusts to give a neat, flat 
surface. 


No bulges. No bagging. It stretches as neatly 


as woven wire... but, oh, so much easier. Yet 
it’s stronger and heavier than ordinary netting. 

We’re so proud of this improved fence that 
we've given it a special name—Keyline! And new 
Keyline will be merchandised and advertised in 
the same strong way as the famous Red Brand 
Fence family. 

Poultry raisers everywhere will be asking for 
this sensational new netting. Be sure you have a 
supply available. Send your order in today. 


EXTRA... the only poultry netting with a promotion 
to build sales for your full line of poultry supplies. 
Get the details from your Keystone representative. 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 


BurILDING Propucts MERCHANDISER 
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Midget Garden Tools 


A new assortment of the popular 
Gardex Midget tools is being offered 
this season, The new assortment con- 
tains 6% dozen tools which emphasize 
quality construction, high carbon steel 
tool heads and slender handles that 
the manufacturer claims distinguish 
their product. Tools and display are 
finished in the new Gardex color com- 
bination of green and yellow. Gardex, 
Ine., Dept. AL, Michigan City, Ind. 
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Wall Pocket Package 


Production of a one-package hard 
ware set for made-to-order wood slid- 
ing door wall pockets, has been an 
nounced by Washington Steel Prod 
ucts, The new No. 632 set includes all 
necessary hardware for a wall pocket 
door installation, and complete in- 
structions on how to construct it. 
Lumber specified is of standard stock 
dimension, Washington Steel Products, 
Inc., Dept. AL, 1940 East llth St., 
Tacoma 2, Wash. 
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Chimney Construction 


An illustrated, six-page brochure, 
describing standard chimney  con- 
struction complete with drawings, for 
Clay Flue Lining and related clay 
products has been prepared by the 
Clay Flue Lining Institute. The bro- 
chure, suitable for use as a standard 
ordinance for chimney construction in 
cities and towns of any size, is avail- 
able. Clay Flue Lining Institute, 
Dept. AL, 611 First National Tower, 
Akron 8, Ohio. 
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Complete instructions for assem- 
bling KD Magic-Fold doors are being 
issued by Closures, Inc. The chief 
tool needed is a pencil with an eraser, 
used for tucking the plastic door 
cover into metal channels. Slats in- 
serted in the fabric pockets to give 
body to the door are smooth, splinter- 
free Masonite Presdwood. Closures, 
Inc., Dept. AL, 538 E. Forest Ave., 
Detroit 1, Mich. 
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New hollow-wall screw anchors 
called Wallgrips are featured in a user 
pamphlet. Wallgrips have special ribs 
in the locking wings that provide a 
positive stop, to prevent over-tighten- 
ing and reliefs at the knees of the 
locking wings, which allow them to 
expand with a minimum of screw- 
driver torque. Rocket Devices Corp., 
; AL, 142 Liberty St., New York 
G, Be Es 
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Tubular lock sets, mortise lock sets, 
bit key and cylinder type lock sets 
and miscellaneous builders hardware 
are discussed in a new catalog and 
price list. For each item there is com- 
plete information on style, design, 
finish, construction, material, weight. 
All the pages are in a loose leaf binder 
making it easy to remove old pages, 
insert new ones. Clinton Lock Com- 
pany, Dept. AL, Clinton, Iowa. 
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The Barber-Colman Overdoor Guide, 
1955 edition, on overhead type doors, 
electric operators and radio control 
covers the use of Overdoors and equip- 
ment for industrial, commercial, and 
residential applications. Methods of 
preparing building openings and space 
required for the installation of an 
Overdoor are given in drawings and 
charts for all models. Barber-Colman 
Co., Dept. AL, 115 Loomis St., Rock- 
ford, Ill. 
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The new Stanley pocket-size edition 
for do-it-yourself handymen, How To 
Work With Tools and Wood, is being 
offered at 25¢ per copy. It features 
how-to information and many illustra- 
tions that support the text and identi- 
fies and lists the tools needed to start 
the woodworking hobby. Each copy 
sold is said to lead to extra tool sales. 
Twenty copies to a carton with spe- 
cial cardboard display rack. Stanley 
Works, Dept. AL, 111 Elm St., New 
Britain, Conn. 
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Practical New Ideas in Selling 
Building Products contains specific, 
case-history examples on how to sell 
15 different products in your inven- 
tory. Here are time-proven methods 
on how many of the nation’s best deal- 
ers are profitably selling specific prod- 
ucts. Fully illustrated, 44 pages. Price 
75¢. American Lumberman, Reprints, 
Room 2000, 139 N. Clark St., Chicago 
2, Til. 
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NEWS LITERATURE 


A new paint catalog, designed as a 
convenient reference, was published as 
a special issue of Sales Chatter, a 
monthly magazine sent to more than 
5,000 Luminall dealers. It presents 
the Marb-L-Cote line of texture paint, 
joint cement and tape, and spackling 
putty. Also displayed are the firm’s 
full line of X-Cell-All paint and var- 
nish removers and liquid brush cleaner. 
Luminall Paints, Dept. SC-AL, Chi- 
cago 9, Ill. 
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Functions of a glass block designed 
especially for use in areas with severe 
sun conditions are described in a new 
booklet. Known as Owens-Illinois No. 
80-F, the new glass block is designed 
for southern exposures to reject un- 
wanted solar heat and light when the 
sun is at or near 45 degree altitude. 
A matching block for northern ex- 
posures, No. 80, is designed for maxi- 
mum utilization of cool north light. 
Kimble Glass Company, Dept. AL, 
Toledo 1, Ohio. 
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Automatic control hardware for use 
with wood sash is featured in a new 
catalog. Discussed in this catalog is 
Kramer’s exclusive vandal-proof lock- 
ing mechanism. Many Kramer hard- 
ware installations are pictured in this 
catalog. Kramer Mfg. Co., Dept. AL, 
2833 Third St., San Francisco, Calif. 
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Sixteen New Showrooms for Mer- 
chandising Building Materials is the 
title of a 48-page booklet now avail- 
able from the American Lumberman. 
The booklet is jammed with practical 
new ideas and plans actually being 
used by dealers in construction, re- 
modeling and improving showrooms. 
Booklet contains floor plans and scores 
of photographs of actual in-use dis- 
plays to help you sell more building 
materials. Price $1. American Lum- 
berman, Reprints, Room 2000, 139 N. 
Clark St., Chicago 2, Il. 
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Turning Space Into Rooms, which 
appeared as an article in Popular Sci- 
ence Monthly, has just been reprinted 
by Infra Insulation, Inc. This booklet 
points up to the do-it-yourself market 
in very simple language, the step-by- 
step procedure for finishing off an 
expansion attic. Installing Infra Mul- 
tiple accordion aluminum insulation is 
one of the features of the booklet. 
Infra Insulation, Inc., Dept. AL, 525 
Broadway, New York 12, N. Y. 
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The use of acoustical tile cement is 
covered in a manual. Simple text and 
diagrammatic illustrations cover a 
wide range of general practices and 
precautions including such topics as 
how much cement to use, how to set 
and level the tile, how to cement tile to 
specifications. A. Z. Bogert Company, 
Dept. AL, Ambler, Penna. 
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Save Time and Money with Mate- 
rials Handling Equipment is a 44-page 
booklet designed to help solve your 
materials handling problems. The book 
gives you case-histories telling how 
many dealers successfully solved their 
problems. It contains scores of ideas 
you can adopt in your yard immedi- 
ately. Price 50¢. American Lumber- 
man, Reprints, Room 2000, 139 N. 
Clark St., Chicago 2, Il. 
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A bathroom planning manual by 
American-Standard provides a wealth 
of information for the builder. Area 
planning for bathroom space allocation 
in single to multiple bathroom instal- 
lations is ineluded along with bath- 
room designs and various planning 
suggestions. American Radiator & 
Standard Sanitary Corp., Dept. AL, 
Pittsburgh 30, Penna. 
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Portable electric tools and kits are 
featured in a new catalog with over 
400 accessories. This free book in- 
cludes 150 pictures of tools and their 
uses with complete specifications and 
prices. Catalog no. 101. Porter-Cable, 
Dept. AL, 54 Exchange St., Syracuse 
8, N. Y. 
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A field report on lumber handling, 
no. 57, prepared in the field by Hyste1 
engineers, shows how a Hyster RC 
150 lift truck, together with a Hyster 
straddle truck, helps maintain an even 
flow of lumber storage, receiving and 
shipping in a typical lumber yard. 
Hyster Company, Dept. AL, P.O. Box 


The advantages of a one motor 
workshop are explained in detail in 
this new catalog. The complete Duro 
Master power tool workshop includes 
an 8” tilting arbor saw, 4%” jointer, 
15” jig saw, 14” drill press and a 27” 
gap lathe. Wood top tool stands are 
also available, as well as a complete 
line of accessories. Duro Metal Prod- 
ucts Co., Dept. AL, 2651 N. Kildare, 
Chicago 39, Ill. 
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The Future for Wood is a concise 
digest of the recent Weyerhaeuser 
Timber Co. report which was prepared 
by Stanford University. Edited to ap- 
ply to lumber dealers, this far-reach- 
ing report tells you where the lumber 
business is going. It is a valuable aid 
for your long-range planning. Price 
29¢. Write American Lumberman, Re- 
prints, Room 2000, 139 N. Clark St., 
Chieago 2, Ill. 
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The garage plan most popular in the 
Strand garage plan book is plan no. 
11. This 1% car frame garage fea- 
tures an 8’ x 24’ covered porch which 
can be screened for summer lounging. 
The Strand garage plan book pictures 
and describes 12 popular types of 
garages. Floor plans and material 
lists are included. Price, 10¢ per copy. 
Strand Garage Door Div., Dept. AL, 
3108 Griffin St., Detroit 11, Mich. 
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More Dealers Than Ever 
Are Now Reading 
American Lumberman 


Dual Purpose 
Attic Finishing Display 


At the Renier Lumber Co., De- 
troit, the back and sides of a cas 
ter-mounted attic finishing display 
is covered with perforated hard 
board and used to effectively dis- 
play home remodeling literature 
and seasonal items. 

“The wide variety of hooks avail 
able for perforated hardboard 
make it possible for us to display 
practically anything as an impulse 
item on these boards,” says Joe 


4318, Portland 8, Ore. 
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Renier, store manager. 








AVOID ROOF LEAKS 


with DENISTON 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance . . 
damaging stored crops, equipment and machinery. 


The time to avoid roof leaks is when the new metal roof is bein 


LEAD-SEAL 


lead is under the head 
and down the shank. 
When the nail is driven, 
the hole ground the 
nail is plugged with 
lead and the break in 
the galvanizing is 
completely covered, 
to form a perfect 
double seal. 


. they rob farmers by 


applied. And the Deniston Triple-Lock Lead-Seal Roofing Nails 
have proved their efficiency in notes to avoid roof leaks since 
they were first introduced in 1926. Here is the reason why—when 
the hammer strikes the nail the lead is forced into the hole around 
the shank, insuring a permanent seal through which no moisture 
can penetrate. 

Deniston Nails are manufactured under rigid specifications, from 
raw material to finished product—your customers’ assurance that 
they can be relied anon to satisfactorily do the work for which 
they are intended—-AVOID ROOF LEAKS. 


TRIPLE-LOCK 


As the “‘bump”™ is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
vents the nail from 
working ovt. The nail, 
lead ond sheet ore 
solidly locked to- 
gether 


FOR GALVANIZED AND ALUMINUM ROOFING 





DRIVE SCREW 
SHANK.... 


~~» makes the noil turn 
and hold like a screw. 
it holds with a power- 
ful, unyielding grip. 
Threads are deep ond 
sharp because they 
cre formed after Address 
ALSO FURNISHED galvanizing 
IN RING SHANK City 


The DENISTON COMPANY in Canada 
49th & South Western Avenue Bostern Steel Products Co., Ltd. 
Chicago 9, lilinols Preston, Ontario 


Please send me withoul cost 


(1) Directions Bookiet [) Complete price information () Pallet and other 
type nails 


Name 
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SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC 
TION, Use any 2 « 4a for legs 
and crossbar ...set up or knock- New Corn Crib 


ed down instantly as P / : 
Each package is a Clay Equipment Corporation has de- terials handling device through inter- 
colorful counter dis- veloped a new corn crib specifically changed front end attachments. Kwik- 
play. 24 Sete © for artificial drying. Steel tie rods and Mix Co. Sales Dept., Dept. AL, Mil- 
FREE. anchor rods are used to provide added waukee 16, Wis. 
strengt h to the wood and concrete For more data circle No. 77 on coupon, p. 150 
structure. In order to utilize the 
dryer to its maximum efficiency, the 
building is constructed 24’ wide and 

Nationally advertised to any convenient length. The capacity 
ws nM pe FR borg! of the crib is 110 bushels per lineal 
he cannot supply you. foot. Write Clay Equipment Corp., 
Dept. AL, Cedar Falls, Iowa. 
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GRAND HAVEN STAMPED PRODUCTS CO 


GRAND HAVEN, MICK 


Finest 
: Lightweight Generator 
% -— ¢ @ E E ® . Master Vibrator’s new lightweight 


generator is said to put out 1,500 
Rollers watts of electricity, enough to operate 
small tools, floodlights, deep freeze 
units, electric pumps, etc. A _ four- 
Convex Face cycle, direct-drive, three hp gasoline 
. Deluxe Lawn-Boy engine runs the generator. Because 
ion of its automatic rewind starter and 
wheels up are the two deluxe 1955 two built-in soc kets, you can plug in 
Lawn-Boy mowers. The two are iden- and woes it ma 2 in ve a 
Sondard 2” dic. a tical except for size. One is an 18- ver Arsaaie, 4 ° ha n- 
1/16” face inch and the other a 21-inch mower. ley Ave., Dayton, me 


“ For more data circle No. 78 on coupon, p. 130 
Primarily used in puttin p the screen. Wheels on the new Lawn-Boy are 
ing into the frame Can be krylastic, a member of the nylon fam- 
supplied with 3/32” rounded edge. ily. Five different cutting heights may 
Concave Face be obtained by changing the wheels to 
different holes in the housing. The 
deluxe Lawn-Boy now trims to within 
%” of obstructions, both in front and 
on the side. RPM Mfg. Co., Dept. AL, 
Lamar, Mo. 
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Completely redesigned from 


Stenderd 2” dia. 


For mueriing spline into frame after 
screening been positioned. 


‘agied "6 cits ae BE | Moto-Bug Fork Lift 
A 20% increase in the lifting range 

Flanged >. for the model S-10 ateniian fork New Woodworking Machine 
lift unit has been announced by the The new woodworking machine, the 
Kwik-Mix Co. Lift limit has been in- model 916 20” ball bearing hand 
creased from five feet to a maximum planer, jointer and moulder, is de- 
- six-foot height without a decrease in signed for beading, gaining, beveling, 
1378" diometers by ore wink the load capacity, the manufacturer grooving, rabbeting, moulding, cham- 
of ta. oa gy a age A _ “e pcring _ y oop S up ae 
5-10, ik-Mix also produces e e machine has a planing wi ca 
ee ne oe oe larger model R-15 rated to lift 1,500 pacity of 20”, a table ional of 102” 
pound load to a height of seven feet and is driven by a five hp motor. J. A. 
in 14 seconds. Introduced as a power Fay & Egan Co., Dept. AL, Eastern 
HOGGSON & PETTIS MFG. co. wheelbarrow, the Moto-Bug since has Ave. & Hazen St., Cincinnati 2, Ohio. 
OOK 1650, WEW HAVEN, CONN, U.S A been developed into an all-around ma- For more data circle No. 79 on coupon, p. 130 
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NEW FROM EVERY ANGLE! 


“OPEN-HOUSE’ 


TRADE MARK 


“AUTOMATIC” BRUSH DISPENSER Temes UKE A 


S LAZY ssa 


re - 
Here's your complete brush department...the self-service counter 
display that not only sells brushes for you, but stimulates interest 
in painting! It's “Open-House” by Baker, the most practical brush 
merchandiser ever devised. Builds multiple brush sales—shows wall, 
varnish, sash brushes at a glance...means faster, more profitable 
sales! “‘Open-House” is just part of Baker's big, organized promo 
tion for '55—national advertising, sales promotion, merchandising 
"Open-House" 
Specifications: 


‘ , Si 
Easy! - [voawame 


Colors 
10 silk-screen 


. = 72 washable colors 
BRUSHES by BAKER r Construction 


Metal and wire 


—to help you sell more Brushes by Baker, the largest-selling quality 


brush in America. 


For complete information on ‘Open-House”, ask your Baker distrib- Bie | Contents 


utor or write Baker Brush Co., Inc., 83 Grand Street, N. Y. C. 13. . Holds 10 doz, 
asstd. brushes 


Packed 
Ready to set 
on counter 


DISPENSES 


“AUTOMATICALLY”! 
“OO” MEET SEOUL IS 


B= BRUSHES 2Y 
°)| SA SEARS 


eee 


x. rT r +e g 
>’ ey >’ 


. 2) 


> © 


~~ 
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a 
for 


QUALITY 
and 


PROFIT 


For more than three-quarters , ee 

of a century, IVES has pio- “thas is at © 
neered in the design and 
manufacture of the very Above is average of timber being cut today on our second 
finest Builders’ Hardware. cycle cutting on 200 Thousand Acres of timberland. Annual 
During these years, IVES has cut 20 Million for past half century under exacting Forest 
unfailingly subscribed to a Management Plan without depletion. 

policy which assures retailers 


a just profit. HARDWOODS — WHITE PINE — HEMLOCK 


Specify and Sell the IVES line DEFEND YOUR TRADE WITH 
For Quality and Profits 








MENOMINEE INDIAN MILLS 
for the EXTRA QUALITY touch! Neopit, Wisconsin 


(mong = \ir-dried QUALITY LUMBER Kiln-dried 
THE H. B. IVES CO., NEW HAVEN, CONN 


ee eee 
HOLT HARDWOOD CO. || “WEDGE-RITE” 


mane + sincn + seer « onc || OVERHEAD “oor SETS 


STRIP @ BLOCK WAYS BETTER! 


and 1. Offset Track 4. All Stondord 


. Graduoted Hinges Singie & 2-C 
HERRINGBONE  Electre-Gelvenized Slane 4 


FLOORING Finish 5. Amazing Low Prices 


* 
Hardwood Flooring Mill-Drilled For Nalling p= 
— A New Service 


* 
There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8’x6'6" to 
GRADED SAWDUST 9x7’, two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9’x9 to 20’x12’ . . . for all doors 1%” 
. or 1%” thick. 


High Grade Northern Hardwoods Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


* DOOR SECTIONS! Truck load or carload lots 

in stock sizes. Kiln dried, Dougles Fir, dowel 
Custom Kiln Drying construction, Lowest prices! 

WRITE FOR FULL INFORMATION 
. AND PRICES! 


OCONTO, WISCONSIN 7 Mtallt ; tut DOR-SET 


CORPORATION 
ES AN A RS 1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 
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if it's an A.R.B, 


Home owners who have A.R.B. wood windows 
installed* tell us that two features make a 
special “hit” with them. 

Because A.R.B. wood windows are remova- 
ble —easily—cleaning and painting are quick 
and simple. They con be washed in a tub, 
or painted in the basement. And they go back 
in place with almost no effort. (That's 
Reason #1.) 

The feature that makes them removable 
(patented A.R.B. metals) also assures free 
sliding for the life of the windows—without 
air leak. (That's Reason #2.) 

At the A.R.B. price, no other wood window 
gives equal satisfaction. 


See your nearest lumber dealer or 


















































the heart of A.R.B. 


The extremely simple, pdtented design of 
A.R.B. metal sash guides makes window 
removal almost effortless, and tension 
adjustment easy The three spring 
loaded tension adjustment screws turn 
in metal threads —not wood—for dura 
bility. A.R.B. is not only air-tight and 
rattle-proof, it is also as simple to 
install as any prime window 
Available in all modular sizes and 


designs 


A. R. B. WINDOW SALES COMPANY, 19433 John R Street, Detroit 3, Michigan 


* More than a million in use. 
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Now/ 


~ Genuine PLYScORD Sheathing 
Marked in Big, Bold Letters 
for Positive Identification 


It's easier than ever to be sure of uniform quality when 





you buy fir plywood sheathing. Big, king-size marking identifies 
genuine PLYSCORD, the only plywood sheathing quality-tested 


by DFPA* to protect the buyer and assure performance. 


DFPA: Douglas Fir Plywood Association is a 
‘alelabme]dehahamialellt-naa'mre]acs-"alP4-halelammel-\\10)¢-10mmcem o)aelelelen 
research, promotion, and quality maintenance 


NEW:.A handy slide rule giving KI 
ean and nailing recommendations for Plyscord sheathing 
at on various stud, joist and rafter spacings Free 





Write DFPA ile ale! "Fh aliaycace) 








PLYSCORD 

















GENUINE 
DOUGLAS FIR PLYWOOD 


PLYSCORD 


INTERIOR TYPE GRADE C-D 


You can be sure 
when you see this, 
DFPA Trademark 


wee 


120 


GET THE 


FACTS 


ON THE MOST 


: 


ADVANCED WEATHERSTRIPPING! 





s the complete 
story about the most advanced 
window equipment on the mar- 
ket! It’s a new folder that gives 
— ts on Zegers Dura- 
8 
Weatherstrip and Sash Bat- 
ance .. . how it provides 41, 


times better weather protec- 
tion plus easy low opera- 
tion. Read about ra-seal’s 


One-Piece Jamb Member that 
maintains a constant air seal 
and smooth opening and clos- 
ing no matter how the sash 
may expand or contract... 
about “Si-vel” coated springs 
that assure silent operation. 
See actual scientific proof that 
Dura-seal provides the best 
weatherstripping. Write for 


COMBINATION METAL WEATHERSTRIP this important folder today! 


AND SASH BALANCE 


(To obtain more data on advertised products see page 130) 


Zegers Incorporated 
8088 South Chicago Ave. 
Chicago 17, Illinois 


ombination Metal. 








LU-RE-CO PLANS 
(begins on page 59) 





nanced by the Lumber Dealers 
Research Council, the research 
study for the house plans was 
conducted by James T. Lendrum, 
AIA, director of the Small Homes 


Council, and Jones. 


Here are brief descriptions of 
the eight new house plans: 


WP 6-3. Area 1,360 square feet. 
“L” shaped, single-story, three 
bedrooms, 1'% bathrooms. With or 
without basement; carport; focal 
interest point is a multipurpose 
area conveniently placed between 
living-dining room and bedroom 
wing. 


WP 7-0. Area 1,368 square feet. 
Square-shape, flat roof, single- 
story. Three bedrooms, two bath- 
rooms and laundry. With or with- 
out basement, carport. Living- 
dining area exceptionally large, 
13'-4"x36'. 


WP 8-3. Area (including lower 
level) 1,754 square feet. Tri-level, 
three bedrooms, two bathrooms, 
recreation and utility rooms. Sleep- 
ing area on upper level, living- 
dining on intermediate level, rec- 
reation and utility rooms on lower 
level. 


WP 9-3. Area including lower 
level) 1,830 square feet. Tri-level, 
three bedrooms, two bathrooms, 
garage. Entrance, dining alcove, 
kitchen and living area on inter- 
mediate level, sleeping area on 
upper level, playroom and utility 
on lower level. 


WP 10-3. Area (including lower 
level) 2,005 square feet. Three 
bedrooms, master dressing room, 
2'% bathrooms. Living-dining area 
on upper level, sleeping area on 
intermediate level, recreation, util- 
ity and hobby rooms on lower 
level. 


WP 11-2. Area (both floors) 
1,757 square feet. Two story, three 
bedrooms, two bathrooms, garage. 
Lower story is masonry construc- 
tion, upper standard 4x8’ wall 
panels. Entrance at ground level 
with seven steps to upper sleeping 
area and eight to living-dining- 
kitchen on lower floor. 


WP 12-3. Area (both floors) 
2,084 square feet. Two story, four 
bedrooms, two bathrooms, play- 
room, utility, garage. Two rooms 
on the lower floor can be left for 
later expansion. Designed for lot 
that slopes to the rear. 


WP 13-3. Area (both floors) 
1,787 square feet. Three bedrooms, 
two half bathrooms and one full 
bathroom, study, garage. Family 
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activities room on lower floor, for- 
mal living area and sleeping area 
on upper floor. Masonry construc- 
tion on lower floor. 

NOTE: Booklet entitled “New 
House Designs for Wall-Panel 
Construction” which describes the 
new house plans and shows floor 
plans and elevations is available. 
Price 50¢. Write University of 
Illinois, Small Homes Council, 
Dept. AL, Mumford House, Ur- 
bana, Ill. 

The new house plans will be 
available in the revised Lu-Re-Co 
package which will be ready for 
distribution in the spring. 





STORE REMODELING 


(begins on page 76) 





the outside length of the ware- 
house, Tri-State has speeded ma- 
terials handling. Inside the ware- 
house, long stock is piled vertically 
to save space and facilitate easier 
handling. 

“As a result of end-stacking, we 
practically need no loading equip- 
ment,” Thompson says. “To speed 
deliveries we use dump-bed trucks 
for fast unloading at construction 
sites.” 

Seven persons handle all opera- 
tions of Tri-State. The manager, 
his assistant, a credit manager 
and an office girl complete the 
store crew. A foreman and two 
drivers handle the yard work. All 
personnel double as salesmen. 


Clock Promotes 
Time Payment Plan 


A large clock at the Mohawk 
Lumber Co., Detroit, flanked by 
two placards announcing that time 
payments are available, has led to 
several sales of building materials 
to people planning home improve- 
ments. 

“People just naturally look at a 
clock,” says Jim White, manager 
of Mohawk’s 8-mile store and with 
this large clock they can’t help but 
look at the time—and our signs on 
each side. 


SUILDING Propucts MERCHANDISER 





NOW, SELL MORE 
“Do-it-Yourself”’ 


METAL TRIM! 


FREE display merchandiser 


with popular 
easy-to-install mouldings 


WM Here's the perfect combination 
for more “off-the-floor” sales of 
metal trim:—(1) The sturdy dis- 
play stand that places KINTRIM 
Mouldings withia sight and easy 
reach of do-it-yourself customers. 
And, (2) A stock of KINTRIM 
Stainless Steel Mouldings—the 
popular, easy-to-apply trims for 
home-owner installations of sink 
counter-tops and wall coverings. 

Order from your KINTRIM dis- 
tributor, or write us for informa- 
tion today. 

(Some choice territories open for 


wholesalers, Inquiries invited.) 
i. KINKEAD INDUSTRIES 
INCORPORATED 
\y \ Nii ‘hi ‘ Home Office & Factory: 


H Tht _ wa tal #860 Polk Rd 


: West Coast Office & Factory: 
5250 W. 102nd St 
Los Angeles 45, Calif 


~ 
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WHO'S COINING MONEY WITH THE 
uw % 


SEE PAGE 103 





DURABLE 


Low Cost 


FARM 
BUILDINGS 


with J. NEILS 
TREATED POLES 


More and more of your cus- 
tomers are asking about 
treated pole frame construc- 
tion because it costs less... 
lasts longer. Treated Lodge- 
pole Pine from J. Neils is the 
answer to their needs and to 
increased sales for you... 
J. Neils poles are straight, 
strong—selected from our 
own timberlands... and treat- 
ed (penta or creosote) in our 
own plant. Mixed cars can 
include poles with treated or 
untreated lumber. Write for 
information, 


J.NEILS 


LUMBER COMPANY 


AT 


LIBBY, MONTANA 
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FOR Distinction 

and Beauty 
more Business 

and Profit 


NEW, LOW-COST, RUSTIC-TYPE FENCE, COMES IN 
cost than other ling fences, is just what your 
TODAY of modern homes, and harmonizes beautifully with 
CATALOG picteate tightly woven with heavily galvanized wire 
y 
and 10 foot gates also available! 
PRICES! 
PICKET FENCE, SNOW FENCE, DENNING PREFAB CRIBS & SILOS 
market, appealing to more and more customers 


ROLLS READY TO ERECT. 
customers are looking for today. It provides shelter 
for ranch-type architecture 
the patented “‘Stretch-Proof’’ method. Available 
You will find a real demand for this economical 
f 
ILLINOIS WIRE & MFG. COMPANY 
1001 1003 1002 Lo14 1004 1005 LOI LOIO 1006 
Made to your requirements with fast Midwest 


RITE This handsome, rustic-type fence, much lower in 
and privacy for the yards, patios, and service areas 
Made from °° x 1%" pine, cedar and cypress 
and in 25 foot rolls in 5 ft. and 6 ft. heights, with 4 foot 
ence! 
P. O. Box 1396 JOLIET, ILLINOIS 
9 : 
de’cor LOUVERED DOORS are a growing 
service and economies. 


* " . ' , / 
9 
de COP SHUTTERS offer many opportunities for 
extra, profitable business. The practicality and 


Grand Rapids craftsmanship of DE’COR shutters 
has made them leaders in this new field of window 


treatment. new illustrated booklet, with complete 
Write for sales iefermation and profitable dis- 
counts, Please use firm letterhead. 
STILES, INC. 
ie) Soe) Mielele) 31555 Eastern Avenue, S.E. 
Grand Rapids, Michigan 
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250,000 Minnesota Homes 
Slated for '55 "Fix-up" 


Indicating the potential for re- 
pairs and remodeling in almost 
every state is a survey just com- 
pleted in Minnesota by the Minne- 
apolis Star and Tribune. The sur- 
vey revealed that 25% of Minne- 
sota homes will be remodeled or 
improved in 1955. That amounts 
to 250,000 homes with the projects 
ranging from fixing the front 
steps to completely remodeling the 
house. 

During the project men and 
women were shown a card that 
listed 10 projects and asked if they 
planned to undertake any of them 
during 1955. These are the proj- 
ects listed and the number of Min- 
nesota families planning each of 
them: 

Number of 


Remodel kitchen ....... 
Add on a room 
Build a garage........................33,000 
New flooring ...........................30,000 
Build a porch or breezeway..28,000 
New gutters or drains.......... 23,000 
New roofing 
DR MII. satsiccocesescens 
Finish attic ........ ; ee 
Amusement room .................. 15,000 
Other projects volunteered by 
homeowners included 40,000 who 
plan interior decorating, 28,000 
who will paint the exterior of their 
homes and 18,000 who will add or 
remodel bathrooms. 


soreeeeeeee3,000 


veveveeee 1 8,000 


Volume Builder 
Output Less in ‘55 


Judged by their total output, the | 
nation’s biggest homebuilders seem | 


to be getting a bit smaller, accord- 
ing to House & Home magazine. 
In its second annual survey of 
builders of one- and two-family 
houses (excluding prefabs), the 
magazine found that the 14 largest 


builders of 1954 started only 34,- , 
125 units, compared with 41,473 


started by the 14 top producers of 
1953. Five of the eight builders 
who were on the list both years 
reported sizeable reductions in 
their 1954 programs, compared 
with 1953. 


Commenting on this decreased 


production by big builders, in di- 
rect contrast to the substantial in- 
_crease in total housing starts by 


all builders last year, House & | 


Home declared: 

“The underlying causes appear 
to be income tax, and more impor- 
tantly, the increasing difficulty of 
assembling large tracts of land 
where people want to live. The 
trend confirms and strengthens a 


recent forecast by H. E. Riley, | 
chief of the Bureau of Labor Sta- | 


tistics’ construction division, that 

the biggest big builders are un- 

likely to grow any bigger.” 
(continued on page 125) 


Propucts MercHaNnptsi 





households | 


'STACK-LOAD-HAUL up to 


4000 pounds over the 


Roughest Ground..with the 


SHERMAN FORK LIFT! 


Profit now with low cost, mechanized material handling! 
The Sherman Fork Lift hoists 4000 pounds as high as 10 
feet... and travels everywhere a big-wheeled tractor can, 
in any weather, over any ground. 


Extra ground clearance, wide tire treads and big rear 
wheels make this powerful hydraulic fork lift unit ideal for 
use as a lift truck or field carrier. Power steering provides 
smooth, effortless operation, saves operator fatigue, makes it 
easy to maneuver in limited space, and completely eliminates 
“kick-back” from road shock. The tractor’s big rear wheels 
are under the load . . . for extra safety in lifting, maximum 
traction at all times, and a cushioned ride for fragile materials. 


The Sherman Fork Lift is efficient, rugged, economical, 
easy to operate ... and it's sold and serviced in your own 
neighborhood, assuring convenient, dependable service at 
all times. Ask your Ford Tractor Dealer for a demonstration 
on your job, or write today for free Bulletin No, 951. 


SHERMAN 
FORK LIFT* 


POWER DIGGER 


SHERMAN 


PRODUCTS, INC, 
ROYAL OAK, MICHIGAN 


~mff-ten * 


(To obtain more data on advertised products see page 130) 


FRONT END LOADER 


FurO EXCLUSIVELY FOR SHERMAN PRODUCTS, 
inC,, OY KO MFG. CO., CLEBURNE. Texas 





you can 
depend 
Otl oa * . 


oS ne ee es tt TAN DAR D S 


Take sheathing, for example. It provides three 
vital functions in the structure: It encloses, it 
strengthens, it insulates. To give top efficiency 
in all three, it must be well manufactured and 
properly dried ...to assure a snugly matched 
flush surface, permanent nail-holding power 
for maximum stiffness and, in particular, 
proper drying to specified moisture content for 
highest insulating effectiveness (which keeps 
out as much heat as 5” of common brick; 9” of 
face brick; 12” of stone; 1314” of concrete). 


Recognizing these qualities as paramount in 
lumber at its best, Crossett Standards are de- 
signed to provide and maintain them... yet 
always with an eye to still further refinements 
through our comprehensive facilities and the 
natural superiorities of Arkansas Soft Pine. 


Constant betterment through research. 





eros sc ETT 


A Division of The Crossett Company 


CROSSETT, ARKANSAS 
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Contractors Predicting 
Record Building Year 


A leading group of building con- 
tractors thinks the construction 
business, which has been breaking 
new records for the past nine 
years, is going to get even better 
in 1955. 

The Associated General Con- 
tractors of America looks for con- 
struction activity this year to 
reach as high as $56 billion, com- 
pared with its estimate of $52 bil- 
lion last year. Bigger outlays for 
homes, institutional and commer- 
cial building and public works 
will far outweigh mild declines in 
farm, Federal and industrial con- 
struction, it predicted. 

The industry group, which 
claims to represent 6,500 con- 
struction firms all over the coun- 
try, outlines its forecast this way: 
New construction will climb about 
$3 billion from 1954 to $40 billion. A* your building 
And maintenance work will in- 2ny Dasa” £9, bell: pons at, “Ber, we wei, 
crease by $1 billion to $16 billion. We will be lag tints Femodetinie® jab 

Private construction, the asso- expert jal, Sarmish 
ciation figures, will lead the way. er onieraa and 
Almost $27.8 billion will be spent meat 2 
for more homes, churches, schools, ; Pre ee 
hospitals, stores, warehouses and x “hana dvi 
other commercial buildings last {i",8* your builgier 22% 
year, $25.5 billion was paid for > ae adore in your home, 
such construction work. * oe 

Mild dips are foreseen in farm : me 
and industrial building. Building 
of new plants and the like, the 
group noted, has been declining 
slightly with completion of expan- 
sion goals in major industries and 
a slowing down of the Govern- 
ment’s fast tax amortization pro- 
gram. But new tax legislation, it 
said, might boost industrial build- 
ing close to 1954’s total of $2 


The Advice BALDWIN-HILL 


Gives Your Customers..... 





One-stop Conter 


he 


ma- 
M “he 





billion. 


See Greatest Year 
For National Gypsum 


Melvin H. Baker, chairman of 
National Gypsum Co., has predict- 
ed that 1955 will be the greatest 
year in the company’s history. 
National’s 35 plants throughout 
the nation will operate a capacity 
or close to it this year, he said. 

Baker placed the company’s 
1954 sales at $126 million, a gain 
of $8 million over 1953, and net 


business 


We'd like to work with you as a 
partner in boosting your sales to 
home builders and remodelers; to do- 
it-yourself craftsmen and contractors 

. to sell more building materials 
of all types including B-H Magic 
Spun Blankets. Take advantage of 
the help this booklet (illustrated) 
can give you — along with our com- 
plete merchandising campaign that is 
tops in attracting and holding good 


Gare 
PARIS 
BIANKEL 
a 
. gitw 
BALOWIN-HILL COMPANY 


$00 CRtum6 avenue eeetOw 2. Em peeet 


profit for this year at $4.50 a 
share compared with $2.75 a share 
in 1958. He said about 75 cents of 
the rise in earnings resulted from 
the expiration of the excess profits 
tax at the end of 1953. eat of space for your company same and 
“With the population of the eddrens. 
U. S. growing at the rate of about 
three million a year,” Baker said, 
“the demand for housing contin- 
ues to increase. Housing starts 
should be up 4% in 1955, and the 
construction of public buildings 
should increase 8% to 10%.” 
(continued on next page) 


business. Write us for complete in- enn Glial ih etan 6 te bain, 


formation. it tells where to Insulate; how to 
measure areas; how much Is 
needed; and explicit details on how to 
instoll. And it advises the reader to 
consult his dealer . . . leaves plenty 
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infsliding door 
hardware 
... for years 


Sliding door hardware is no sideline 
with us. It’s our entire business! Con 
centration on design and production 
enable us to give you the best hard. 
ware at a low price. Builders say they 
can't miss with Kennatrack. Goes up 
easy, works easy, and lasts a lifetime. 
Reason enough why Kennatrack stays 
in the lead as America’s largest exclu- 
sive manufacturer! 


Kennatrac 


SLIDING DOOR 
HARDWARE 



















FREE! 


Invaluable, because it 
takes the guesswork 
out of selecting the 
right hardware for 
the job 












Kennatrack Corp 
Elkhart, Indiana 


Please send free BUYER'S GUIDE to: 







NAME 






ADDRESS___. 









a _STATE 
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Western fir 
plywood manu- 
facturers are 
celebrating 
their 50th anni- 
versary this 
year with a 
golden jubilee 
promotion de- 
signed to in- 
crease sales by 
10 million feet a week throughout 
1955. 

According to W. E. Difford, as- 
sociation managing director, the 
DFPA will place special emphasis 
on personalized help to lumber 
dealers in the merchandising of 
fir plywood. Speakers for sales 
meetings, employe training and 
customer “how-to” clinics, will be 
available at all times. Dealers are 
being urged to write the associa- 
tion for details of the program. 

Lumber dealers will be provided 
with point-of-purchase displays, 
identification as sources of supply 
for fir plywood, new merchandis- 
ing tools and a continuing flow of 
ideas for building the sale of ply- 
wood and related items. Already 
available are a series of identifica- 
tion signs now being displayed at 
lumber dealer conventions. 





DIFFORD 


Dealer Test Program 


The association has completed 
the initial phase of a test program 
designed to evaluate the effective- 
ness of fir plywood sales helps at 
six representative lumber yards 
strategically located across the 
country. New jubilee sales helps 
will be tailored to the results of 
the program. 

Dealers will be given more pro- 
motion support from field repre- 
sentatives of the fir plywood in- 
dustry than ever before. During 
the past two years, the force has 
been more than doubled and there 
are now a total of 27 field promo- 
tion representatives stationed in 
every major market area in the 
country. 


Fifty Golden Ideas 

The heart of 
the promotion 
will be 50 Gold- 
en Ideas for 
building or re- 
modeling with / 
fir plywood de- 
signed by five 
leading archi- 
tects. The  in- 
dustry will pre- 
view them with 
all the drama of 
a new “open- 
ing” in mid-June. The presenta- 
tion will take place in Portland, 
Ore., where the first fir plywood 


HELPING 
AMERICA BUILD 
oerrer 


_ n 
tm MOmEL 4m IMOUETET Om Faemee 
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was produced for exhibit at that 
| city’s world fair in 1905. It will 





Golden Jubilee for Fir Plywood 


be the biggest meeting of plywood 
business people ever assembled at 
one time. 


Ideas For Consumers 


For consumers, the industry will 
offer a book of 50 plans for all 
kinds of do-it-yourself projects 
from a smart modern new wall 
desk to an entire carport and stor- 
age section. There will be new 
plans for boats and new “how-to” 
literature aimed at simplifying 
the work of amateurs in work- 
shop, remodeling or new building. 
Most of the new “Golden Ideas” 
will be aimed at providing the in- 
spiration to architects, builders 
and homeowners for imaginative 
improvements in livability pos- 
sible with new and existing ply- 
wood products. 


New Oil Vehicle 
For Latex Paints 


You can’t combine oil with water 
—but a Minneapolis firm says it 
has done this—and thereby re- 
ported given paint manufacturers 
all over America a simplified way 
to make the popular “rubber-base” 
interior paints. 

ell, manager of Cargill’s 
New York office, comments that 
Cargill research chemists have de- 
veloped a new product for the 
paint industry that combines a de- 
rivative of linseed oil with syn- 
thetic latex for making the water 
soluble latex-base paints. 

According to Zell, most conven- 
tional latex-base paints do not 
contain oi! —long the standard 
base for paint products. Cargill’s 
research department felt that by 
compounding synthetic latex ma- 
terial with a modified linseed oil, 
they would be able to make a hetter 
paint, with greater durability. 


‘A Complete Vehicle’ 


Mr. Zell says the new product, 
Cargill EVT-50, is what the paint 
industry calls a “complete vehicle” 
—that is, a “pre-mix” of most of 
the ingredients used in making 
paint. All the manufacturer has to 
do is add his pigment for color, 
mix and put the finished paint in 
his own containers, he explains. 

Cargill chemists say that its use 
can cut paint production time as 
much as 60% by reducing the 
manufacturing process to three 
simple steps. This, according to 
them, could more than double a 
manufacturer’s plant capacity, 
without increasing production 
costs. Moreover, they claim the 
new vehicle will help solve many 
of the troublesome problems of 
quality control and in turning out 
a consistently uniform paint. 
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EASY TO SELL 
EASY TO LAY 
GOOD PROFIT FOR YOU 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
able beauty of Padgett-Smith Oak 
Flooring. The result is more satisfied 
customers, more sales, and profit for you. 


Representatives in most states, Write or phone for particulars. 


NOFMA 


FLOORS 


array Papeerr. Cit FLOORING COMPANY 


EXCELLENT | 
MILLWORK a, 


COLOR AND GRAIN 
UNIFORMITY 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


THOROUGHLY SEASONED afc 
IN MODERN KILNS 


NOFMA 
» "S ~=GRADED 


bee 


4 Ps dh 
Ay 


DIRECT 

VAN DELIVERY 

Within 600 mile radius 
Trailer loads or split loads are 
delivered at carload prices. 
Coast-to-coast rail shipments. 


Phone 31 
Mountain View, Mo 








Jeffreys-McElrath 
MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 
. Ge. 











ons 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 
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Manufacturers and Wholesalers 


WEST COAST 
LUMBER 


All species Extensive con. 
trolled production. Write for 
name of local wholeseier 

or commission men, 


Lumber Wholesalers 


PO BOX 367 MEDFORD. OREGON 





DOUBLE YOUR INCOME from 
your newspaper advertising by 
, using ovr cartoons. More peo- 
ple reed cartoons then other 
style ads — you build more 
goodwill. FREE copy ideas 
SAVE your time. Hundreds of 
dealers have used ovr cartoons 
since 1947 with good results 
Mats in ONE of TWO column 
sizes to fit any size ad. Ex- 
clusive city fronchises going 
fost. Write today for FREE 
proofs of cartoons and full in 


id —\ —— 4 a. 
GZ : = = i formation to 


“The next time we build — I'm going LIL-AD PEATURES 
te insist on PLANSI"’ Bex 167, Long Beach, Collf, 








Neme 








(To obtain more data on advertised products see page 130) 











Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 





Rates. 

1 Time — — ip pes weed tes cnet, insovtion. 
Minimum charge of $1.00 per line. 

3 Times — lS5e per word for each consecutive 
insertion. charge of 75< 
per line. 

Add $1.50 insertion for blind ads bea 

box camber. e ses 


Re cusacy commission es cash decount 
pape 9 


pO ction must bo > Peb- 
faker’ flies ¢ pubs, 


—_ cre set in unilorm 6 
* yries Me G0 apocal ders 


Replies forwarded without additional charge. 
LB PY ke, 





HELP WANTED 





Wanted: Yard Manager. Good salary and per 
cent of profit. Address Box A-34, American 
Lumberman, Inc. 


Assistant retail) yard ‘manager. by about 
$200,000 in goo 

yd of 100,000, State experience, — photo. 
Address Box A-35, American Lumberman, Inc. 


MANAGER — RETAIL LUMBER YARD 
Here is the opporunity to live in South Florida 
and manage a retail lumber yard. This posi- 
tion offers the security of year around em- 

loyment with a company offers a real 
uture. Ii you are between 27 and 35 years 
of age, experienced in retail lumber and build- 
ing supplies, with a minimum of two years as 
manager of a retail yard, please write in com- 
plete « detail =, to your personal situation, past 


Address Box 
2-59, Som ey eeu Inc. 











SITUATIONS WANTED 





SALES REPRESENTATIVES 
WANTED 











Sell X-HALER Moisture Vent Tube (a wall 
breather to stop paint poctioe) to all types of 
accounts hand Protected territory. 
ws Mig. Co., 1 Euclid Ave., Cleveland 
3, Ohio. 





METAL MOULDING SALESMAN 


Pull ti time or side eas call on linoleum— 
stor 





Si ntet tn 





manufacturers and 
age ge = Manufacturer of complete qua = 
of alumin and ong 0 mould 
territories 
1132 Alum Cy _ 
Columbus 9, O 





or used, vegeta line rate is 
nm answering umbe: mailing 
lor ads address thom ‘e ne copy 


AMERICAN pan, 
139 N. « Chicago 2, im 





HELP WANTED 





HELP WANTED — MALE 
Foreman — Por lumber Ja with papoteaee 


modern. dey. ilns” Old Hardwoods and o 
established ne 
4 &.. plant in Western 


for the 
oe Shanken Tin"Kanrces tember 
man, ° 


MILLWORK DETAILER AND BILLER 
Flerida Millwork Company wants to omeiey 
an eopemencee Detailer and Biller. 
quer None but high type man need oe 


oss Box A-20, 








WOODWORK SALESMAN — LISTER — DE- 
TAILER. Accurate, rapid work can win 
excellent position with old established | Mog 
war d-looking custom Woodwork Mill. Sales 
ability Send brief 
resume end write for appointment to Box A-31, 








Sales M ded tor retail lumber 
and builders ig hoy which is going 
into its 25th year ated in a growing sub- 
urben community northeastern Pennsy! 
vania. Set up to do ya $300,000 to $500 $500,000 
business. Good position for family man be- 
tween 25-40 years of age. Must ve retail 
lumber yard experience. Good sal and 
If interested write 


profit sharing possibilities. 
giving queliiestions. Replies contidential. 
Shaveriown Lumber Co. 
P. O. Box 308 
Shavertown, Pa. 





Wanted: First class t ble of 
figuring millwork, Seratiing and billing. Steady 
werk, good position for a good man. 
The A. G. Sharp Lumber Company 
Youngstown, Ohio 





GENERAL MANAGER 
Age 40 to 55 wee at i 15 years of saw- 
est sawmil! 
operation —~ BY Northern Rodwende includ- 
ing i] operations, modern 6 .. Pane 
mill Lerisentel resaw. cy a= ey 
mi ed yn, 


ilns, ~ manufacturing se 

sion stock, dowels and wood turnings. Must 
some sales and marketing experience. 

Give complete record of your experience in 

firet letter, Reply to Box A-32, American Lum- 

berman. Inc. 








Wanted: Young man with some experi 
wiedge of retail lumber beshesee. on 
nintant maneger of small ~y in Central 


+ 


Line yard. 
Addnens Box Pe 33, American TF . Inc. 
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- cial Millwork | Detailer — — Biller. Commer- 
. Desires 


al, Church . 
Woche or Michigan. 
german Box A-36, American Lumberman, Inc. 





tet 








Desire ti with wh 1 line yard 
or group organization interested in ‘Goveleginn 
an aggressive retail d My 
experience includes last 7 years general man- 
“ er retail, w and western 

lesale offices, wide experience with LU- 

©. Excellent record and references. Lynn 
Grojean. 623 Elm St., Three Rivers, Michigan. 











Middle aged married man, 8 years experience 
as yard foreman wishes connection with re- 
liable lineyard operation. Prefer central, west- 
ern Wisconsin or eastern Minnesota. Address 
Box A-37, Ameri Lumb Inc. 





General Manager of retail lumber business 


SALES REPRESENTATION 
AVAILABLE 





MANUFACTURER'S REPRESENTATIVES CALL- 
ING ON LUMBER JOBBERS in Chicago area, 
desire new lines for resale to contractors. 
Please write c/o P. O. Box 43, Wilmette, Ill. 


WANTED 
PONDEROSA MOULDING CONNECTION 
Just sold my Retail Yard in Detroit Area, would 
Moul 


on agg either on a commiss 
basis. 34 years owner of a yard, 

Director of Detroit Lumbermens 

ears previous Secret Manager — yon 
etail Lumber Dealers iespaatien and presi- 
dent for one year. Have intimate acquaintance 
with Detroit Area Retailers also throughout 
State of Michigan. Write: Fred A. McCaul, 
Suite 230 Park Shelton Hotel, Detroit, Michigan. 








available June ist. Thoroughly familiar with 
all ph of busi -- 2S ears 

— excellent record. Address Box A-38, Amer- 
ican Lumberman, Inc. 





Manager selling interest in yard. will consider 
retail or wholesale employment. Address Box 
2-55, American Lumberman, Inc. 


Manager's position wanted. Man of 32 desires 
challenging position with progressive concern 
where more than average talents and efforts 
are required. Excellent background in all 
amy w of retail] lumber business. Address 
ox A-25, American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





sega ‘s agent or representative. Lead- 

ing er d tern rv to. tall dos 
4 4. fr tei. to se! s 

sash balance and hex a 











BUSINESSES WANTED 





Responsible party interested in purchasing a 
Southern Florida retail yard(s). East Coast 

eferable. Write full particulars Box A-42, 
merican Lumberman, Inc. 





LUMBER & DIMENSION WANTED 





t taf, Whol 1 


wants to establish direct 
connections with West Coast Mills producing 
reen and kiln dried Douglas Fir, te Fir. 
oeaar. Redwood and Ponderosa Pine. Mills 
must be 





ociation members and furnish 
ble in quality and price to 

Big W & LB. We have warehouse {facilities 

and also buy mouldings, plywood, doors and 

sash. Can furnish excellent personal and bank 

references. Payment will be ~- sight 

drait immediately upon receipt s he 
pers. Address Box A-39, man 4 a 
rman, Inc. 











an 
yards, window jobbers, ~~~ Oe Easy 
2 ween mang right. Box No. Z-61 American 


“NATIONWIDE Pre Cut Homes FRANCHISED 
DEALERSHIPS State and County Franchised 
Dealerships available thru out the United 
States. As the exclusive Franklin Home Dealer 
in your own qeaorer 5 territory you'll be able 
to offer your home-minded prospects L choice 
of 48 modern architect designed. spacious. 
solidly constructed houses with cubstantiel 
discounts. 


pas t in t 2 thaton but high 

grade men lntorested in a ae franchise 

are invited to write for de Send 25.4 

for 1955 edition of our cavalog of wr Homes & 

Man Plans. eons men > experience in 
and g wanted 


Franklin Thrift Homes, Inc. 
P. O. Box 631 
State College. Pennsylvania 








February 7, 1955, 





WANTED — RAILS 





STEEL RAILS 
6+, we. 25+. W#, 354, 404 and Heavier. 
WEST STEEL CORPORATION 
518 Dass St.. Charleston, West Virginia 





RAILS, New and Relaying 
Bought and Sold 


M. K, FRANK 
480 Lexington Ave., New York 17, N. Y. 





BUSINESSES FOR SALE 





FOR SALE 
patios — in North Eastern Pennsylvania. 


. Address 


AMERICAN LUMBERMAN ¢ 


























BUSINESSES FOR SALE 


BUSINESS OPPORTUNITIES 





Planing Mill, old established in town of 20,000 
in heart of rich San a Valley, California. 
Excellent opportunity. er wishes to retire 
due to ill health. Address Box A-27, American 
Lumberman, Inc. 


RETAIL LUMBER YARD 

For lease—long established eastern Michigan 
industrial city. Excellent a and loca- 
tion. Exceptional profit record. Address Box 
A-30, American Lumberman, Inc. 


FOR SALE: Lumber and Building Yard, Int. 
Harvester Agency. Established 40 years. An- 
nual sales past five years $275,000. 40 miles 
out of Chicago. Dairy district. Will sell all 
or part. Health and age reason for selling. 
Address Box A-44, American Lumberman, Inc. 


FOR SALE: Lumber, hardware and building 
materials yard in “Garden Spot of Michigan” 
on Highw M 53. VAN’S LUMBER CO., 
IMLAY CITY, MICHIGAN. 


SO. CALIFORNIA LUMBER YARDS FOR SALE. 


(A) Located 80 miles from Los Angeles. Made 
$63.000 net last five years after income 
taxes. Will require about $125,000. 


(B) Thirty miles from Los Angeles: established 
filty years ago, one owner. one location: 
R.R. lease. ill require about $125,000. 


(C) Long established yard in heart of Los An- 
geles; now closed, spur track. Wonderful 
for ‘Do It Yourself’ trade. Good lease 
$10 per day. 


Twohy Lumber Co., Lumber Yard Brokers for 
over forty years. 714 W. Olympic. Los An- 
geles 15. 


LUMBER AND HARDWARE 


Located south of Franklin, Indiana, on State 
Road 31. Profitable and growing. Ample 
ground for expansion or other lines. O. W. 
Morrissey, MElrose 4-7428 or Fletcher Trust 
Bidg.. Indianapolis, Indiana. 


YARD FOR SALE 
Retail Lumber. hardware and coal yard in 
Northern Kentucky. Coal conveyors to dump 
truck. Good profitable yard. Been in busi- 
ness for 40 years. Will inventory. Address 
Box A-40, American Lumberman, Inc. 


Well established Phoenix. Arizona. retail yard: 
good equipment and clean inventory: terms. 
Contact Owner, Box A-41, American Lumber- 
man. Inc. 





MISCELLANEOUS FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


EVERGREENS SEEDLINGS TRANSPLANTS 
For growing Christmas trees. Ornamental 
landscape lining-out. Quality stock direct trom 
growers at low prices. Write for price list 
and planting guide. 

SUNCREST EVERGREEN NURSERIES 
Box 305. Homer City. Pa. 





PROMPT SHIPMENT 





R-V-LITE (Plastic Window Materials) 
NICHOLS NEVER-STAIN ALUMINUM NAILS 
(Small boxes with tear string opener) 
Nichols Aluminum Straightline Corners for 
bevel or dolly varden siding. 
Nichols Aluminum Roll Valley 
U. S. G. Louvers & Vents 
Dura-Flex Thresholds. Safe Hardware. 
Belson Legs (Wrought Iron) 
Miracle Anchor Nails 
Sliding Door and Pocket Door Hardware 
$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
. ©. Drawer 4 Wilmette, Il. 


3UILDING PropucTs MERCHANDISER 


Reliable Northern Wholesaler interested in 
establishing Florida Branch. Replies confi- 
dential. Address Box A-43, American Lumber- 
man, Inc. 





USED MACHINERY FOR SALE 





For Sale — 1 used #80 Bell Multiple Head 
Mortiser with 3 mortise chain heads, 4 hollow 
chisel heads, 6 bases for the above heads with 
motors direct connected. 6°4°' from center to 
center of mortise heads when extended full 
length. 10!/,. from center to center of mortise 
heads when closed. can be seen in 


operation. For further information write or 
phone: 


GRAND RAPIDS SASH & DOOR CO. 
1453 Buchanan Ave., 5.W. 
Grand Rapids 2, Michigan 

Ph: CHerry 3-3605 


We are changing to a 72” carrier and lift 
truck package and offer for sale 3 one year 
eld Ross straddle carriers Series 70 model 
6663 — 60° capacity. Prices quoted upon re- 
uest. 

ese machines ere like new and we also 
have plenty of 4°'x4’’x60" bolsters with bolted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 


FOR SALE: One Greenlee #426 Gang Rip Saw 
with babbitt bearings. V-belt drive, roll feed 
which is clutch controlled, 5!/."' arbor swing- 
ing 18° saws maxi ; hi is in good 
condition having been rebabbitted 30 days be- 
fore being taken out of service. 

$100 FOB Howell, Michigan 


Thureson Lumber Company 
Howell, Michigan 


One ROSS Straddle Carrier, Mod. 90, 15 ton 
capacity. P. Henault, 25167 Grand River, 
Detroit 19, Michigan. 





For Sale: One 42” band rip saw carrying a 
four inch band saw: belt drive—babbit bear- 
ings—chain feed—3 saws included—as taken 
out of service $200 FOB Howell, Michigan. 
Thureson Lumber Company, Howell, Michigan. 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inquiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EGO49 


QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 
Stair Treads and Risers 
Plank Flooring—Wal!l Paneli 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 
2,000,000 feet of hardwoods and 
soltwoods in stock 
THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





Recommended Reading for Lumber Dealers: 


PRACTICAL 

NEW IDEAS 

InN 

BUILDING 

PRODUCTS 

MERCHAN- 

DISING 

Practical case-history examples of how several 
dozen lumber dealers are successfully merchan- 


dising 15 important building products. Over 
40 pages of ideas you can put to use to- 


Recommended Reading for Lumber Dealers: 


16 NEW 
SHOWROOMS 
FOR 
MERCHANDISING 
BUILDING 
MATERIALS 


o 


NOW AVAILABLE: this 44-page booklet of 
practical new plans and ideas being used by 
lumber and building products dealers to build, 
remodel and improve showrooms. Place your 
order today. 


Recommended Reading for Lumber Dealers: 


SAVE TIME 
AND MONEY 
WITH 
MATERIALS 
HANDLING 
EQUIPMENT 


Every lumber dealer should read these case his- 
tory articles on what other dealers are doing 
to solve thelr materials handling problems. 
Here are ideas you can adopt in your yard 

. 04 











AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 

139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 

Enclosed is... - bod , ‘ 
please send me..... , . copies 


return mail 


WAME 
COMPANY 
ADDRESS 


CITY 
STATE 











HARDWARE—drawer Knobs: Sample ROOFING, zine galvanized: Do-it-your- 
information Offered literature; Ajax Hardware Mfg. Corp. self manuals; oe Zinc Insti- 
See adv't p. 99 tute. See adv’t p. 12. 
In Adver tisements HARDWARE—<#creen door latch: Infor- SAWHORSE BRACKETS, folding: In- 
mation; Western Lock Mfg. Co. See formation; Federal Aircraft Works 
So wish detalied loteruation 02 8 adv't p. 71. See adv’t p. 109. 
or + or service? Check HARDWARE—sliding door track: In SAWH( z ACKETS: Sales aids; 
use index of IHerature and dota offered in this formation; Engineered Products Co paket yy Ay ie Products Co 
lesue's adv $ Bee adv't p. 108. See adv’t p. 114 
HARDWARE — slidir door Book; . eer Er ‘ - . 
ADVERTISING CARTOONS: Book; | Mennatrack Corp. Bee aév't Bp 136 SCREEN KITS: Literature; American 
Hager & Sons Hinge Mfg. Co. See HARDWARE sliding aide door: Cate Screen Products Co. See adv’t p. 95 
adv’t p. 32 log; Sterling Hardware Mfg. Co. See SCREENING, shade: Sales aids; Kaiser 
ADVERTISING CARTOONS: Proofs, in ady’t p. 54 Aluminum & Chemical Sales, Inc. See 
formation; IAl-Ad Features, Bee adv’t INSULATION, spun blanket: Booklet, adv'’t p. 31. 
p. 127 sales aids: Baldwin-Hill Co. See adv't SCREENS, tension: Sales aids; The Co- 
AWNINGS, wood lAterature; Hough p. 125 lumbia Mills, Inc. See adv’t p. 19. 
Shade Corp. See adv't p. 96. INTERCOM SYSTEMS: Descriptive lit- SCRBPENS, tension: Information; Key- 
DOORS, fir: Sales aide kit; Fir Door erature; Executone, Inc. See adv't p. stone Wire Cloth Co. See adv’t p. 83. 
Institute, See adv’t p. 85 . SS SHEATHING, fir plywood: Sales aid; 
DOORS, flush: Information; Aetna Ply- KITCHENS, steel: Sales aids; Mullins Douglas Fir Plywood Assn. See adv’t 
wood & Veneer Co. See adv't p. 101. ~~ & orp. See adv't - 43. pps. 118-119 
rs ‘ LUMBER: Building Service pian sales SHINGLBES, asbestos-cement: Informa- 
DOORS, tee! arage Construction . 4 NGLES, 
aioe Sayles Made Garage Deore. See aids; Weyerhaeuser Sales Co. See tion; Keasbey & Mattison Co. See 
ady't p. 6 ee 86-87 adv't p. 75. 
DOORS, louvered: Booklet; Stiles, Inc LUMBER, dougias fir: Information; SIDING, beveled: 


Information; Kochton 
c ra. Roseburg Lumber Co. See adv’t p hg 7 ’ 
Bee adv't p. 122 79 


Plywood & Veneer Co. See adv't p. 29 
SIDING, western red cedar: Promotion 
su) y : ; . 
Iron Corp. See advt p. 93. Jonas Dan len eden kit; Western Red Cedar Lbr. Assn 
FENCE, tron and wire: Catalogs; Stew , . ; fi oe e : 
art Iron Works Co. See adv't p. 106 MULE ietasem sect: faforme- TILE, floor: Display unit; Congoleum- 
vereete : . : ae ' be Nairn, Inc. See adv’t p. 47. 
FENCH, wood stockade: Catalog; Illi- adv’t p. 121, “ . 
nois Wire & Mfg. Co. See adv't p. 122 NAILS, roofing: Samples, booklet, infor- by a ae ae on eds Golsdiate 
VIXTURDS, perforated board: Display- mation; Deniston Company. See adv’t ne “ 0. Bee aévt p. 50 
merchandiser; Turnbuckles, Inc. See p. 113 TOOLS, power: Sales program and aids; 
adv’t p. 74. NETTING, poultry: Promotion aids; John Oster Mfg. Co. See adv’t p. 97. 
FORK LIFTS: Descriptive literature; Keystone Steel & Wire Co. See adv't TOOLS, power, hand: Display unit; The 
Sherman Products, Inc. See adv't p pps. 110-111 Stanley Works. See adv’t pps. 14-15 
+. ann PAINT: Color system information; Co)l- TRIM, hardwood: Information; Roddis 
oOo FINS, concrete: 4 ray orizer Awsociates. See adv’t p. 103 Plywood Corp. See adv’t p. 106. 
s os a 8; i Pons, nc see aa row “2 
adv't p. 61 ro a0 PAINT: Selling aids, information; EB. I. TRUCK BODIES, roll-off: Catalog; The 
GLASS, window: Booklet; Libbey du a de Nemours & Co. See adv’t R-B Company. See adv't p. 50. 
Owens-Ford Glass Co. See adv't p. 61 P hay : TWINE: Display-merchandisers; John 
GLASS BLOCK: Information, literature: PAINT BRUSHES: Display-merchan- H. Graham & Co. See adv’t p. 2 
Kimble Glass Co. See adv’t p. 63. me Baker Brush Co., Inc. See adv't WEATHERSTRIP - SASH BALANCE: 
HARDWARE—cioset fixtures: Descrip =. Lif , Folder; Zegers, Inc. See adv’t p. 120. 
tive literature; Knape & Vogt Mfg PANELS, building: Folder; Homasote mS Bm: 
Co. See adv't p. 61 Co. See adv't p. 54. WINDOWS, wood: Sales kit; Andersen 
HARDWARE—door closers: Display ROOFING, aluminum: Building plans; Corp. See adv’t pps. 68-69. 


mount; Russell & Prwin Div See Kaiser Aluminum & Chemical Sales WINDOWS, wood: Descriptive 
ady't p. 24 See adv't p. 77 


FRENCH, field: Catalog; Colorado Fuel & 


litera 
77 ture; Malta Mfg. Co. See adv’t p. 41 
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Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, III 


February 7, 1955, American LUMBERMAN & 
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PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Tondo tae High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 
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DICK. Six billion dollars a year! 


That’s how much is spent on building 


Supplies by the 60 million Americans who 


do their own repairing and redecorating. 


They have their pick of thousands of 
products, but most of them show a 
preference for the brands advertised in 
The Saturday Evening Post. Home owners 
have more confidence in these brands 


because they have 


(Oy MD) PUEDE ALL. ot thee Mad Gor 
Janeen, 1 10% - 


more confidence in Be ie , 
ee 


the Post. It gets to bE 1. , cae 
the heart of America. ini Al 


A CURTIS MAGAZINE 





yt if 4 + af eo - » x 
ff ih el . ms 


* oe Gee wae 
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In Michigan or Missouri 
or anywhere else... 


MirrcoR 


Style K 
Box Gutters 











“T like Milcor Style K Gutter, because it has a 

tight, uniform coat of galvanizing, with no fractures T : 

in the spelter,’—says Ed Hickey, Master Heating HE really successful sheet-metal men — 
Sheet Met 314 Ogden Ave., St. Louis, M . 

ane Sheet Metal 1314 Ogden An Louis, Mo the ones who are making good money — the 


“Milcor Style K Gutter jobs go up fast, because ones who go all out to satisfy their customers 
Style K accessories are all uniform in shape and fit 


together easily,’ — says Cecil R. Cook, Mgr., H. B . 2 ve, they re the men who know it takes gal- 


Clifford Roofing Co. 2730 Lawton Ave., Detroit 16, vanized steel to do a real gutter job. And 
Michigan x 
they’re the ones who use Milcor Style K Box 
Gutters every time. 


The rigidity of Style K makes it easy to 
handle. Because of it, Style K holds up un- 
der the ladders various trades lean against 
it. Moreover, every length of Style K—every 
accessory — is precision manufactured, per- 
fectly formed, and easy to fit. So Style K 
jobs are faster to hang—and once they’re up, 
they remain a credit to your reputation. 


Stock up on Style K and other Milcor 
Gutter and Conductor Pipe items — it pays. 
Prices and further information are available 
from your jobber or the nearest Inland Steel 
Products Company branch listed below. 


pane mame | <INLAND> STEEL PRODUCTS COMPANY 


A complete line of 
Style K accessories 


4029 WEST BURNHAM ST. © MILWAUKEE 1, WISCONSIN 
GUTTER SPIKES 
AND FERRULES 
=~ BALTIMORE 5, MD., 5300 Pulaski Highway — BUFFALO 11, WN. Y., 64 Rapin St. — 
SQUARE BEAD HANGER . 


END PIECE WITH SQUARE —KANSAS CITY 41, M0., P. 0. Box 918-—LOS ANGELES 56, CALIF., 4807 E. 49th St 
2 , — NEW YORK 17, N. Y., 230 Park Ave. — ST. LOUIS 10, MO., 4215 Clayton Ave. 


CHICAGO 9, ILL., 4301 S. Western Bivd.—CINCINNATI 25, OHIO, 3240 Spring Grove Ave 
Se if OUTSIDE MITRE —CLEVELAND 14, OHIO, 1541 E. 38th St.—DETROIT 2, MICH., 690 Amsterdam Ave 


SLIP JOINT , 
CONNECTION SLIP END 








i 


Now! NBC-TV plus LIFE magazine help you sell 


CHICOPEE 
FIBERGLAS 
meen SCREENING 


Chicopee Mills, Inc., 





